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RESTORE THAT NEW CAR FEEL WITH 


When a customer’s car feels 
“snailed down”’ from engine wear 
—one of the sure ways to restore 
alert, trigger-quick power with 
positive oil control is to install 
Perfect Circle 2-in-1 Chrome pis- 
ton rings. 

You’re sure of satisfied customers 
when you install Perfect Circles 
because they give twice the life 
with sustained power. Remember, 


Don’t Miss Your 
Doctor of Motors Clinic! 


PC rings are plated with thick, 
solid chrome that resists wear, 
more than doubles the life of cylin- 
ders, pistons and rings. For all- 
around satisfaction and protection 
against come-backs, install PC 
2-in-1 Chrome sets in all your over- 
haul jobs! Perfect Circle Corpora- 
tion, Hagerstown, Indiana; The 
Perfect Circle Co., Ltd., 888 Don 
Mills Road, Don Mills, Ontario. 


Sponsored by your PC Jobber, the Doctor of 
Motors Clinic is packed with facts of great 
value to you. Plan to attend the next one. 


PERFECT 
CIRCLE 


2-IN-1 CHROME PISTON RINGS 


Double the life of pistons, 
cylinders and rings. 











YOU'RE NOT THE ONLY 

ONE, MR. WURRY. WHEN 

IT'S“ON*, IT'S “OFF”— 
CONFUSING, ISN'T IT 7 


I'M VERY UNEASY 
ABOUT MY CHARGING 
SYSTEM BECAUSE OF THIS 
STRANGE “NO CHARGE ” 


ANOTHER BLUE STREAK 
SECRET. SERVICE TIP FOR YOU. 




















Th Musteru of the 
Nipeeiclac Light... 











BY NOT INDICATING THE AMOUNT OF 
CHARGE, THE “NO CHARGE” LIGHT fF 


AND DANGEROUS, TOO, MR.WURRY.}| / 
{ THIS AMMETER. IT WILL GIVE YOU 


LET'S HAVE MICHAEL INSTALL 
A POSITIVE INDICATION AS TO 


LEAVES YOU IN THE DARK ABOUT 
POSSIBLE SERIOUS CHARGING 
TROUBLES - SUCH AS WHEN A 
GENERATOR SHORTS OR RUNS 
WILD. THAT CAN BE 
COSTLY,’ 


THE AMOUNT OF CHARGE. 









































ONE MINUTE LATER... | / ELEMENTARY, MICHAEL. 
FOLLOW THE SIMPLE 

INSTRUCTIONS IN THIS 

BLUE STREAK SERVICE 
BULLETIN. JUST ONE 

OF MANY IN BLUE 

STREAK'S CONTINUOUS 
TECHNICAL PROGRAM 





FREE / waite topay 

FOR SERVICE BULLETIN 
84-55 “INSTALLING eS 
AN AMMETER” 


GOLLY, SHERLOCK, 
I DON'T, KNOW HOW 
TO WIRE AN AMMETER/ 
ay => fa & To: 

; STANDARD MOTOR 
PRODUCTS, INC. 
37-18 NORTHERN BLVD 
LONG ISLAND CITY,1, 
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WORLD'S FOREMOST _ 
HEAVY-DUTY 
IGNITION LINE 
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The 

hard working 
seal is 

made with 


FORM-A-GASKETS 
to work for you 


STICK-N-SEAL 


outstanding tackiness — 

won’t wash out— 

resists gasoline, lubricating 

oils, water, glycol and kerosene. 

A quick-setting brushable liquid 

cement made of Buna-N type synthetic 
rubber. Holds gaskets and other material 

to be assembled in place and does away with 
“delayed reaction” leaks after the job is done. 


GASKET CEMENT 

for permanent assemblies where no 

adjustments or disassemblies are necessary. 

An extra-heavy adhesive that dries hard—resists 


gasoline and oil. 
You’ll make Higher Profits for Higher Quality Work 


with the Complete Permatex Line of Automotive Sealants 
Order from your jobber today!— 


la Permatex Company, Inc. 


General Offices: 300 Broadway, Huntington Station, New York 


We Factories: Brooklyn 35, N. Y., Kansas City 15, Kansas 
—, 
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MILLIONS OF /4e10-Seal,sUPER CLAMPS 
ride America’s Super Highways... 


All over the country — and outside it— you will engineering and rugged interlocking construction 
find AERO-SEALS doing their famous holding _ that fastens precision gear to band — no spot weld- 
operation, topping their price-minded competitors ing. Jobbers, service men and motorists all know 
with that precision engineered worm gear that these clamps never let go — they SELL FASTER 
tightens smoothly and firmly. and satisfy customers. No leaks in hose or profits 
AERO-SEALS show their quality in the careful when you stick with AERO-SEAL. 


io For added quick-attach 
0 Seal Im W735 4 advantage, get AERO-SEAL 


Aero 
Si oe Nyy, — Jets. Nothing like them! 
ate 
Cte et WORM GEAR HOSE CLAMPS 


BREEZE CORPORATIONS INC., 700 LIBERTY AVENUE, UNION, NEW JERSEY 
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DONT MISS 
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ericam SAFETY 
Brakebtok Cl INIC 


SSCSCHSHSSSSSSESSSSESSSSSSSSSSSESSSSSSSESSSESSESESESHHECOHOS 


COMING YOUR WAY! 


_— 


SEE... ALLIN COLOR 


Selling safety is good business 


...and here’s where you and your safety-service 
men will get the answers to cashing in 


Been wondering how to tap into the torrent of safety-service 
4 business into which millions of dollars’ worth of advertis- 
SEE how to get full profits from selling ing and promotionare being poured? Liketo learn howto get 
a complete job. customers to buy all the services their cars need to bring them 
back safely, and help cut the nation’s staggering traffic toll? 

Then American Brakeblok’s “Stop-That-Customer”’ 
safety clinics are just what you and your safety-service men 
are looking for! 

“Stop-That-Customer” clinics, held in co-operation with 
American Brakeblok jobbers, are being conducted coast 
to coast. To make sure that you are notified when one 
comes to your area, sign and mail the coupon now. It will 
mean extra business, extra profits for you! 
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LEARN all the “h ’ as 
jlow's” of good b 
an ©asy-to-understand, iaioeting tae ‘ 


PLUS... the 
biggest TV promotion 
in the brake business 
starring 
PRESTON FOSTER 
This film will sell 
millions on the vital 
need for good brakes. 





FPR IES SOW VOO OOS ST 


Cound Me) lw! AMERICAN BRAKEBLOK DIVISION, 
¢ American Brake Shoe Company 
4600 Merritt Ave., Detroit 9, Mich. 


Be sure | get an invitation to your clinic when it is held in my area. 


| 


Tr tt tt 


Name 





Firm Name___ 


Street a ssinieie chal 
City __Zone_____ State___ — 
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Brake Shoe AMERICAN BRAKEBLOK DIVISION © — EXECUTIVE OFFICES, Detroit 9, Mich. 
Plants in Winchester, Va. - Cleveland, Ohio + Hillburn, N.Y. + Lindsay, Ont. « Mexico City, Mexico + Gif, France 
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Automotive 


SPOTLIGHT 





October 1957 


Bill Holler is going to speak to dealers again! The famed and popular former sales chief 
of Chevrolet will address the 4lst annual convention of the National Automobile 
Dealers Association at Miami Beach Jan. 11-15. He will come from the scenic central 
Florida town of Mount Dora, near Orlando, where he has been in retirement. Program 
committee officials felt that a man who made such a reputation as a salesman would 
fit well into the picture. His son, Roger, is a Chevrolet-Oldsmobile dealer at 
Orlando and has himself made a high record in moving merchandise. NADA President 
Fred Sutter announced Holler's appearance while addressing Alabama dealers at their 
convention at Biloxi last month. 





How's the service-market pie being sliced? United Motors Service (a GM division) 
found in a survey at Cleveland, Ohio, less than a year ago that service sta- 
tions were helping themselves to more of the repair pie. Results of an even 
broader survey are expected from UMS later this month. Meanwhile, Chrysler's 
MoPar Division is checking Cleveland to ascertain the repair facts of life. 
MoPar President T. E. Waterfall told SAJ editors he was well aware of the 
increasing importance of super-service stations in the repair market. MoPar's 
tabulation should be completed by next March, he said. 





Someone trotted out the old Chrysler rumor last month. There's nothing to 
a report that the corporation will be buying up land for an assembly 

plant at Atlanta, said genial Ed Quinn, president of Chrysler Division. 
But in the distant works there remains the expectation that the expanding 
market will necessitate plant facilities in the South, he said. Atlanta, 
as well as Dallas, Texas, are "in the running" for a site, corporation 
executives told SAJ editors at the annual press conference, held at Miami 
Beach's elaborate Americana Hotel. (For Chrysler Corp. President "Tex" 
Colbert’s size-up of the market for 1958 and some future years, turn to 


page 94.) 


A $450,000-plus hotel bill. That's what some corporation officials figured 
it cost Chrysler to take over the plush Americana (with Pinkerton detectives 
and all) and play host to 350 top radio, TV and press representatives. Some 
dealers have maintained that in some years gone by the corporation had been 
slow to open its purse in this respect, but the "super-dooper" this year 
banished any such criticism. Even that Texas-loving Texan, "Tex" Colbert, 
contributed accidentally by having a time convincing the detectives that he 
was Chrysler's president. A properly badged Chrysler representative finally 
got the unbadged executive by the Chrysler-paid hotel guards. 








Florida leads the registrations parade again! Anyone who flies over the Southeast's 
peninsular state often--and SAJ's editor frequently does--can explain (even from the 
air) why Florida continues to lead in percentage gains in motor vehicle registrations. 
Now the Bureau of Public Roads reports that the preliminary figures show the Sunshine 
State will top all states in this respect by the end of this year--a position the state 
has maintained for the last several years. About half the 19 Southern and Southwestern 
states in which SAJ circulates were running above the anticipated national average, as 
you'll see in the tabulation reproduced on page 13. 
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AT LAST! 


A set that will 


hold oil 
in any engine 


He’s talking about Sealed Power 
KromeX piston ring sets with the 
new Stainless Steel oil rings! 


This oil ring is side-sealing . . . independent of the 
contour and depth of piston groove .. . immune to 
tension loss at engine operating temperature. It will 
not corrode . . . sludge. Chrome-plated steel side rails 
in the oil ring for more than double normal ring life. 
They seat instantly! 


Available in KromeX ring sets for engines which 
require super oil rings for top performance. 


U.S. Patent No. 2,789,872 


SEALED POWER CORPORATION + MUSKEGON, MICHIGAN 


Sealed Power KromeX Ring Sets 


BEST FOR RE-RING! BEST FOR RE-BORE! 





Automotive 


MARKETS 





A Quarter Billion Spent, But It's "Ford" 


| gpm Motor Co. spent $250,000,000 to bring out the Edsel, it was 
announced, but all this was lost on a headline writer of the Durham 


(N. C.) Herald. 


The United Press story from Detroit announcing “A new car — the 
Edsel — made its debut here today” did not jar the headlinist from 
his sleep evidently, as the one-column head announced: 


New Ford Is Introduced in Glory Blaze 


AC's Sales Establish 
New Peak for Month 


UGUST sales of its automotive 

and aircraft products in the 
replacement market were the 
highest for any month in its his- 
tory, AC Spark Plug Division of 
General Motors. reported last 
month, 

E. H. Francois, general sales 
manager, said that sales were 2.5% 
above December 1956, the previous 
high month, and 16% above 
August 1956, the second best 
month. 

“The record August sales are 
viewed as the ‘tip off’ of a most 
successful outcome for AC’s fall 
sales campaign,” Francois said. 


Portable Radio Designed 
For ‘58 Oildsmobiles 


N ALL-TRANSISTOR radio which 
can be slipped out of the 1958 
Oldsmobile instrument panel and 
used as a portable radio has been 
announced by Jack F. Wolfram, 
Oldsmobile general manager and 
vice-president of General Motors. 
Wolfram said that the “Trans- 
Portable” is battery-operated when 
not in the car and automatically 
plugs into the car’s electrical sys- 
tem when slipped into its normal 
place in the instrument panel. It 
can be removed from the panel by 
releasing the catch, which is ac- 
cessible by reaching inside the 
gloye compartment. Theft is dis- 
couraged not only by the catch 
within the compartment, but also 
by a lock on the radio itself. 
Covered in leather-like plastic, 


except for the chrome face and 
carrying handle, the “Trans-Port- 
able” weighs only three pounds 
and reportedly can be carried 
easily in a man’s overcoat pocket 
or in large handbag. When viewed 
as part ef the instrument panel, it 
is 642” long, 44%” wide and 2” deep. 

Equipped with dry cell batteries, 
it will provide 160 playing hours 
when used as a portable. As a car 
radio, it uses the automobile’s an- 
tenna and speaker system. The 
tone control and rear-seat speaker 
control knobs remain on the instru- 
ment panel when radio is removed. 
They operate independently of the 
set, which has two other controls, 
the station selector and the vol- 
ume control. 


1958 Buick to Sport 
New Luxury Series 


UICK will have a smart, new 

entry with its own distinctive 
styling in the prestige car market 
in 1958, according to Edward T. 
Ragsdale, general manager of 
Buick and vice-president of Gen- 
eral Motors. 

The luxury series, to be known 
as the “Limited,” will be eight 
inches longer than any other Buick. 

“Our dealers long have felt the 
need for a greater representation 
in the luxury-car make,” Rags- 
dale said, “and the ‘Limited’ has 
been designed to meet the require- 
ment.” 

Details of the new cars will be 
withheld until Oct, 22. However, 
Ragsdale said the 1958 models 
would feature completely new 
styling, including a grille design 
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“unlike anything ever seen in the 
industry before.” 

A new triple-turbine Dynaflow 
transmission, which greatly im- 
proves performance, and new air 
suspension will be available on all 
models, Ragsdale said. 

About 125,000 of the 1958 models 
will be built by the end of the 
year, he added, bringing Buick’s 
total output for the calendar year 
te about 450;000 cars. 


Sweden's Volvo Gets Set 
To Double U. S. Sales 


HE Swedish-built family sports 

car, Volvo, is being primed for 
a sales target of 15,000 in America 
during the coming year. This is 
30% of the firm’s annual capacity 
and double the number of cars 
sold in the U. S. during the past 
12 months. 

Large shipments of the cars will 
arrive at both East and West Coast 
ports during the autumn and the 
new 85hp model is expected to 
boost sales considerably. 

The Volvo is larger than most 
imported cars in its price range. 
The four-cylinder engine is mount- 
ed in the front and yields 30 to 
40 miles per gallon, with top speed 
of over 90mph. Twin carburetors, 
non-stalling electric winshield 
wipers, sound-insulated transmis- 
sion, factory - balanced wheels, 
standard American gear shift and 
factory-mounted white sidewall 
tires are additional features of the 
car. 


Metropolitan's Sales 
Boom Above 1956 


GAt8s of American Motors’ im- 
J ported Metropolitan in August 
climbed 60.5% over the compar- 
able month of 1956. 

J. W. Watson, Metropolitan sales 
manager, reported that sales 
totaled 1,403 units, compared with 
874 in August 1956. 

In the first eight months of this 
year dealers sold 8,354 Metropoli- 
tans, a gain of 78.5% over the 4,- 
679 deliveries recorded in the first 
eight months of last year. 
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Tough driving jays ahead 
. - Clam \IRTEX sales 


for you ! of extra miles of service! 


Exclusive NYLON retainer makes 
the difference... adds thousands 


Snow-time is check-up time for cooling systems . . . and selling 
time for Water Pumps! Every time you check the system, 
CHECK THE WATER PUMP... and watch your replacement 
sales climb! Replace worn or defective pumps that can cause 

poor circulation and costly, dangerous freeze-ups. And replace with 
AIRTEX-—the only Water Pump with the indestructible 

Nylon bearing retainer! 


iF it's O © O 


- AIRTEX 


fe) “ o's Gor TO BE GOOD! 


ORDER FROM YOUR AIRTEX JOBBER 
... or write for catalogs today 


AIRTEX AUTOMOTIVE DIVISION e FAIRFIELD, ILLINOIS 
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This is an architect's drawing of the new Chevrolet 
zone office and warehouse building on which construc- 
tion has begun at Jacksonville, Fla. Containing 82.,- 
000 square feet of floor space, it will house the zone 


Oct. 20-21—Annual convention of 
Oklahoma Automobile Dealers As- 
sociation, Tulsa. 

Oct. 20-22 — Annual convention of 
Florida Automobile Dealers As- 
sociation, Balmoral Hotel, Bal Har- 
bour, Miami Beach. 

Nov. 3-5—Annual convention of Mis- 
sissippi Autemobile Dealers As- 
sociation, Buena Vista Hotel, 
Biloxi. 

Nov. 24-26 — Annual convention of 
National Independent Automobile 
— Association, Washington, 
D 


Jan. 11-15 — Annual convention of 
National Automobile Dealers Asso- 
ciation, Miami Beach, Fla. 

June 15-17 — Annual convention of 
Tennessee Automotive Association, 
Noel Hotel, Nashville. 


WHOLESALERS 


Oct. 16-17—Fall convention of Virgin- 
ias-Carolinas Automotive Whole- 
salers Association, Robert E. Lee 
Hotel, Winston-Salem, N. C. 

Oct. 17-18—Annual booth conference 
and convention of Automotive 
Wholesalers of Texas, Hilton Ho- 
tel, San Antonio. 

Nov. 2-4—Annuatl convention of Au- 
tomotive Wholesalers Association 
mes Louisiana, Jung Hotel, New Or- 
eans. 


Nov. 23-24 — Annual convention 
of Florida Automotive Wholesalers 
Association, Hotels San Juan and 
Angebilt, Orlando. 

Nov. 30-Dec. 6—Convention cruise of 
North Carolina Automotive Whole- 
salers Association aboard the 
Stockholm from Wilmington, N. C., 
to Havana and Nassau and return. 

Dec. 1-5—Annual confer of Au- 
tomotive Warehouse utors 
Association, Muehlebach Hotel, 
Kansas City, Mo. 

Feb. 3-6 — 3lst annual Automotive 
Accessories Manufacturers of 
America Exposition, Navy Pier, 
Chic , 

Feb. 8-9—Annual convention and 
booth conference, Automotive 
Wholesalers of Oklahoma, Munici- 
pal Auditorium, Oklahoma Ctiy. 

Feb. 18-19 — Annual convention of 
Motor and Equipment Wholesalers 
Association, Statler Hotel, Los An- 
geles, Calif. 

Feb. 18-19 — Annual convention of 
National Standard Parts Associa- 
tion, Ambassador Hotel, Los An- 
geles, Calif. 

Feb. 20-23 — Pacific Automotive 
Show, Pan Pacific Auditorium, Los 
Angeles, Calif. 

April 23-25 — Southeast Automotive 
Show Conference, Bon Air Hotel, 
Augusta, Ga. 

May 11-14 — Annual convention of 
Automotive Engine Rebuilders As- 
sociation, — Hotel, 
Washington, D 

June 16- ies convention of 
Automotive Wholesalers’ Associa- 
tion of Alabama, Birmingham. 

Feb. 18-21, 1959—National Automo- 
tive Service Industry Show, Navy 
Pier, Chicago. 
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offices and parts and accessories warehousing facili- 

ties for Chevrolet, Pontiac and Oldsmobile dealers of 

Florida, southern Georgia and southern South Caro- 
lina, officials stated. It's a modernistic one-story. 


1GO-Oklahoma Elects 
Flowers President 


— Flowers of Lawton, Okla., 
was elected president of the 
Independent Garage Owners of 
Oklahoma at its annual conven- 
tion last month. 

Chosen vice-president was Joe 
Still of Bartlesville. Joe Ray of 
Muskogee is second vice-president; 
Lawrence Sheffield, Lawton, sec- 
retary, and Stanley Hesson, Okla- 
homa City, treasurer. 

IGOA Southeastern Regional Di- 
rector Byron Albright, who was 
employed by the Oklahoma asso- 
ciation for several weeks, reported 
the addition of two new units dur- 
ing September—Muskogee with 11 
garage and two allied members, 
with Joe Ray as president, and 
Enid with ten members and George 
Pasby, president. 

At Memphis, Tenn., a meeting 
is scheduled on Oct. 31 for the pur- 
pose of organizing a unit. 


GM President Visits Europe 


Harlow H. Curtice, president of 
General Motors Corp., has recent- 
ly spent approximately two and 
one-half weeks visiting GM in- 
stallations in France, West Ger- 
many and England. 
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jmmcarttoe bearings... PLUS! 


What's in it for you? 


You’re in the service business for one main 
reason—to make money. You’re on the right 
track every time you open a Federal-Mogul 
bearing box. You get a quality bearing— 
in the proper alloy—in the right size or 
undersize. Your Federal-Mogul jobber is 
better equipped with bearing stocks balanced 
to your needs, with special bearing service 
tools, and backed by Bearing Service Manuals 


and literature that provide you with the 
service help you need. 


Federal-Mogul gives him and you 100% 
backing for the world’s best automotive 
service—the kind you provide. It makes 
sense: The service trade consistently votes 
Federal-Mogul engine bearings its number 
one choice! Ask your Federal-Mogul Jobber! 


FEDERAL-MOGUL SERVICE 


DIVISION OF FEDERAL-MOGUL-BOWER BEARINGS, INC. 


|_FEOERAL-mocut (4 
1508 $B-20 |i 


| ENGINE BEARINGS 


RESEARCH e DESIGN ¢ METALLURGY #® PRECISION MANUFACTURING ¢ SERVICE 
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Automotive NEWS BRIEFS 


{Continued from page 9! 

















ACCELERATOR \ 
SENSOR ‘COLO START @ 
“UP UNIT 


RESTRICTION 


PEL FILTER PRESSURE REGULATOR 
VAPOR SEPARATOR 








Precise, electronic computation of an engine’s fuel needs reportedly 
enables Chrysler Corp.’s new fuel injection system to give motorists 
instantaneous engine response. This schematic diagram shows the paths 
of the various signals for fuel requirements to the “brain” or mod- 
ulator. An electric pulse is lengthened or shortened by the “brain” 
which opens the injector valves for precise metering of just the right 
amount of fuel into the cylinders. The system is offered as optional 
equipment on all 1958 Plymouth models carrying the 350-cubic-inch 
“Golden Commando” engine, on Dodge models with the 361-cubic-inch 
“D-500" engine, on the DeSoto Adventurer and on the Chrysler 300-D. 


Williams Succeeds Cronin 
As AMA Director 


He A. Williams has been ap- 
pointed managing director of 
the Automobile Manufacturers 
Association to succeed William J. 
Cronin, upon the latter’s retire- 
ment Nov. 15, President George 
Romney announced. 

Williams, who has been the as- 
sociation’s public relations director 
since 1952, joined the staff of the 
organization in February 1942 as 
editor of Automobile Facts. Before 
joining the AMA staff, he was an 


Harry A. Williams 


associate editor of Automotive 
News in the Detroit office. 

Cronin, who will retire at 65, 
joined the organization in 1933. 
During World War II he served in 
executive posts in both the Auto- 
motive Committee for Air Defense 
and the Automotive Council for 
War Production. He became man- 
aging director of AMA in 1948, 
succeeding Romney, now president 
of American Motors Corp. 

Romney said that Cronin’s ten- 
ure “covered a period of unpre- 
cedented growth and progress not 
only in the automotive industry, 
but in every aspect of highway 
transportation.” He added that un- 
der Williams’ direction the associ- 
ation was expected “to enable the 
industry to cooperate effectively in 
the solution of problems affecting 
the industry and the general pub- 
lic,” 


Most Car Owners Buy 
Every Three Years 


OST car owners are in the mar- 

ket for another automobile at 
least once every three years, ac- 
cording to a study conducted by 
the Survey Research Center of the 
University of Michigan at Ann Ar- 
bor. 
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Don’t think P. A. Keenan, the 
veteran wholesaler at Albany, Ga.. 
is suffering an arrow through his 
cranium. Rather, he’s quite happy. 
obviously, with this ad “gimmick” 
which is part of United Moters 
Service’s merchandising program. 
He’s shown here with E. L. Lape, 
UMS’ general sales manager, who 
flew in specially to attend the an- 
nual Keenan's Old-Timers at the 
Keenan farm out from Albany last 
month. For additional glimpses ef 
this happy occasion, see page 42. 


The study, which included five 
successive interviews with a panel 
of more than 700 families repre- 
sentative of the urban United 
States between June 1954 and Feb- 
ruary 1957, showed that when most 
car owners buy, they “trade up” 
a few model years. 

During the 32 months of study 
42% of the families were in the 
market for a car at least once, 
14% bought twice, four per cent 
purchased cars three or more times, 
22% owned cars but did not buy, 
and 18% did not have a vehicle. 

Other findings revealed that 
purchases were more frequent a- 
mong families who owned older- 
model cars and least frequent a- 
mong those who owned no car at 
the start of the study. However, 
one in four of the latter group 
managed to buy a used car by the 
end of the period. 

Factory executives have been 
calling these figures to dealers’ at- 
tention as an indication of why 
1958 should be a good sales year. 





with NEW 


more resistance 
to overcharge* 


greater resistance 
to undercharge* 


BATTERY 


this means 
MORE battery sales 
MORE battery profits 
with 
LESS work for you 


! 

L 

NO trickle charging NO double handling 
NO messing with dangerous acids 


WHY SILVER COBALT? 


Corrosion eats away battery grid material 


New Gould silver cobalt batteries have up to ne oh mag bare — —— — 
° ® ° ° indennite ecause 1 esn rust. imi- 
5 times longer shelf life without trickle charg- larly, peed cobalt coats the battery grids, 
ing—they’re ready to go to work after months protecting them from corrosion. The grids 
in storage. last longer—the battery performs better— 
stays stronger longer. 
Gould has a complete merchandising program 
—brochures, signs, displays—to help you sell 
more silver cobalt batteries. See your jobber 
or write 


G oO uy iL D Ra AT Bare unprotected Coated steel 
= steel rusts resists rust 
BATTERIES, INC. 
SAINT PAUL 1, MINNESOTA 
*Together overcharging and undercharging account for 80% 
of all battery failures. New Gould silver cobalt batteries ‘ ‘ 
Unprotected battery Silver cobalt grids 


have triple resistance to overcharge, greater resistance to 2 : : 
undercharge, compared to SAE minimums. grids corrode resist corrosion 
— SF = ee — aa Oe eee eee Gee eee Gee eee eee 
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Automotive NEWS BRIEFS (Continued from page 11) 





Florida Again Leads in Registrations 


Here’s how the Bureau of Public Roads figures registrations will be at the end of this year. 





AUTOMOBILES TRUCKS AND BUSES TOTAL MOTOR VEHICLES 





PERCENT PERCENT 
REGISTERED ESTIMATED CHANGE REGISTERED ESTIMATED CHANGE 


1956 1957 1956 1957 it 


1,084,524 1,135,000 
451,028 


608 , 922 
6,534,982 
775,418 
971,103 


164,188 
1,781,725 


REGISTERED | ESTIMATED 
1956 1957 


5 





211,101 216,000 
199,143 106,000 
188,771 193,000 
949,199 997,000 


174,162 183,000 
124 ,009 126,000 
37,005 38,000 
263,252 283,000 


255,880 257,000 

97,264 99,000 
425,075 437,000 
333,278 337,000 


226 ,666 230,000 
264,138 272 ,000 
219,138 224 ,000 
207,913 216,000 


Alabama 873,423 
Arizona 351,885 
Arkansas 420,151 
California 5,585,783 
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Colorado 601,256 
Connecticut 847,094 
Delaware 127,183 
Florida 1,518,473 
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Georgia 1,017, 383 
Idaho 240 ,065 
Illinois 2,983,889 
Indiana 1,529,479 


Iowa 974,814 
Kansas 813,703 
Kentucky 850, 350 
Louisiana 801,705 
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73,684 73,000 
140,100 141,000 
190, 337 193,000 
391,077 395 ,000 


Maine 271,006 
Maryland 853,012 
Massachusetts 1,428,803 
Michigan 2,747,390 
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260,201 266 ,000 
186, 987 188,000 
318 ,237 322 ,000 
108 , 763 111,000 


Minnesota 1,165,671 
Mississippi 470,725 
Missouri 1,238,652 
Montana 238,267 


Nebraska 502 ,O45 507 , 000 
Nevada 107,175 114,000 
New Hampshire 181,437 188 ,000 
New Jersey 1,880 ,557 1,918,000 
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156,003 153,000 
33, 362 35 ,000 
43,904 44,000 

268,131 271,000 


91,918 98 ,000 
524,021 519,000 
304,213 312,000 
100,899 104 ,000 


434,664 441 ,000 
261,761 265,000 

77,740 78,000 
532,483 543,000 


38,6801 38 ,000 
150,441 154,000 
88,097 89,000 
215,894 218 ,000 


232,000 
2,189, 
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351,279 367,000 
4, ,804 ,658 4,821,000 
1,516,569 1,567,000 
310,842 318,000 


3,678,639 3,802,000 
1,052,689 | 1,071,000 

807,668 815,000 
3,880,773 | 3,972,000 


317,196 323,000 
811,202 833,000 
325,618 331,000 
1,130,364 | 1,160,000 


3,938,472 4,060,000 
352,784 | 370,000 
141,079 144,000 

1,314,808 1,362,000 


1,204,958 1,227,000 
561,669 591,000 
1,445,743 1,474,000 
176, 333 181,000 
201,011 198 ,000 


New Mexico 259, 361 269 ,000 
New York 4,280,637 4, 302 ,000 
North Carolina 1,212,356 1,255,000 
North Dakota 209, 943 214,000 


Ohio 3,243,975 3,361,000 
Oklahoma * 790,908 806 ,000 
Oregon 729,928 737,000 
Pennsylvania 3,348,290 | 3,429,000 


Rhode Island 278, 395 285,000 
South Carolina 660,761 679,000 
South Dakota 237,521 242 ,000 
Tennessee 914,470 942 ,000 


Texas 3,124,272 3,234,000 
Utah 283,719 297,000 
Vermont 124,976 128,000 
Virginia 1,090,610 | 1,134,000 
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814,200 826,000 
69,065 73,000 
16,103 16,000 

224,198 228 ,000 





232,293 235,000 
125,725 127,000 
252,284 254,000 
55 ,885 57,000 
22,730 22,000 


Washington 972 ,665 
West Virginia 455,944 
Wisconsin 1,193,459 
Wyoming 120 , 448 
Dist. of Col. 176,281 


TOTAL 54,332,295 | 56,101,000 3.3 10,880,215 | 11,103,000 
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0 65,212,510 | 67,204,000 
































1/ These estimates were made by the Bureau of Public Roads on the basis of State reports of motor vehicle registrations 
in the early months of 1957, and information available on current trends, motor vehicle production, and other facturs. They 
include both privately-owned and publicly-owned motor vehicles, except those owned by the military services. Registrations 


shown for 1956 are from table MV-1, 1956. 
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YOUR 
REPUTATION 
RIDES WITH 


THE ENGINES 
YOU INSTALL 


When you install an engine in your customer’s car, For more information on how Dynamometer-Tested 
remember that engine may have a manufacturer’s name- engines keep customers happy contact = 
plate on it, but it’s your customer. If the engine proves your nearby ROGERS dealer . . . or write us direct! 
unsatisfactory you have to answer to your customer .. . 

you get the blame, not the factory. 


Good engines mean happy customers... more business °°? Hunnicutt St. NW Q @) G = m S 


A . Atlanta, Georgia 
. and a good engine is Dynamometer tested. Inferior lel. JAckson 1-1885 


engines mean dissatisfied customers and more “come- Remanufactured 
backs’. No need to risk your good reputation . . . install 

only Rogers Dynamometer-tested engines. Protect your F by G | ig E Ss 
reputation ... keep your customers happy. ~ 
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Automotive NEWS BRIEFS 


{Continued from page 13) 





Guiding the Automobile Dealers Association of Ala- 
bama for the next year will be (l. to r.): fromt row, 
W. Herbert Ray (Ford) of Huntsville, president: 
M. B. Casler of Birmingham, first vice-president; O. B. 
Miley of Sheffield, second vice-president; Roland 
Cooper of Camden, third vice-president, and Forrest 
McConnell of Montgomery, secretary-treasurer; second 
row, these directors (if not otherwise indicated)— 
Charlie Morris of Tuscumbia, G. T. Semmes of Decatur, 
B. A. Stockton, Jr., of Huntsville, Edgar Vickery of 


sts 
Winfield, Roy Holladay of Pell City, P. O. Wilson of 
Anniston, Ed Mollison of Birmingham, Aubrey D. 
Green of York and H. L. Hooper, Jr., of Selma; back 
row, T. J. Kirven of Jackson, I. C. Pendarvis of Mobile, 
D. T. Stuart of Evergreen, J. L. Rouse, Sr., of Mont- 
gomery, J. B. Dunn of Roanoke, Charles W. Slaton of 
Union Springs, Judson Colley of Troy, A. D. Walden of 
Headland and Sterling Edwards of Birmingham, the 
latter being the NADA director for the state. Several 
hundred dealers attended the 22nd annual meeting. 


NADA President Tells Alabamians: 
It's Better Conditions or Congress 


a. CONDITIONS facing the fran- 
chised dealer today are not im- 
proved very soon, look for some 
group to get legislation before 
Congress to remedy the troubles. 

Fred M. Sutter of Columbus, 
Ind., president of the National 
Automobile Dealers Association, 
told the annual convention of the 
Automobile Dealers Association of 
Alabama at Biloxi Sept. 23: 

“Join with NADA—and the fac- 
tories—to make conditions better 
for both dealer and factory. Un- 
doubtedly—I’ll bet you ten to 1— 
if conditions do not improve soon, 
some group—ADSA or other—will 
get legislation before Congress.” 

ADSA is the Authorized Dealer 
Survival Association, headquarter- 
ing at Oklahoma City, which pro- 
poses a plan of “service responsi- 
bility” along limes different from 
NADA’s proposal. 

NADA is not opposing ADSA, 
but the association is questioning 


its feasibility, said the Dodge- 
Plymouth dealer. 

“Unless the members (of NADA) 
stick together, we are not going to 
get anything done in Detroit or 
Washington,” Sutter asserted. 
“Personally, I think it’s (ADSA) a 
good thing, but I would like to see 
them make it 10% instead of 5%, 
but I don’t think you can expect 
the factories voluntarily to give 
you $500,000,000. 

“We hear it is completely legal. 
The only one who is going to de- 
termine that is the courts... 

“I was in Detroit two weeks ago 
and if any factory is seriously con- 
sidering it, I don’t know it. One 
factory executive said it was 
ridiculous.” 

Other speakers included Walter 
A. Deal of Asheville, N. C., presi- 
dent of the North Carolina Auto- 
mobile Dealers Association (see 
page 41); Byron J. Nichols, presi- 
dent of Chrysler Motors Corp. (see 
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W. S. “Bill” Brewbaker (right), 
Buick dealer of Montgomery, was 
chosen “Mr. Alabama Automobile 
Dealer of 1957” last month at the 
annual convention of the Automo- 
bile Dealers Association of Ala- 
bama. Presenting the award is 
Judge Aubrey M. Cates, one of the 
judges, the others being Earl 
Tucker, editor and publisher of 
The Thomasville (Ala.) Times, and 

i . “Bill” Herbert, editor 
of Southern Automotive Journal. 


page 89); Elson G. Sims, Ford 

dealer of Vincennes, Ind. (see page 

92); Edward Payton, management 
(Continued on page 132) 





PACKARD ELECTRIC 
BATTERY GABLES 


are faster and easier to use 


es 


- — LP > rary ed serie 


Packard Leadalloy battery cables are original equipment on more cars, 
trucks and buses than all other makes combined. Use them for replace- 
ment, and you'll save time and trouble, too. Available everywhere through 


the United Motors System. 
Application data on the carton saves time spent looking in catalog or on 
wall chart. 


LES — THE STANDARD OF THE INDUSTRY 
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¢ More Grip for Wrenches! Packard's 
extra thick nut fiyes more wrench sur- 
face. A patented thréed shield prevents 
lead from packing irttg bolt threads 
and makes it faster am easier to 
tighten and remove. 


e More Spreading Leverage! A 
placement battery cable terminals mu3 
be spread to be removed from battery 
posts. Packard’s raised shouldaxs pro- 
vide the most leverage for faster, @agier 
spreading. 


e Other Features include a patented 
compression*eleeve, oil coated contgct 
surfaces, and a Piged pratective rin} 


Packard q Electric 


1908 —1958 


Warren, Ohio 


FORWARD FROM FIFTY 


“Live Wire” division of General Motors 


SOUTHERN AUTOMOTIVE JOURNAL for October 1957 Want more facts? Use Reader Service Card Page 98 





NO MYSTERY — JUST BIG RETURNS — 


<5 with these Q¥ap-o% 


<a 


Automatic Transmission Tools 


It’s so easy, any mechanic can handle automatic 
transmission adjustments with these Snap-on sets. 
The tools make this work as simple as a brake 
adjustment job. 

And the returns are big! All over the country, 
sets like these have paid for themselves in short 
order. You can adjust practically any automatic 
transmission; many jobs take only a half hour 
or less. And a properly adjusted automatic trans- 
mission means big savings and greater satisfac- 
tion for the car or truck owner. 

These valuable income boosters can be yours 
on easy payments. Ask your Snap-on man for 
full details or write us. 


Automatic Transmission Tool Set 2028-ATS 


This set handles band and linkage adjustments 
on Hydramatic, Dynaflow, Powerglide, Fordo- 
matic, Mercomatic, Flightomatic, Powerflite, and 
Turbodrive transmissions. It’s quick and profit- 
able because an estimated 70-75 percent of all 
adjustments can be done externally, without re- 
moving transmission. Photographs and easy-to- 
understand instructions in Snap-on instruction 
book make the job extra simple. 





AUTOMATIC TRANSMISSION SET AND 
OIL PRESSURE SET COMBINATION 
$13.95 down, $6.38 per week 











Oil Pressure Gauge Set AT-67-B 


This set checks pressure of oil at critical points within 
transmission . . . reveals inside troubles which can’t 
be corrected by band and linkage adjustments .. . 
eliminates needless work. Also, this gauge is necessary 
for setting linkage on certain transmissions. 

On transmission overhaul, gauge localizes trouble 
area;spots oil leaks, pressure leaks, faulty servo pistons, 
clogged screens. Use it on Dynaflow, Flightomatic, 
Fordomatic, Hydramatic, Mercomatic, Powerflite, Pow- 
erglide, Studebaker, Turbodrive and Ultramatic trans- 
missions. 


*Snap-on is the trademark of Snap-on Tools Corporation. 


Snap-on Tod |by 
THE CHOICE OF BETTE? MECHANICS : 


SNAP-ON TOOLS of 777, VW, 
G 
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CORPORATION 


8052-J 28th Avenue © Kenosha, Wisconsin 











WATER PUMP 
_ tUBRICANT 








He is “‘all steamed up” —and VERY unhappy. He 
wants help—right now . . . doesn’t want it to 
happen again. So don’t sell him “just a can of 
radiator cleaner”. . . remember this customer is 
genuinely ‘‘cooling system conscious.” 





With little effort you can sell him 3 instead of 7 
... complete cooling system insurance by simply 
pointing out... 


7 A can of Bowes SELF-RADIATOR flush will 
do the job for now... and... 


2 A can of Bowes RUST-ROUT will keep it 
from happening again (and lubricate his 
water pump)...and... 

3 Bowes STOP-LEAK will seal, right now, any 
leaks that probably will occur after a good 
cleaning . . . and permanently provide 
against leaks in the future. 


Cash in on BOWES 
National Advertising... 


Folks buy easiest the things they KNOW about. 
Bowes Products are EASIER to sell—the result 
of 36 years of national advertising. 


BOWES "SEAL FAST” CORP., INDIANAPOLIS, INDIANA + HAMILTON, ONT., CANADA + LONDON, ENGLAND 
BOWES PACIFIC CORPORATION, RIVERSIDE, CALIFORNIA 
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‘AC, SELLING SLANTS 


presenting... 


Qu 











AN GASOLINE 
SAVINGS COMPUTER 


He 


te 


If your spark plugs have 10,000 miles or more... 


) New ACs 
> Will Save 


the display size AC 
Gasoline Savings 
Computer. With a flick of 
the dial, your customer 
sets in his annual mileage, 
the local price of gasoline 
and immediately the 
Computer gives him the 
dollars and cents 
answer... how mucha 
new set of ACs will 
reduce his annual 
gasoline costs. 


ea bail WHEN YOU REPLACE 
our Weatherproof A WITH A NEW SET OF 


Computer installs = 
anywhere—pole, counter, HOT TIP oe. 4 


wall or window and is A spies a 
shipped to you completely 
assembled. ml 





de 
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NSWER” 


to Increased Sales of AC Spark Plugs! 





A TOTALLY NEW and DIFFERENT 
PROGRAM FOR YOUR FALL SALES DRIVE 


Plus... 
: J : Your Fall AC 
This fall, AC dealers will be armed with a Campaign package 


‘ ‘ includes two working 
revolutionary new selling approach... hand-size computers 


the ''BIG ANSWER" Campaign. for selling directly 
to the customer 
while he's in his car. 


The ''BIG ANSWER" to increased sales is po CHANGE in SETS ang 


provided by the unique AC GASOLINE This easy-to-read 
. "BIG ANSWER" 

SAVINGS COMPUTER . . . a triple-threat BAe 
outlines the economy 
story and suggests 
puter—a real sales clincher—an attractive, a number of 

. : - easy-to-use sales 
versatile display in full color. events featuring the 

Computer. 


performer . . . combining a working Com- 


POWERFUL. NEW ADVERTISING SUPPORT FOR YOU! 


Network Television —AC will sponsor . .. ZORRO. . . produced with the magic touch of 

Walt Disney Studios . . . on ABC-TV. A vast national audience will view new AC Spark 

Plug selling messages every week of the year. Be sure to install your big ZORRO Announce- 

ment Banner included with each ''BIG ANSWER" Campaign package. CALL YOUR REGULAR 
National Magazines—Potential customers—Your customers will be influenced by full color AC SUPPLIER TODAY! 
AC Spark Plug advertisements in LIFE, SATURDAY EVENING POST and other leading 

consumer magazines. 


Outdoor Billboards—Coast to Coast this fall, carrying the AC message ... your message 


« « «to 29 million motorists daily. 


AC SPARK PLUG 25> THE ELECTRONICS DIVISION OF GENERAL MOTORS el 
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SELLING SLANTS 


YOU'RE A SULTAN OF SALES and 
A HERO AT HOME with... 


AIG AC Oil Fitter 


Four 4-Piece Oneidacraft Deluxe Stainless Steel Place Settings 


e% Z 2% 











Here's a truly outstanding 
premium, one your family will 
really enjoy. Designed by the 
world-famous craftsmen of Oneida 
. each of these beautiful and 
practical pieces—16 in all—has 
the modern Profile pattern, rugged 
strength and high-lustre finish. 
They'll easily last a lifetime. 
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This colorfully illustrated 8-pager is loaded with This eye-catcher directs your customers’ attention to 
display ideas and new, easy-to-use sales events. AC's new A-S-K theme. It reminds your customers 
Use them and you'll sell more and more Premium to ASK for the automotive service changes for 
Oil and AC Oil Filters, not only during the cam- troublefree motoring. 

paign period, but in the months ahead. 


ASK Your AC Supplier for the Profitable 
A-S-K Promotion that Costs You Nothing 

It costs you nothing because, included in the A-S-K 
Promotion Package are three popular-type AC Oil 
Filter Elements, worth $7.25. You'll quickly convert 





them into sales... and recover your total promotion 
investment. 


AC GIVES YOU FIRST-RATE PROMOTIONAL BACKING... 


New Network TV Show—Walt Disney Studios’ new ZORRO show will offer 
mystery, romance and adventure to millions of American viewers—potential 
customers for you. AC will sponsor this exciting new film on ABC-TV, and present 
powerful commercials to help you sell AC Oil Filters. Use the colorful ZORRO 
poster contained in your A-S-K campaign package to promote the show for 
added sales. National Magazines— Millions of readers of LIFE, THE SATURDAY CALL YOUR REGULAR 
EVENING POST and other leading consumer magazines, will read colorful AC ads 
. . and be sold on the idea of changing their oil and filter. Outdoor Billboards — AC SUPPLIER TODAY! 
Thousands of billboards across the country. Every day 
they'll ASK millions of motorists to change GM 
their oil and filter . . . now. AC SPARK PLUG SP THE ELECTRONICS DIVISION OF GENERAL MOTORS [Soiset] 
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When your dealership teams up with Associates, you’re on 
a winning team that has paid off in extra sales and profits 
bad a et ners: for thousands of successful automobile dealers. At Associates 
we always try to operate as your partner because in a very 
real sense we are your partners—our local office has only 
On The one function and that is to serve you, speed your deals 
through, give you all the tools and assistance to control the 
Same Team deal from beginning to end. Won’t you let us show you how 
Associates’ specialized automobile financing service can be a 
valued member of your sales team? Call your Associates 
branch today! 


Ott Sige aye. 2) | oe ssociates 


“*A finance connection that has SOUTH BEND, INDIANA 
a thorough knowledge of 
your industry can be a tremendous 
asset to your sales team !”’ 

















ASSOCIATES INVESTMENT CO. — ASSOCIATES DISCOUNT CORP. — ASSOCIATES DISCOUNT (CANADA) LTD. — EMMCO INSURANCE CO. 
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THE COLD RUSH IS COMING! 





Get Set With Harrison Thermostats 
For The Big Sales Season! 


Down goes the temperature and up goes your service business! 
Checking the thermostat is an important part of any good winterizing 
job. And replacing with a Harrison poppet pellet thermostat assures 
you of complete customer satisfaction. New advanced design! No more 
soldered joints! A more uniform, free flow of water with Harrison’s 
completely new valve feature! It’s the thermostat that’s designed for today’s 
high-compression engines! Your United Motors System distributor is 
ready to help you sell the public. Contact him now about the new Harrison 
merchandising package. You'll be glad you did when the “cold rush” comes. 


i, 
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HARRISON RADIATOR DIVISION « GENERAL MOTORS CORPORATION *¢ LOCKPORT,N. Y. 
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Available bonded or riveted for every make and model car 


) linings lick 


HEAT and WEAR brake problems 











Boost your reputation and brighten your profit picture by 
giving your customers a brake lining that really licks 
dangerous heat.and wear: new improved Raybestos, for 
both power and manually operated brakes. New manu- 


USE THE 


Ray besten is 


includes adjustment 
Pull front wheels, inspect linings 
« Check brake drums 
Inspect front wheel bearings 
Clean brake assembly 
Check hydraulic system 
Adjust brakes or recommend a reline 
Road test brakes 


You get paid for every car you check 
Ask your Raybestos jobber for full details today 


facturing processes, mew compounds, new resins and 
binders, and new “‘fire band’’ grooving for some cars, all 
combine to produce the six performance characteristics 
your customers want... and need: 


Greater heat resistance + Greater fade resistance 
Really quiet operation + Increased braking power 
Longer life + Positive safety 


FLASH! Don’t fail 
to see “The 1957 
Brake Story” 











A technical sound color motion picture showing details on 
% Effect of 14 in. wheels on brakes % Center-plane brakes 
% How to lick heat and wear brake problems % 1957 brake changes 
Ask your Raybestos jobber for tickets to the next showing 











RAYBESTOS DIVISION of Raybestos-Manhattan, Inc., Bridgeport, Conn, 


'M 
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RAYBESTOS-MANHATTAN, INC., Brake Linings « Brake Blocks « Clutch- 
Facings « Fan Belts « Radiator Hose « Industrial Rubber « Engineered Plastics 
Sintered Metal Products « Rubber Covered Equipment « Asbestos Textijes 
Laundry Pads and Covers » Mechanical Packings « Abrasive and Diamond 


AMERICA’S BIGGEST SELLING FRICTION MATERIAL Wheels + Industrial Adhesives » Bowling Balls 


26 Want more facts? Use Reader Service Card Page 98 








JAYCEE CHEMICAL CORP. NTOMOTIVE-INDUSTRIA: 
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PRESENTS THE GREATEST OPEN END WRENCH 


DESIGN IMPROVEMENT 0 all Fr 
TT, <eE 


IT’S HERE! the revolutionary, European designed Open End Wrench... 
now MADE-IN-AMERICA by BLACKHAWK...that makes your work 
easier! The powerful turning forces are applied on/y on the FLAT FACES, 
not on the corners of nuts and bolt heads! NUTMASTER exerts tremendous 
torque—far greater than the conventional, open end wrench—puts on 
the pressure where it can’t burr or deform corners. 

This radically new design moves, locks, or unlocks any nut or bolt, hex 
or square, without any. jockeying for fit. The slender head works easier 
in close quarters —seats instantly, turns better—even on battered nuts and 
bolt heads. 

Tool-wise mechanics will go for NUTMASTER=it’s lighter and less 
bulky —with a positive grip that decreases slippage and skinned knuckles. 
And...there’s longer service life—no flat, inner jaws to spread. 
Available in most popular sizes, the streamlined NUTMASTER is pre- 
cision forged of finest alloy steel—triple plate chrome finish. Ask your 
BLACKHAWK Jobber to just let you handle it—try it out on his 
NUTMASTER Action Display. Brother, you'll buy it! The New Britain 
Machine Co., New Britain, Conn. 


NEED A BLACKHAWK HAND TOOL? x 
«+ PHONE YOUR JoBBER! << 
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| Gonsational New -- 
NUTMASTER 


ITS POWERFUL TURNING FORCES GO TO WORK=:=- 


Only on the FLAT FACES 
of Nuts and Bolts 



































Grips hex nuts on 
two faces—press- 
es on two corners. 


NUTMASTER bears 
on 4 faces—CAN- 
NOT burr corners. 


NUTMASTER gets a 
firm grip on badly 
worn nuts. 


























Grips square nuts 
on 2 faces —can 
burr corners. 


NUTMASTER ex- 
erts pressure on 
3 faces—no burrs. 


NUTMASTER takes 
all shapes and 
styles with ease. 


Bi 
Nupsgteu 
was TER 


Try the Great, New NUTMASTER 
on Your Jobber’s ACTION DISPLAY 
Your Jobber should have this NUTMASTER a 
Display, with a HEX NUT under tension. 


Look for it and try this great new Wrench 
—in ACTION! 


HAND TOOLS NEW BRITAIN « CONN. ®* U.S.A, 
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VMC GENERATOR ARMATURES 


are the best replacement armatures 


and here's why! 


A core whose commutator, 
shaft and laminations have 
passed a rigid test for quality 
and appearance. 


Heavy duty end fibres; 2,000 

‘volt test slot insulation; true 
forming lead insulation; fibre 
cord wedges, 


VMC pre-formed coils that 
are wound to original speci- 
fications for wire size and 


A heat hardening, phenolic number of turns. 


resin varnish especially de- 
signed for high speed arma- 
tures that require exceptional 
bonding properties. 


These specifications—met by VMC armatures only—assure 
the highest quality armature in the replacement market. 





KNOW WHAT YOU BUY, 
BUY WHAT YOU KNOW C <a THE VNC SYSTEM 
—and BUY SP )/ FACTORY METHOD RECONDITIONING 


Through LOCAL SERVICE © NATION-WIDE 
YOUR JOBBER 








ATLANTA 18, GEORGIA 
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We Married 
Tune-Ups to 


Equipment 


How else can you 
do the job today? 


W: DID the smart thing when 
we invested in motor-an- 
alyzing equipment. 

Time and again we used to have 
people drive in for gasoline and 
our routine question of “How’s 
your car running?” so frequently 
would bring complaints of low 
mileage, hard starting, no pick- 
up, engine missing. 

We would offer a tune-up which 
we did largely by ear, and so a 
tune-up volume trickled through, 
hovering around the zero point. 

Then we looked the problem 
clearly in the eye: 

If we were going to raise tune- 
up volume, sell more parts. show 
our customers that we could do a 
competent job and make a lot 
more friends than we had, the only 
answer was’ motor - analyzing 
equipment that would pinpoint 
trouble with accuracy and ef- 
ficiency. 

We took the step, went into debt 
for the $1,100 investment, but 
never regretted the decision one 
moment. Tune-up volume jumped 
75% within six months—good, 
profitable tune-up volume, too. 


*e-e2et88 
a ifevrrrys 


z 
? Ff 
is 





As the customer watches, a car goes through a series of tests on a 
motor analyzer. Tune-up volume has jumped 75% in six months here. 


By JOHN ARNOLD 


Owner, Johnny’s Esso 
Woodbridge, Va. 


Parts volume is up by $300 a 
month. 

We have made many new 
friends who have become steady 
customers buying their gasoline, 
oil, lubrications, accessories and 
wheel-balancing jobs from us. 

For precision testing there is no 
substitute for modern, scientific 
equipment. A motor-analyzing ma- 
chine is a fine sales tool as well. 

Here’s what happens: when we 
now ask customers rolling in here 
how their cars are performing, and 
get complaints of low gas mileage, 
sluggish motor, engine misses or 
rough idling, we ask permission to 
check out the engine on the 
analyzer. 

With the customer beside us 
(when he has the time to wait and 
see) we explain an analyzer and 
the meaning of a compression test, 
as well as other tests we are mak- 
ing. 

He may not be able to read 
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an analyzer or repair his engine, 
but he will understand what you 
are talking about if you take time 
to explain. 

We show him how much voltage 
he has, explain what his voltage 
reading should be, sometimes 
showing him a reading where an 
engine has just had a tune-up. We 
explain the purpose of a compres- 
sion test, and illustrate how we 
check the compression of each 
cylinder, because an engine with 
uneven compression cannot be 
tuned successfully to give tep per- 
formance. We test ignition coil and 
wiring output. We call attention to 
the gauges indicating a bad valve 

Knowing that his car should 
meet certain standards of perform- 
ance by your tests, the customer 
believes in the reliability of a test- 
ing machine. It is the best sales 
tool you could have. 

The examples I cite here of 
sales are commonplace occur- 
rences: 

While filling a tank with gaso- 
line, I asked the driver how his 
engine was performing. He com- 
plained it was “running rough.” 





A customer brings in one of the tune-up cards mailed regularly to the 
motorists in this service station’s area to push shop volume higher. 


Inquiring when it had had its last 
tune-up, I learned recently. I of- 
fered to check it out on the ana- 
lyzer and found burned out plugs 
and timing off and a carburetor 
that needed cleaning. A complete 
tune-up and set of plugs brought 
us a sale of $15.70. 

In a recent tune-up job on a ’55 
Pontiac we had a sale of $32.50. 
The complaint was low gas mile- 
age and an engine that was slug- 
gish. After putting the engine 
through battery and starter tests, 
compression test, checking igni- 
tion, vacuum advance and carbure- 
tion, and charging, we put in new 
points, new plugs, new wires and 
cleaned the carburetor. 

We used a can of additive to 
free rings and valves. This custom- 
er felt we had put new life into his 
engine. He said he could not recall 
when his car had performed as 
well as it was now doing, and he 
became a steady customer. 

One more case before I tell you 
how I let everyone know that I 
now had a motor analyzer. This 
time it was a ’52 Chevy that was 
put through all the tests after a 
customer’s complaint. This one 
brought a complete tune-up with 
valve job and battery replace- 
ment. Service and parts came to a 
sale of $83. 

When I say parts volume 
jumped $300 a month after the 
analyzer, I am speaking of spark 
plugs, points, condenser, rings, 
valves, etc. In July ’57 alone we 
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sold $423 in parts directly due to 
engine-testing equipment. 

While our consistent effort to 
call scientific tune-ups to public 
attention is done mainly in per- 
sonal contact when customers 
drive in, we also believe keeping 
our services before the public in 
newspaper and direct mail. We 
put out 1,000 postcards a month 
reminding our customers of vari- 
ous services, among them tune- 
ups. In the spring we put out 1,000 


circulars on a special $6.50 tune- 
up and plugged it in the local 
newspaper as well. The response 
made it well worthwhile. 

We guarantee our tune-ups and 
remind our customers pulling out 
that if anything appears to go 
wrong in their engines, to be sure 
to return here for correction. At 
the same time we recommend en- 
gine checkup every 10,000 to 
12,000 miles. We make a note of 
this on a customer’s record and re- 
mind him by mail a tune-up is 
due. 

Factory training is very im- 
portant if you are going to make 
the most of your equipment. A fac- 
tory man spent a week with me in 
the station going over complete 
testing, meeting manufacturers’ 
specs, making all needed repairs 
and adjustments. I later spent a 
number of hours at a school in 
Washington on_ engine - testing 
equipment. 

If you’re going to approach a 
customer intelligently and sell 
profitably, you need this training 
along with a planned step-by-step 
procedure on each customer’s car. 
We follow a preventive mainte- 
nance worksheet that gives a se- 
quence and lineup of repairs and 
adjustments needed. In this way 
you can be sure that every item is 
covered, and systematizing it saves 
your time. We guarantee customer 
satisfaction. Systematic procedure 
repeated over and over again be- 
comes a part of you. The more ef- 
ficient, the more time-saving a 
tune-up is, the more you earn. 


With the worksheet in front of him, John Arnold explains to a customer 
fhe meaning of a compression test. His parts sales are up $300 a month. 


@ 7 
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A Texas Economist Tells Texas Dealers 


AS I see the answer (to the fu- 
ture), we are not depression- 
proof. I do believe, however, that 
we have made great progress 
against the extremes of economic 
fluctuation so that we can say with 
considerable reason that we shall 
never again see this great nation 
collapse as completely as she did 
in the 1930’s. We have the know]l- 
edge and the economic techniques 
to keep us from such, and I believe 
we will use them. This is not to say, 
however, that we have learned 
how to eliminate the business 
cycle. We have only learned how 
to reduce its ferocity. 

As long as free enterprise re- 
mains in America, and millions of 
people are allowed to make eco- 
nomic decisions, there will be 
fluctuations in business. In other 
words, we will have _ business 
cycles. 

Economists divide the cycle into 
four phases. The top phase is the 
prosperity phase; next comes the 
recession phase; then the depres- 
sion phase at the bottom; and the 
recovery phase as the cycle swings 
upward. 

We are in the phase called pros- 
perity, and have been for a num- 
ber of years. In fact, this is the 
longest period of sustained, high- 
level prosperity the nation has ever 
known. 

What have been the forces which 
have generated it, spurred it on to 
record levels? At least four are of 
major significance: 

1.—Large government spending, 
accompanied by deficit financing, 
has been stimulated because it does 
not produce anything for the con- 
sumer to buy to absorb the great 
amount of income it creates. Since 
it is financed in part by deficits, 
there is no offsetting “quid pro 
quo” taken in taxes. Instead, the 
difference is derived through 
credit expansion. 

2.—In recent years, capital ex- 
penditures by American business 
have reached record proportions, 
more especially in relatively new 
technological fields such as elec- 
tronics, petrochemicals, atomic 
energy and aviation, but generally 
in all industry. Capital spending 
has long been recognized as stimu- 


Excerpts from an address Oct. 2 
by Dr. Arthur A. Smith, vice-presi- 
dent of the First National Bank, 
Dallas, Texas,. and well-known 
economist, before the annual con- 
vention of the Texas Automotive 
Dealers Association at Dallas. 


lating because of its multiplier ef- 
fect upon the economy. 

3.—Consumer’ durables, par- 
ticularly dwelling units, have been 
constructed at record levels to 
meet a backiog of demand stem- 
ming all the way back through 
World War II in the depression, 
and stimulating because they have 
been financed largely through 
credit expansion. 

4.—Speculation must be recog- 
nized as a stimulating force when 
it is bullish speculation, as it has 
been for a number of years. Bullish 
speculation results from optimistic 
expectations about future business 
activity and/or about further in- 
flation. In this instance, expecta- 
tion of further inflation has been 
the more important (price specula- 
tion), most evident in land and in 
equity securities, but also very 
noticeable in the purchase of homes 
where many a family has reason- 
ed that it would be desirable to 
buy now to beat more inflation 
costs later. 

There is no reason to suppose 
that, as long as the stimulating 
forces retain their intensity, there 
will not be continued prosperity. 
But there is the rub! They cannot 
continue forever. They always ex- 
haust themselves—actually sow 
the seeds of their own destruction. 

Tremendous deficit spending by 
government ultimately creates an 
unmanageable public debt and 
makes more inflation inevitable. 
This danger is now recognized in 
Washington, as evidenced by two 
developments: (1) strong pressure 
for economy in government, and 
(2) a restraining monetary policy 
(tight money). 

Record-breaking capital expend- 
itures by business ultimately peter 
out because they create production 
capacity, and when it becomes evi- 
dent that we have built sufficient 
capacity to supply our markets, 
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- The Business Prospects Ahead 


there is no longer a reason to build 
as many new factories. There is 
evidence now of excess capacity in 
many lines. 

Construction of durable consum- 
er items such as homes eventually 
must settle down to an output only 
large enough to meet at most nor- 
mal replacement and the require- 
ments of new family formations. 

Speculation on the upside cer- 
tainly exhausts itself in time 
when speculative prices have be- 
come so high that relative ex- 
pectations no longer justify bullish 
action. 

Economic pressure groups, not 
being all equal in strength, exert 
unstable influences and produce 
disequilibrium in the economy. 
Most flagrant example on the cur- 
rent scene is that of labor unions. 
... Unions have been strong 
enough to bargain wages and bene- 
fits so high that increased costs of 
production have had to be re- 
flected in higher prices since 
workers have not increased their 
output commensurate with their 
gains. This is creating an un- 
balanced condition, because prices 
of consumer articles, particularly 
durables like automobiles, have 
reached the point where it is diffi- 
cult for millions to buy the articles 
—people whose wages and income 
have not kept pace. 

I predict that, if unions do not 
stop their demands, they will 
create unemployment in the very 
industries from which they earn 
their living. 

But have we curbed the fluctua- 
tions so that we shall never have 
a recurrence of the tragic collapse 
of the 1930’s? I think we have 
made substantial progress in that 
direction. And here are some 
reasons: 

1.—Remarkable improvement 
has been accomplished in the 
means of measuring economic ac- 
tivity since the last depression. We 
have not only better, but more 
sensitive, statistical indexes now 
than we had in the 1920's. 

2.—I believe we have developed 
not only the techniques but also 
the will to take effective counter- 
cyclical steps that will lessen busi- 

(Continued on page 95) 
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Ambassador 
Wheelbase 
Now 117" 


MERICAN Motors _ introduces 
Oct. 22 its 1958 Ambassador 
V-8, an entirely new line of cars 
in the Rambler series, built on a 
117” wheelbase (compared with 
121%” in 1957) and featuring all- 
new exterior and interior styling. 
The Ambassador series is the 
first entirely new senior line of 
cars produced by American Mo- 
tors since its organization in May 
1954, said company officials. Com- 
pactness of design, both inside and 
outside, keynote the new series. 

New features include dual head- 
lights as standard equipment, 
Flash-O-Matic transmission with 
pushbutton controls, step-on park- 
ing brake, safety instrument panel 
and transistor-powered radio. 

For the first time, a four-door 
station wagon will be available in 
the AM senior line, including a 
super and custom four-door sedan 
and four-door station wagon, and 
a custom four-door hardtop sedan 
and four-door hardtop station 
wagon. 

New dual headlights, located 
horizontally in the front fenders, 


Note how the aluminum side spear emphasizes the flared fins. 


are standard equipment on all 
models. The individual headlamps 
are 534” in diameter. On low beam 
only the two outer headlamps are 
on. On high beam, all four are 
lighted. 

The grille is made of anodized 
aluminum extrusion, The new front 
fenders blend into the grille, and 
the newly-shaped front wheel 
openings afford a shorter turning 
radius. 

The rear fenders have fins that 
flare outward. The upper and 
trailing edges of the rear fenders 


A new torsion sway-stabilizer bar is a feature of the Ambassador V-8 
models, Tempered steel bar is linked between the lower control arms of 
the front suspension in a manner designed to restrict the “body roll.” 
The bar is mounted in rubber to minimize transference of road noise. 





are covered with chrome moldings 
which accentuate the fins. Tail- 
lights are mounted in a low posi- 
tion and are flared into the fen- 
ders. Back-up lights are enclosed 
in a housing below the taillights. 

On Ambassador custom models, 
a silver anodized aluminum panel 
extends along the sides of the body, 
and flare smoothly along the rear 
fender fins, On super models, the 
panels are painted. 

The series is 58” high, 71 5/16” 
wide and 200%” long. 

The instrument panel features 
an instrument cluster in front of 
the driver for easy readability. A 
padded crash pad, which covers 
the entire upper portion of the in- 
strument panel and the instrument 
cluster hood, is standard on all 
custom models, as are padded sun 
visors. 

All Ambassador models equipped 
with an automatic transmission 
employ a new pushbutton driving 
control system. Five control but- 
tons are grouped together in a 
pushbutton console, located at the 
far left of the instrument panel. 
A separate “park” actuator lever 
is located just below the console. 
As a safety feature, the engine can 
only be started in “park” or “neu- 
tral.” 

As a new AM “first” for 1958, 
internal transmission shifting is 
automatically governed by an en- 
gine vacuum control system — 

(Continued on page 64) 
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has definitely taken hold with the 
American public,” Abernethy said. 
“Signs everywhere point to a surg- 
ing demand for cars that are more 
economical to operate and easier 
to park and handle, while still 
maintaining traditional American 
roominess and styling. We are con- 
fident that our 1958 Ramblers will 
further clinch American Motors’ 
lead in this direction.” 

Abernethy also announced that 
the company would bring out a 
new 100” wheelbase series later 
this year. 

Eleven models — station wagons, 
sedans and hardtops — in the six 
and V-8 series are offered in 1958. 
Both the V-8, known as the Ram- 
bler Rebel, and the six are built 
on a 108” wheelbase. 

New major engineering improve- 
ments include a pushbutton control 
for the automatic transmission, 
new and larger brakes, all-welded 
single-unit construction made even 
stronger and safer by structural 
ehanges, a step-on parking brake 
and the optional Powr-Lok differ- 
ential for V-8 models, designed to 
improve performance while driv- 
s, eh eG ing through sand, mud, snow or 
Fins and more horsepower (10%) are offered in the 1958 models. ice. Powr-Lok permits the heaped 

axle to send the greatest driving 
force to the wheel with the best 


oe a 


traction. 
am er S QOWwer (Continued on page 64) 


MERICAN Motors’ 1958 line of 

six- and eight-cylinder Ram- 
bler cars, reportedly featuring 
more than a hundred major styling 
and engineering improvements, is 
designed to “take further advan- 
tage of the trend toward compact 
cars which gained such a strong 
foothold in 1957,” company offi- 
cials said. Engines are 10% more 
powerful. 

The Ramblers will go on dis- 
play in Rambler, Nash and Hudson 
dealerships across the nation Oct. 
22, according to Roy Abernethy, 
American Motors vice-president in 
charge of automotive distribution 
and marketing. 

“As record sales this year have 
demonstrated, the Rambler con- 
cept of compactness and economy 


Note location of pushbuttons to 
left of steering column. All instru- 
ments are directly in front of 
driver. At right also is shown a 
new rear-axle option, the Powr- 
Lok, which gives the greatest driv- 
ing force to the wheel which has 
the best traction. 
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Studebaker Is Lower and Flarier 


WIDER look — combined with 

a lower and flared silhouette 
— highlights the styling features 
of the new 1958 Studebaker sedans 
and station wagons introduced to 
the public October 15. 

The new Packard Hawk is also 
making its debut, joining Stude- 
baker-Packard’s Golden Hawk and 
Silver Hawk for 1958, which with 
14” wheels comprise one of the 
lowest series of cars on the road. 
The Hawks are 5434” high and 
71.312” wide. Wheelbase remains 
12012”. 

In November two completely 
new models will be introduced in- 


At top of page: Packard Hawk, which has supercharged 
V-8. Below: Studebaker President four-door sedan, V-8. 


to the Studebaker line — a two- 
door hardtop in both the President 
and Commander series. 

Chief characteristics of the new 
Studebakers are dual headlamps, 
lowered roof line and high, canted 
rear fins. 

The Packard Hawk blends the 
lines of Studebaker-Packard’s 
Hawk styling with a new Euro- 
pean concept, in keeping with 
Packard’s styling. 

The rear deck flows out and 
down, giving a long, symmetrical 
appearance — with a Continental 
tire motif cresting and accentu- 
ating the lines. 


Dealers also are displaying the 
1958 version of the popular Scots- 
man models. 

Extensive engineering improve- 
ments were reported on the 1958 
Studebakers and Packards. A new 
“Luxury Level” ride was said to 
give greater comfort, stability and 
safety in virtually every phase of 
the road-handling characteristics. 

The ride is compounded of de- 
velopments in both body and chas- 
sis construction. The new roof line, 
substantially lower, suggests the 
most sweeping engineering change. 
This was made possible by the in- 
troduction of the one-piece drive 


Below: Packard Hawk, which sports a supercharged 
V-8. The 1958 models appeared in showrooms Oct. 15. 
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Top: Studebaker Silver Hawk, six and V-8. 
Center: Studebaker Commander four-door sedan, V-8. 
Above: Studebaker Scotsman station wagon. 


shaft. 

In addition to contributing great- 
er engine power efficiency, the 
one-piece drive shaft has made 
possible the lowering of the floor 
pan. 

In the Golden Hawk and Silver 
Hawk models, the one-piece drive 
shaft has greatly reduced the 
height of the rear floor tunnel, in- 
creasing seating capacity. 

Rear leaf springs on the new 
Studebakers have been extended 
four inches and are set off-center, 
asymmetrically, to the rear axle, 
which prevents “dips” on sudden 
stops or starts. 

Better cornering action and bet- 
ter control in cross-winds — ad- 
vantages of the lowered center of 
gravity — are the added plus fac- 
tors of a new, more flexible link- 








type stabilizer bar which replaces 
the previous linkless bar. 

New spring and shock rates add 
greater softness to the riding qual- 
ities. Special variable-rate coil 
springs produce a more level, even 
ride by automatically adjusting 
themselves to compensate for va- 
riations in weight created by dif- 
ferences in load or number of pas- 
sengers. 

Night driving is made easier and 
safer by incorporating dual head- 
lamps as standard equipment on 
the Commander and President se- 
ries. These are optional on the six- 
cylinder Champion. 

Each bezel contains two sep- 
erate headlamps — one for dis- 
tance, the other for closer illum- 
ination. Since each lamp can be 
independently focused, they are 
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Top: Studebaker Golden Hawk, supercharged V-8. 
Center: Studebaker two-door sedan, six-cylinder. 
Above: Showing optional Hideaway rear-facing third seat. 


reportedly vastly superior in ac- 
curacy and effectiveness over con- 
ventional one-bulb units. Each 
fender’s inner lights operate in tan- 
dem as brights, for full-road vision. 
The outer lights are set for closer 
vision, replacing the dimming ac- 
tion of one-bulb units. 

A dual setting enables ou‘er 
lights to be used either separately, 
as dims, or in conjunction with the 
inner lights for all-around visi- 
bility. 

Two Studebaker-Packard ex- 
clusives in 1956 and 1957 models 
— the safety-fin brake and Twin 
Traction safety, non-slip differen- 
tial—again are featured. Pioneered 
by Studebaker-Packard, the brake 
has special fins which double the 
cooling surface. In tests with com- 

(Continued on page 60) 





Tune-ups were doubled the first year after this shop 
installed its dynamometer. “Put your most exacting 


best results,” 


perfectionist on this machine if you would get the 
says William Golladay, Jr. 


(above). 


Dynamometer-Fetching Tune-Ups 


7 repair shop for whom 
nothing less than perfection 
is acceptable is the shop that 
cannot do without a dynamom- 
eter. 

Roadtesting is inadequate for 
the modern-day cars with their 
high-compression engines. We do 
not have available. the 100mph 
highways on which to test cars and 
obtain peak performance. Even if 
we did, it is not possible to run a 
car at excessive speeds and ana- 
lyze its performance simultaneous- 
ly. 

If you’re like us, eager to pin- 
point engine trouble accurately 
and satisfied with nothing less than 
an engine operating at maximum 
perfection, a dynamometer is for 
you, The satisfaction and joy you 
get out of a car that is perform- 
ing as it never did before will be 
just about as great as your cus- 
tomer’s. 

Nor will the perfection be lost 
on your customer. He’ll tell the 
whole world. He’ll tell everyone 
what a whiz you are at engines— 
at everything: brakes, automatic 
transmissions, front-end, exhaust 
system. 

That’s how we doubled tune-up 
volume within the first year of 
our dynamometer. Our reputation 
bloomed and it did not hurt one 
bit. We had to put a full-timer 
on tune-ups while general repair 
volume increased 25%. It’s still 
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By WILLIAM L. GOLLADAY and 
WILLIAM L. GOLLADAY, JR. 


Co-partners, Bill and Bill’s Auto Service 


Winchester, Va. 


going up with people coming to 
us from as far away as Baltimore 
and Washington. They’re sure we 
can solve trouble that everybody 
else has had a whack at over the 


William L. Golladay is shown 
here as he rebuilds a carburetor. 


years without success. Last year 

we grossed $50,000. 

Just to give you an example, 
the other day a man drove in 
here and said he wanted us to 
do for his car what we had done 

for his friend’s car—get him 18 
miles a gallon. We made no prom- 
ises but went to work analyzing 
engine performance on our dyna- 
mometer. Sure enough, his carbu- 
retor was out, timing was out and 
air cleaners needed cleaning. Cor- 
rection brought his mileage up to 
18 miles per gallon. 

But we’re getting ahead of our 
story. 

A couple of years ago when we 
felt that testing equipment we had 
was inadequate for today’s car, we 
looked into a dynamometer. We 
visited a number of out-of-town 
dealerships, watched the dyna- 
mometer in operation, discussed 
with operators and dealers the re- 
sults they got, and inquired into 
problems. When we were convinced 
that a $6,000 investment would 
pay off, we approached our local 
bank for a loan. 

We had the space, a shop 50’ by 
55’, a good location on U, S. Route 
1 in an area where competition 
did not have a dynamometer. The 
zeal to study a precision piece of 
equipment as a means toward per- 
fection was always present in both 
of us. As the younger member of 

(Continued on page 60) 
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Prospects-- 
Not Forgers-- 
Were Snapped 


A FORGER-CATCHING device was 
used last month to snare in- 
formation on prospects visiting an 
Edsel dealer’s showroom — and 
the prospects liked the whole 
thing. 

The machine easily takes a pic- 
ture of a check casher and his 
proffered identification papers, but 
when James and Tom Downing 
first held “open house” at Down- 
ing Edsel Sales, Inc., in Atlanta, 
they had an entirely different idea. 

In a prize contest limited to ve- 
hicle owners, each visitor’s picture 
was taken along with a card he 
had filled out earlier giving his 
name, address and present car. 
Subsequently a copy of the picture 
was forwarded to these persons 
with the compliments of the deal- 
ership. The second copy was hand- 
ed to salesmen, providing them 
with all necessary data on pros- 
pects and a picture as well. 

“Our guests stood in line to have 
their pictures made,’ commented 
Downing. “It was unique because 
it was the first time that a film 
record had been made at the time 
of registering prospects.” 

A press of a simple button and 
the photograph is made on a roll 
with 1,800 exposures. The machine 
may be bought for $325 or can be 
rented for $15 a month plus film. 

Martin L. Johnson, a former 


This picture was “doctored” to 
show more clearly what kind of 
picture is taken by the device. 


WameSief Ain, pddreseiJ™ Tomes 


Phone/t +-f¥Present Car’Sh 


Gathered around the picture-taking device are (Il. to r.): Sheril Burns, 
Jeanine Parrish (Miss Georgia of 1955), Dealer Jim Downing, Dis- 
tributor Martin L. Johnson, Beverly Foster and John Douglas. The 


beauty queen 


franchised car dealer in Atlanta 
for many years and now a distrib- 
utor of the product, pointed out a 
number of features. The copy sent 
the visitor serves as a fine identi- 
fication card for future use, since 
the identification data and picture 
of the individual are combined in 
one photograph. 

Banks and grocery chains, faced 
often with requests for cashing 
checks by strangers, have turned 
to the device in some areas. 

“Having his picture made is the 
last thing a forger wants,” com- 
mented Johnson. “That’s why you 
read from time to time of forgers 
getting by for years, because they 
have avoided having their picture 
made.” 

Since each frame is numbered, 
it’s a simple matter for users to 
predetermine whether they wish 
to develop a roll. Car dealers in 
the larger cities, who also have 
strangers requesting check-cash- 
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is pressing the button to take 


Douglas’ picture. 


ing, would find this feature of in- 
terest, Johnson pointed out. It 
would be an easy matter for the 
number of a frame to be penciled 
on a check being cashed, in the 
event a check should subsequentiy 
“bounce” and the dealer wished to 
hand police a picture of the passer. 

“Lack of ample identification has 
been one of the biggest handicaps 
for police working on fraudulent 
check cases,” commented the Geor- 
gian. 

He discounted the long-time 
value of the machine for picture- 
taking in showrooms, once the 
novelty has worn off, but then it 
would continue to provide identi- 
fication records for the cashier. 
Some dealers Might even want to 
advertise that visitors to the show- 
room on new-car showing dates 
would get free photographs. 

“This machine is trouble-free 
and anyone can learn how to op- 

(Continued on page 58) 
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Each mechanic performs a specific job on automatic transmissions. 


Profitable ‘Automatics 


By Wendell Givens 


HE Birmingham (Ala.) Racing 
Club Garage converted to au- 
tomatic transmission work exclu- 
sively two years ago, the first ga- 
rage in that area to do so. Today, 
Manager J. P. Rotton reports the 
change was a profitable one. 
Ninety per cent of the plant’s 
business is contract installations 
for new- and used-car dealers. Last 
year the garage installed more 
than 300 units and sold another 
100 over the counter. 
The garage’s contract prices for 


The Birmingham Racing Club Garage keeps between 35 
and 100 automatic transmission units in its stock. 


dealer work range from $95 to 
$125 on automatic transmission in- 
stallations. 

“It’s a gamble, of course,” said 
Rotton. “If the unit we pull is torn 
up or the case is bursted, we take 
a beating. It’s cheaper to throw it 
away than to repair it. We can 
fare better in such cases by getting 
a replacement from the junkyard. 
On the other hand, if the unit is in 
good shape and can be rebuilt, we 
figure to make a good profit.” 

The Racing Club Garage’s goal 


is 100 units in stock, but brisk busi- 
ness frequently drops the figure 
below 50. “Right now, for example, 
we have only 40 on hand,” said 
Rotton. 

Three secrets to success in the 
automatic transmission business, 
according to Rotton, are: 

1.—Cleanliness. 

2.—Precision. 

3.—Records. 

The first two, he said, are self- 
explanatory. “You just can’t get by 
on ‘pieces’ and sloppy work, be- 
cause there is as much precision 
required as in a watch. You have 
to do a clean job all the way, or 
you'll be right back doing the job 
over. And when you have to re- 
peat a job like that, you lose the 
profit on two or three.” 

The garage offers a guarantee of 
4,000 miles or 90 days. “Other ga- 
rages may offer longer guarantees, 
but we’re convinced that if there’s 
going to be transmission trouble 
it will occur the first week any- 
way,” Rotton explained. 

To insure precision work, each 
mechanic has a specific job on each 
transmission unit and there’s no 
doubling up. One man pulls and 
later installs the units, another 
washes and still another assembles. 

The garage keeps a record on 
every installation, including all 
parts used, cost, date installed, 
which mechanic pulled the unit, 
washed it, reassembled it, etc. The 
mileage, motor number and license 
of the car are recorded, With spe- 
cial paint, the garage stamps its 
code number on the transmission 
unit. 

“These records are a tremendous 
help if the car is brought back and 
claims made,” asserted Rotton. 
“Six months after we install a unit, 
we can determine at once who did 
the job, exactly when, parts used, 
etc.” 

This Alabamian has been a ga- 

(Continued on page 56) 


This outdoor sign and occasional newspaper ads have 
aided this shop which works only on the “automatics.” 





Salesmen Are 
Everywhere! 


A veteran dealer finds litHe trouble 
locating men to merchandise his cars 


By WALTER A. DEAL 


President, North Carolina Automobile Dealers Association 


Asheville, N. C. 


ALESMEN are everywhere! 

Of the outstanding salesmen 
in Asheville, one was a parts man- 
ager. 

One salesman was a line me- 
chanic and was outstanding as a 
service manager before becoming 
a salesman. 

One salesman was jumped from 
bookkeeper to sales manager, for 
some reason, and he is doing an 
outstanding job. 

One was a bread route salesman. 

One was a radio advertising 
salesman. 

One was a college graduate who 
for some reason thought he would 
like to sell cars and he is doing an 
outstanding job. 

There are no born salesmen. 


Excerpts from an address before 
the annual convention of the Au- 
tomobile Dealers Association of 
Alabama at Biloxi, Miss., Sept. 23. 
The speaker has been president of 
the Buick dealership at Asheville 
for || years and fis earlier ex- 
perience as an employe for the 
dealership which he subsequently 
purchased included service, parts, 
bookkeeping and sales. 


Don’t hire a salesman who wants 
regular hours. Don’t hire relatives. 
Check a man very closely before 
hiring, and talk to a salesman’s 
wife before hiring him. 

Before we hire a salesman three 
people in our organization talk 


“The boss hired him as a part-time worker—what part I don’t know.” 





BODY SHOP 


Qulo Serwice - Repavr 
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with him — myself, the new-car 
manager and the used-car man- 
ager, regardless of whether he will 
be a new-car or used-car salesman. 

I won’t hire a man to sell auto- 
mobiles who smokes a pipe. That 
is my personal feeling. He is too 
slow. 

When you’re considering a pros- 
pective salesman, make him come 
back several times. If he won't 
come back, he is not interested e- 
nough in the job. 

After you hire a man, the next 
thing is to train him. That is your 
job — not his. 

He must know the product and 
we cram that into him day in and 
day out. 

Too many dealers try to hide be- 
hind their own shortcomings by 
always griping that today’s sales- 
men are no good. 

Salesmen, like mechanics, must 
be given the tools to work with, 
and the dealer is the man to see 
that they get these tools. 

Salesmen should be paid and 
paid well, I believe in a good sal- 
ary plus a good commission plan. 
The salary should be enough for 
the man and his family to meet 
everyday expenses. 

After we have hired a good man, 
trained him well, paying him well, 
then let’s treat him with respect. 
Let’s know his problems, his am- 
bitions; let’s know his family. 

I know ’way too many dealers 
who treat their employes only as 
numbers. We should exercise a 
great amount of tolerance with our 
men. We should exercise the same 
tolerance with our business family 
as we do with our family at home. 

After all, we spend more time 
with our men than their families 
do. 
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David Johnston, loaded down, heads for the 
big oak to consume real Southern barbecue. 


Keenan Vets 
“Convene 


Absolutely nothing but fun and fellowship 
were accomplished at the annual Old-Timers 
Get-Together staged last month at the farm 
of P. A. Keenan near Albany, Ga. 

Customers and associates of 20 years’ or 
longer were invited to loaf, fish, swim, eat, 
pitch horseshoes or simply sit under great oaks 
as Keenan Auto Parts Co. played host to more 
than 100 visitors. The veterans reminisced of 
the days when Paul Keenan was a blacksmith 
and not the president of a wholesaling empire 
extending over Southwest Georgia and North- 
west Florida. 


Bob Nix, A. P. Warren and Guy A. Finlayson 
found the artesian-fed pool delightful. The 
fishing was excellent, too, as J. Nolan Cannon, 
Harvey J. Blackman and Hugh Satterfield 
could testify. A bream supper ended the day. 
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How well the author has progressed in Austin is typified in the con- 
trast offered below by the old garage in the 30’s and the one today. 


Garagemen's Best Bet 
As a Veteran Sees It 


By H. V. CARLSON 


Owner, Carlson’s Garage 
Austin, Texas 


| SEEMS to me that we in the 
independent garage business to- 
day could profit by remembering 
the old story about the tortoise and 
the hare. 

Too often, I believe, we are run- 
ning the short, fast race when it is 
the steady, dependable work that 
is the most profitable in the long 
run, and will eventually bring us 
success. 

Perhaps in 


many cases our 


thinking has been swept up by the 
speed and the power trends of 
each year’s new models. Maybe 
that is the reason that so many of 
us have felt, and at times followed, 
the urge to do more and more re- 
pair jobs faster and faster, and not 
always being as careful about 
quality as we should. 

Looking back over nearly a 
quarter of a century as a garage 
operator, and ten years as a me- 
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chanic before that, the first thing 
a veteran sees is that only the 
product we are working on has 
changed very much. Admittedly 
the car of today is shockingly dif- 
ferent from the models we thought 
were so advanced back there in 
the 1930’s. 

And the shops, with amazing 
new power tools and precise instru- 
ments, show little resemblance to 
what we knew in the old days. 

But complex as our business has 
grown, when you stop and really 
study the matter you quickly find 
that the basic principles of success- 
ful independent garage operation 
are just the same as they have al- 
ways been. 

For example, when I opened my 
little shop in a residential area in 
1933, the few customers I had came 
to me because they knew my work 
and had confidence in me as a me- 
chanic and as an individual. In 
other words, they thought I had 
the knowledge and knowhow to 
fix their cars, and they believed 
I was honest and would give them 
a fair price. 

Outside of a man’s car breaking 
down in your front door, these 
reasons, as you well know, are the 
same reasons your customers come 
to you today. This is a part of our 
business that will not and must 
not change if independent garages 
are to continue in business. 

I believe that in the face of in- 
creasing parts and labor costs, and 
the inflationary dollar, we more 
than ever will do well to consider 
carefully whether we are giving 
our customers a fair deal. Today, 
as yesterday, we’ve got to give him 
his dollar’s worth if we expect to 
keep his business permanently, 
and permanent customers are one 
of the keys to long-range success 
of any garage. 

What do I mean by “perma- 
nent”? Well, I am very fortunate 

(Continued on page 64) 





SOUTHERN JOBBERS 
and FACTORY MEN 





Coiner Parts Co. of Staunton, Va., has lessened its 
credit problems by leaving collection of delinquent 
From behind his desk, 
Manager Charlie Kennard makes a habit of talking 
with his sales staff 


accounts to its salesmen. 


over general credit aspects 


comprised of 


: 


Aa 


(l. to r.): 
Wade Powell, R. D. “Ronnie” Copper, Ervin Lange, 
Clay Sniteman, E. R. Winston; standing, R. D. Fitz- 
gerald, Joe Daffin and W. A. “Bill” Tolley. Collec- 
tion contests are frequently launched among the men. 


hl a, 
SS), 


iy 


seated, B. C. Knicely, J. 


Minimizing Slow Collections 


“—* HAVE never lost money 
handling our own credit 
paper,” said Charles E. Kennard, 
manager of Coiner Parts Co. in 
Staunton, Va., who described his 
company’s system of collection 
procedure placing responsibility on 
the salesman handling the account. 

“Our salesmen who know the 
account most intimately take care 
of collections. They have estab- 
lished a personal language with the 
customer. No customer of ours has 
ever received a notice from a bank 
or collection agency. He knows we 
will never turn over his account to 
such. Indebtedness is a personal 
matter between the customer and 
us.” 

Each salesman carries with him 
a list of all accounts in his terri- 
tory. The balance due appears on 
each, with delinquency broken 
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By Beatrice Miller 


down by months so that the sales- 
man can tell at a glance the exact 
status of an account. Four copies of 
this listing are made by the office. 
The original is held by the credit 
manager, a duplicate goes to the 
salesman, a triplicate is placed 
with the specialty man and the 
quadruplicate is sent to Kennard 
for study. 

On the first of the month, state- 
ments and collection sheets are 
prepared in the office. Checks com- 
ing in are marked off the original 
sheets, including those that dis- 
count. Payments are listed and 
statements are sent only to those 
who discount. 

“It is good psychology for our 
company representative to have 


something tangible in his hand 
when discussing an account with a 
customer,” Kennard remarked. 

It likewise has a good psycho- 
logical effect on the salesman 
when he marks off remittances 
that come in through the mail. 
Every Monday morning the sales- 
men are asked to make their sheets 
coincide with the master sheet in 
the office. Removing many names 
from their lists gives them the 
feeling that they are doing a good 
job. Since commissions are paid on 
collections and not on orders, it 
gives salesmen a lift to post re- 
mittances on their records. 

Two specialty men carry dupli- 
cate lists of accounts in current 
status and cover the entire terri- 
tory. They are not competing with 
territory salesmen who are paid 
on the basis of sales, not on collec- 
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tions. However, they often turn 
up at accounts unexpectedly, sur- 
prise a delinquent customer and 
are successful in collecting from 
him. The salesman for the account 
receives a commission on the spe- 
cialty man’s collection. 

From time to time contests are 
waged to stimulate extra effort on 
collections. Incentives are based 
on the percentage of delinquency 
collections. Two contests were run 
in ’56 and awards were an English 
cutlery set, automatic electric 
cooker and cash prizes. 

“We feel the best job of collec- 
tions can be done by the sales- 
man,” the manager said. “His con- 
tinued contact with the customer, 
his intimate acquaintance with his 
business and problems, the friend- 
ly relationship and understanding 
he has developed over months and 
years favor the salesman as a col- 
lector. He is the logical person the 
customer will talk to if he is hav- 
ing some difficulty.” 


Pre-Registration Policy 
Adopted by AAMA 


NAUGURATION of its new policy 

of pre-registering all exhibitor 
personnel and visitors to the 31st 
annual National Auto Accessories 
of America Exposition, to be held 
at Navy Pier, Chicago, Feb. 3-6, has 
been announced by AAMA. 

The policy innovation will elimi- 
nate the need of anyone waiting in 
line to register at the pier to at- 
tend the exposition. Badges of ad- 
mission, in three different colors for 
easy identification, will be mailed 
far in advance of show date. Blue 
badges will be sent exhibitors’ per- 
sonnel, green for buyer and ma- 
roon for representatives. 

Registration forms will be 
mailed to both exhibitors and 
visitors, the filling in of which is 
all that is necessary to obtain a 
badge. However, no requests for 
advanced registration will be 
honored after Jan. 2. 


Lyon Names Deal President 


L. D. Deal has been elected 
president of Lyon Metal Products 
to succeed the late H. B. Spackman. 
Deal joined the company in 1925 as 
assistant auditor and in 1926 be- 
came auditor. He was elected as- 
sistant secretary and _ assistant 
treasurer and in 1951 a director. 


Walker mufflers and tailpipes 
have been added by Al Jones & 
Co., Tampa, Fla., according to Al 
Jones, Sr. 


Managers of the new Houston, 
Texas, and Memphis, Tenn., dis- 
tricts of Federal-Mogul-Bower 
Bearings, Inc., respectively, are 
John Harris (top) and Stanley 
Kelley (above). The Houston dis- 
trict covers a large part of south- 
eastern Texas and southern Loui- 
siana with branches in Houston, 
Harlingen, San Antonio and New 
Orleans. The Memphis district in- 
cludes parts of Tennessee, Ala- 
bama, Arkansas, Mississippi and 
Louisiana, with branches in Mem- 
phis and Nashville, Birmingham, 
Ala., and Shreveport. 


Timken's Ancarrow 
Dies in Florida 


ARKER T. Ancarrow, 59, Atlanta, 

Ga., division manager of The 
Timken Roller Bearing Co., died 
last month at Jacksonville, Fla., 
while on vacation. 

A native of Richmond, Va., An- 
carrow had lived in Atlanta 27 
years. He had been associated with 
Timken for 37 years. 


Kelite Ups Cunningham 


Lawrence W. Cunningham has 
been promoted to Southern region- 
al sales manager by Kelite Corp., 
Marketing Director William Soren- 
sen announced. Cunningham 
joined the company in September 
1956 as Dallas, Texas, district sales 
manager. He will headquarter in 
Beaumont, Texas. 
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NAWA's Charles Cole 
Chosen by Eisenhower 


HARLES A. Cole, president of the 

National Automotive Whole- 
salers Association, participated by 
special invitation of President 
Dwight D. Eisenhower in The 
President’s Conference on Techni- 
cal and Distribution Research for 
the Benefit of Small Business, held 
in Washington Sept. 24-26. 


President Cole 


The purpose of the conference 
was to formulate a program under 
which small firms can avail them- 
selves of up-to-date technological 
and managerial knowledge in this 
era of rapid scientific progress. 

NAWA was formed a little over 
a year ago to seek solutions to 
problems confronting jobbers. Its 
membership is composed of ware- 
house distributor groups which 
perform cooperative warehousing 
and merchandising services for the 
independent jobber or wholesaler. 

In addition to being president 
of NAWA, Cole is also general 
manager of Warehouse Distrib- 
utors, Inc., Atlanta, Ga. 


Fitzgerald Dies in Richmond 


Joseph L. Fitzgerald, 40, district 
manager for United Motors Serv- 
ice Division of General Motors, 
died recently at a Richmond, Va., 
hospital. He was transferred to 
Richmond about three years ago 
from Ambler, Pa. 


Tarheel Hires Carl White 


Carl White, formerly with Lenoir 
Auto Parts of Kinston, N. C., has 
joined Brown’s Auto Supply, San- 
ford, N. C., as manager of its Salis- 
bury branch, announced J. B. Huff, 
vice-president and general man- 
ager. 
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Tarheel Convention-Cruise Draws 
Wide Interest, President Reports 


ag are shaping up fine for 
the convention-cruise of the 
North Carolina Automotive Whole- 
salers Association Nov. 30-Dec. 6 
to Havana and Nassau, President 
L. T. White, Jr., of Raleigh an- 
nounced. 

“Over 100 members of our as- 
sociation, including families and 
friends, have reserved space and 
additional reservations are being 
received,” he said. 

The group will again use the 
Swedish American Line’s luxury 
ship, M. S. Stockholm, as it did for 
the Bermuda cruise two years ago. 
The ship features seven decks with 
every stateroom located outside, an 
outdoor and indoor swimming pool, 
all types of shipboard games and 
activities, a dance orchestra and a 
highlight consisting of a Swedish 
smorgasbord “in the Swedish man- 
ner” at midnight every night. 


Less “Rock and Roll" 


Stabilizers have been added 
within the last year to minimize 
roll in heavy seas. 

Jesse F. Jones, Jr., executive 
secretary of the association, said 
that convention sessions would be 
held going and coming. Among the 
speakers will be William C. “Bill” 
Herbert, editor of SOUTHERN 
AUTOMOTIVE JOURNAL. 

Convention activities will begin 
when the ship sails from Wilming- 
ton, N. C., at 11:30 a.m. Saturday, 
November 30. The association’s 
annual banquet and captain’s din- 
ner will be held while at sea on 
Thursday evening, Dec. 5. The ship 
docks at Wilmington at 7 a.m. 
Friday, December 6. 

The NC AWA office advised that, 
for the benefit of those driving to 
Wilmington, N. C., the North Caro- 
lina Ports Authority will provide 
free parking for cars during the 
cruise. The cars will be parked 
adjacent to the ship’s dock in 
Wilmington and will be under 
guard. 

Contrary to most people’s im- 
pressions about tipping, you can 
figure $12 per person will cover 
both dining room steward and 
cabin steward, Jones said. 

“Reservations have already been 
received from automotive after- 
market officials from throughout 
the Southeastern states and other 
sections of the country. Anyone in 
the aftermarket industry is cor- 
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dially invited to attend the con- 
vention-cruise and, since this is an 
official industry convention, the 
cost of same is a deductible ex- 
pense when computing taxes,” 
White pointed out. 

Additional information may be 
obtained by writing either Presi- 
dent White or Jesse F. Jones, Jr., 
executive secretary, at the associa- 
tion’s office, P. O. Box 8057, 
Raleigh, N. C. 


Biggest Convention Yet 
Looms for Floridians 


ee NE Nine Five Eight: 
Make It Great!” 

With that slogan as their fore- 
word, members of Florida Automo- 
tive Wholesalers Association are 
pointing to Nov. 23-24 when they 
stage their third annual conven- 
tion and manufacturer - jobber 
table conference at the Angebilt 
and San Juan hotels in Orlando. 

The theme pattern will be woven 
around taxes, legislation and intra- 
industry relations. 

The table conference will be 
staged on the 23rd from 1 p.m. to 
5:30 p.m. FAWA headquarters re- 
ported that advance reservations 
from manufacturers indicated par- 
ticipation by even more than at- 
tended the 1956 event, when 139 
were registered. 

Preceding the conference, three 
clinics will be held Saturday morn- 
ing, beginning at 10 a.m. These ses- 
sions will cover the electrical and 
carburetion field, paint and body 
activities and developments in 
truck and heavy-duty parts dis- 
tribution. 

Convention sessions will be held 
Sunday, with the morning meeting 
open, The annual industry lunch- 
eon will feature A. S. Herlong, Jr. 
(D-Fla.), as guest speaker, 

The afternoon session will be for 
FAWA members only. 

“There will be so few hours for 
discussion, that we have selected 
topics of greatest importance to 
the jobber,” said FAWA President 
W. C. Stephens, Partsco Automo- 
tive Supply, Inc., Tampa. 

“Because of the importance of 
strengthening our position as end 
suppliers to the service trade, we 
are particularly pleased that one 
of our visitors will be Ralph H. 
James of Tulsa, Okla., managing 
director of Independent Garage 


Let’s 


Owners of America, who has won 
deserved universal acclaim of the 
entire industry for an outstanding 
job for his important segment of 
our business.” 

A highlight of the Sunday in- 
dustry luncheon will be the presen- 
tation of a service award to some 
FAWA member who has done most 
for the association during the past 
year. The plaque is given annually 
by each retiring president, the 
1957 trophy being donated by Ed- 
gar H. Rogers, Jr., Consolidated 
Automotive Co. of Jacksonville, 


FAWA president in 1956. 
In addition to James and Her- 
long, other guest speakers will in- 
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clude: Lewis H. Tribble, general 
counsel to the Florida state comp- 
troller and former dean of law ait 
Stetson University; Raymond E. 
Barnes, Florida’s first industrial 
commissioner and for a number of 
years legal advisor to the commis- 
sion and an outstanding authority 
on workmen’s compensation, and 
Ray Barnett, editor of Jobber Top- 
ics. 

William C. “Bill’’ Herbert, editor 
of SOUTHERN AUTOMOTIVE JOUR- 
NAL, will emcee the annual ban- 
quet and frolic Saturday night. 
This gala event will be preceded 
by the manufacturers’ reception. 
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Burris M. Gibbs of Service Auto 
Parts, Knoxville, a past president 
of the Automotive Wholesalers 
Association of Tennessee, died last 
month. He had been active in the 
Southeast Automotive Show, of 
which he was a former director. 


Thompson, Toledo Steel 
Open Miami Plant 


HOMPSON Service Sales and 

Toledo Steel Products, divi- 
sions of Thompson Products, Inc. 
opened a parts warehouse in Mi- 
ami, Fla., last month at 270 N_E., 
70th Street. 

Charles Baker, 43, will manage 
the branch. Baker has been with 
Thompson Products four years 
and has been managing the Omaha, 
Neb., branch. 

The warehouse has approximate- 
ly 10,000 square feet of space and 
will carry a complete line of en- 
gine and chassis parts. 


Oklahomans Pick Feb. 8-9 
For Annual Meeting 


foes annual convention and booth 
conference of the Automotive 
Wholesalers of Oklahoma will be 
held in Oklahoma City in the 
Zebra Room of the Municipal Au- 
ditorium Feb. 8-9. 

Officers are Vernon Kleier of 
Ponca Automotive, Inc., Ponca 
City, president; Bobby Thompson 
of Ada Auto Supply, Ada, vice- 
president; Wayne Sledge of Auto 
Parts and Equipment, Duncan, 
secretary - treasurer, and Tom 
Payne, executive-secretary. 


Walton E. McDonough 
Dies at Atlanta 


ALTON E. McDonough, retired 
Southern manager of Alum- 
inum Industries, died last month 
in Atlanta. 
A native of Baltimore, Md., he 
was well-known over the South, 
where he traveled for many years. 


State Associations Also to Meet 
At April Conference in Augusta 


PECIAL separate meetings for 
members of the various South- 
eastern state wholesaler associa- 
tions are being provided in con- 
junction with the Southeast Auto- 
motive Show Conference to be held 
April 23-25 at the Bon Air Hotel, 
Augusta, Ga., President Frank G. 
McKenzie announced this month. 
“We have some fine state asso- 
ciations in the Southeast and the 
hotel has several large meeting 
rooms which will be available for 
these special meetings,” he said. 
In addition, the managers of the 
groups, such as the North Caro- 
lina, Tennessee, Florida, Alabama 
and Georgia (assuming the latter 
has one by that time), will be asked 
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to conduct a portion of the over- 
all conference, the Bluefield. W. 
Va., wholesaler said. 

“We are attempting to build a 
program different from any other, 
with top speaking talent — some 
from out of our industry,” he said. 

“There will be panels and a 
workshop with seven different fea- 
tures for wholesalers, with expert 
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talent participating. 

“‘We expect an attendance of 850, 
several hundred above the previous 
record, with at least 300 different 
manufacturers represented.” 

In the planning of the confer- 
erence, McKenzie said, “We have 
got to have a rebirth of the whole- 
salers’ responsibility to his market. 
Our future has a terrific challenge. 
The car dealer, independent ga- 
rage, fleet and super-service sta- 
tion operators need our support 
more than ever. It is our goal to 
support them more than ever.” 

He announced that Harry F. Gee, 
Jr., of Federal-Mogul, Atlanta, had 
been reelected the veteran secre- 
tary. He also announced the crea- 
tion of an executive committee 
composed of the principal officers, 
which include the president, Vice- 
Presidents Ned Holland of Green- 
ville, S. C., and Ed H. Britton of 
Atlanta, Treasurer Harold W. Hart 
of Columbia, Miss., and Secretary 
Gee, plus Frank J. Merryman and 
John Rogers of Atlanta. 

A past presidents’ council was 
also named, chairmanned by the 
immediate past president, M. D. 
“Buck” Taylor of Andalusia, Ala., 
and including Max A. Hayes of 
Asheville, N. C., and John A. Doyle 
of Atlanta. 

John E. Colley is general man- 
ager of the show and conference. 

The last show was held last 
spring at Miami. The previous 
conference was held in the spring 
of 1956 at Asheville. 


Du Mont Names Selling Agent 


Garage Eauipment Co., Inc., of 
Charlotte, N. C., has been ap- 
pointed territorial selling agent for 
its EnginScope by Allen B. Du 
Mont Laboratories, Inc., taking 
over responsibilities previously 
handled by Charles Castevens of 
Elkin. The firm will cover the 
Carolinas and Virginia. 


Crump Opens in Greensboro 


The B. T. Crump Co., Richmond, 
Va., manufacturer of seat covers 
and wholesaler for automobile 
parts, has opened a distribution 
branch in Greensboro, N. C. A. R. 
Nilson, who has been a salesman 
with the company for about ten 
years, will be in charge. 

(More Jobber News on page 120) 
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Fig. 1—Meters reading under or over specs mean trouble. 


Smoothing Hard Starts 


W* HADN’T visited with Joe for 
quite some time, so one morn- 
ing a few days ago we decided to 
stop by his garage and see what 
was new. 

We arrived just as he was start- 
ing to road-test a car, and he 
asked us to get in and take a ride 
with him. Joe headed it toward 
the open country and didn’t have 
much to say until we were out of 
the city and on the turnpike. After 
he had eased the speed up to 
where the speedometer indicated 
the maximum speed limit, he set- 
tled back and began his story a- 
bout this particular complaint. 

He said that this customer had 
been in several days before com- 
plaining about hard starting. The 
boys had checked it over but didn't 
find any trouble. However, he was 
back this morning and about to 
lose faith in the boys in the shop. 
He stated he had made a several- 
hundred-mile trip over the week- 
end and on the way back every 
time he stopped the engine for any 
reason, he could not get it started 
again without waiting 15 or 20 
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minutes. On one occasion he had 
to be pushed off. So, we were on 
our way to see if it would act up 
for us. 

When we had driven about 15 
miles Joe pulled over and stopped 
at a roadside coffee shop. He pulled 
into the parking area and “cut” the 
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engine. He immediately tried to re- 
start it. When the switch was 
closed the starter drive engaged 
the flywheel with sort of a weak 
thud and nothing happened. Sev- 
eral attempts were made but it 
was “no go.” 

Joe suggested that we leave it 
while we had a cup of coffee. When 
we returned and Joe closed the 
starter switch, the engine started 
up like nothing had ever happened. 

There wasn’t much conversation 
on the way back to the shop, be- 
cause Joe was doing some think- 
ing. When we reached the shop, 
he drove to one of the tune-up 
stalls and cut the engine. He had 
one of the boys hook-up the bat- 
tery and starter tester. When the 
starter switch was closed, the 
starter would not turn the engine. 
The voltmeter indicated that the 
battery was in good condition, but 
the ammeter registered a current 
draw far beyond the maximum, 

The mechanic wanted to work on 
the starter, but Joe said no and re- 
moved the radiator cap, took a 
look inside, called a service sales- 
man over and told him to send the 
job back on the line and have new 
head gaskets installed and the 
heads properly torqued, the cool- 
ing system drained of the perman- 
ent-type anti-freeze and flushed 
thoroughly. Also to have the en- 
gine oiling system drained and 
thoroughly flushed with Butyl 
Cellosolve and new oil added. 

Back in his office Joe told us that 
some of the anti-freeze had leaked 
into the engine oiling system, caus- 
ing the engine to stick up. He said 
that within another few days the 
engine would have stuck-up to the 
point that it would have had to 
be disassembled in order to clean 
it. He also said that if we would 
“do something” on starter trouble- 
shooting that he would see to it 
that his boys would read it because 
some of his boys needed to brush 
up. 

So, here it is. 

A. Performance tests: 

Fig. 2 shows the hook-up for test- 
ing the battery voltage and starter 
current draw; however, in order 
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November: U-Joints and Prop Shafts 
U-joints and prop shafts will get a working-over from the 
pen of Technical Editor Lowery next month, including the 
importance of proper alignment of these two vital units. 








to insure accurate readings and to 
avoid possible damage to the start- 
er and gears, performance tests 
should be made with the starter 
removed. The starter motor should 
first be checked to determine 
whether the free running voltage 
and current are within specifica- 
tions. 

Free running test: 

Connect a heavy lead from fully 
charged battery to a carbon pile 
resistor. Connect another heavy 
lead from the resistor through an 
ammeter to the terminal post of 
the starter. Connect a voltmeter 
between the starter frame. Con- 
nect a heavy load from the ground 
post of the battery to the starter 
frame, It is advisable to connect 
a switch in this lead. 

Adjust the carbon pile resistor to 
specified voltage at the starter. If 
new brushes have been installed, 
run the starter motor for about 
two minutes to seat the brushes. 

The ammeter should indicate the 
specified average draw at the rpm. 
Check specs. 

Stall torque test: 

Connect the starter motor to the 
battery with the resistor, ammeter 
and voltmeter in the circuit as de- 
scribed in the free running test. 
Make certain that the ammeter and 
resistor are of sufficient capacity 
to carry at least 500 amperes. 

After securing the starter mo- 
tor, attach a 12” torque arm to 
the starter motor pinion gear. Hook 
a spring scale of at least 15 pounds 
capacity to the end of the torque 
arm. 

Before closing the switch, be 
sure that the resistor is open, to 
avoid excessive initial torque. Ad- 
just the resistor to specified volt- 
age. Check specifications for re- 
quired amperage draw and torque 
at the specified voltage. 

B. Inspection and bench tests: 

Remove the commutator end 
plate and pull the armature out of 
the starter frame. Clean the starter 
parts with a rag dampened with 
cleaning fluid. Dry all parts with 
compressed air. Do not immerse 
the armature assembly, field coils, 
insulation or brushes in cleaning 
solvent. 


Armature: 

Inspect the core for scored or 
damaged laminations, out-of-place 
or loose windings, or loose connec- 
tions at the commutator, Inspect 
the commutator for roughness, °x- 
cessive wear, run-out or mica ex- 
tending above the commutator 
bars. Check for a bent or worn 
shaft. Inspection for commutator 
run-out and bent shaft must be 
made with the starter drive re- 
moved. 

Place the armature shaft ends 
in Vee blocks and check commu- 
tator run-out with a dial indicator. 
If the run-out exceeds .003”, the 
commutator should be refaced in 
a lathe. The commutator should be 
polished with No. 00 sandpaper to 
remove dirt, grease or burned 
edges. Never use emery cloth to 
polish the commutator. Remove 


only enough metal from the com- 
mutator to provide a clean, smooth 
surface. 

Testing armature for ground: 

Test for a grounded armature 
with a test lamp and probes. Place 
one probe on the shaft and check 
each commutator bar. If the lamp 
lights, a short is indicated and a 
new armature should be installed. 
Do not touch the probes to the 
brush surface of the commutator 
or to the bearing surface of the 
shaft. 

Testing armature for short: 

Place armature assembly on the 
growler on test bench. Turn arma- 
ture slowly while holding a thin 
strip of steel over the core of arma- 
ture. If blade vibrates, coil is 
shorted. 

Testing field coils for open cir- 
cuit: 

With the use of test prods, test 
between the insulated brushes and 
from each insulated brush to the 
starting motor terminal. If the test 
lamp does not light, the coils are 
open and must be replaced. 

Testing field coils for ground: 

Check for a ground in the field 
coils by connecting test light prods 
between the field terminal stud 

(Continued on page 54) 


Fig. 2~-Hook-up for testing battery and starter. 
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Lining Up the Hood 


HOOD that doesn’t fit spoils the 

appearance of the front of 
any car — and it may cause rattles 
as well as paint chipping when it 
is raised or lowered. 

Since most manufacturers now 
consider the alignment of all sheet 
metal one of the new-car “get- 
ready” operations, knowing just 
where and what to do makes the 
job easier. 

The following is the “where and 
what” for the ’57 Dodge: 

The hoods on these cars open at 
the front and are hinged at the 
rear on each side. A counter-bal- 
anced arrangement consisting of 
two spring-loaded hinges and sec- 
tors aids in opening and closing the 
hood or holding in an open posi- 
tion. A hook lock and safety catch 
hold the hood securely when in 


By E. M. Lowery 
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a closed position. 

The hood lock is manually op- 
erated and is located underneath 
the left leading edge of the hood, 
above the grille bar. To open hood, 
pull forward on lever far enough 
to allow hood to snap up to the 
safety catch. Push down slightly on 
hood, then trip the safety catch 
with the fingers to release hood. 

Removing and installing hood: 

Should it become necessary to 
remove the hood for engine re- 
moval and installation, refer to 
Fig. 1, then proceed as follows: 

1.—Raise the hood and remove 
three of the four nuts and washers 
that attach the hood to the hinge 


Fig. 1—Hood mounting and hinge sectors 


arms (both sides). Leave one nut 
and washer on each side finger 
loose. Before removing nuts, mark 
outline of hinges on hood, using a 
soft pencil or wax crayon. This will 
aid in hood alignment when rein- 
stalling. 

2.—Brace the hood in such a 
manner that the hood will not slide 
to the rear and damage the painted 
surface of the cowl or fenders. 

3.—After the hood is braced 
properly, remove the last two nuts 
and washers. Lift hood up and a- 
way from car. 

When installing the hood, the 
same precautions as taken above 
should be followed. 

Lift the hood and slide into po- 
sition, brace securely, then install 
the attaching nuts and washers. 
Just snug down. Do not tighten. 
Align hood with marks previously 
made, then tighten attaching nuts 
securely. 

Adjusting the hood: 

As previously mentioned, two 
counter-balanced hinge and sector 
assemblies are used to attach the 
hood to the dash panel. The hood 
is attached to the hinge arm placed 
with four nuts (each side). Two of 
these nuts fasten the hinge to the 
hood side flanges while the other 
two nuts fasten the hinge arm 
plate to the rear hood strainer. All 
the upper hinge mounting stud 
holes are elongated fore and aft 
for hood adjustment (see Fig. 1). 
The hood hinge mounting bolt 
holes in the dash panel are elon- 
gated for up or down adjustment 
of the hood. (Refer to Fig. 1.) 

Excessive space between rear 
edge of hood and cowl panel: 

To correct this condition, adjust 
as follows: 

1.—Prop the hood open to re- 
lieve tension on the hinge springs. 

2.—Loosen the nuts that attach 
the hood to the hinge plate, move 
hood rearward until correct spac- 
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ing has been obtained, then tighten 
attaching nuts securely and check 
fit of hood. (Refer to Fig. 1). When 
moving the hocd forward or back- 
ward, it is suggested that the hood 
latch adjustment be checked. Do 
not remove the prop from under 
the hood until the hood attaching 
nuts have been tightened. 

Hood binding at cowl panel: 

To correct this condition, adjust 
hood as follows: 

1.—Prop the hood open to re- 
lieve tension on the hinge springs. 

2.—Loosen the nuts that attach 
the hood to the hinge plate. Move 
hood forward until correct spacing 
has been obtained, then tighten at- 
taching nuts securely and check fit 
of hood. (Refer to Fig. 1). When 
moving the hood forward or back- 
ward, it is suggested that the hood 
latch adjustment be checked. Do 
not remove the prop from under 
the hood until the attaching nuts 
have been tightened. 

Unequal spacing between rear 
of hood and fenders: 

To correct this condition, adjust 
as follows: 

1.—Loosen the four hinge to hood 
attaching nuts on each side, as well 
as the two bolts attaching the di- 
agonal strainers to the lateral 
strainer. 

2.—Shift the hood (at rear) in 
the direction of the wide space, un- 
til spacing appears to be equal on 
each side. 

3.—Tighten the hinge to hood 
nuts and the strainer bolts, then 


= LOCK 


STRIKER STUD 


Fig. 2—Hood striker adjustment. 


lower hood to check adjustment. 
If the spacing is correct on one 
side but too little or too much on 
the other side, loosen the nuts that 
attach hood to hinge and the di- 
agonal strainer on the side to be 
adjusted. If the hood needs to be 
moved out, insert a large screw- 


Fig. 3—Hood lockplate. 





LOCKPLATE 
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driver between the upper hinge 
plate and the hood flange. Force 
the hood out as required, then 
while holding pressure on screw- 
driver, tighten nuts and bolts. 

To move the hood in, apply pres- 
sure on the outside edge of hood, 
then tighten nuts securely. Lower 
hood to check the adjustment. 
When correct spacing has been ob- 
tained, tighten the diagonal strain- 
er attaching bolts. 

Hood fits cow] loosely: 

To correct this condition, adjust 
hood as follows: 

1.—If one side of hood fits the 
cowl loosely, while the other fits 
too tight, an adjustment of the 
strainers is required. 

2.—Loosen the two diagonal 
strainer bolts at the rear strainer 
and the nuts on each end of the 
rear strainer that fasten strainer 
to the retaining bolts. 

Equalizing the hood fit may re- 
sult in the rear of the hood being 
higher than the cowl surface. If 
this happens, the hood can be made 
to conform to the contour of the 
cowl by bending the diagonal 
strainers. 

To bend the diagonal strainers, 
place an “S” hook over one of the 
strainers. Now slide a pry bar (a- 
bout 30” long) through the lower 
opening of the “S” hook so that 
the end of the bar is hooked un- 
der the cowl, Pry down gently on 
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November: Locks, Handles and Keys 


Old or new models, they often need attention to the door 
locks, handles or cylinder keys. You will see here next 
month a detailed explanation of this important operation. 








the strainers, then check the hood 
to cowl fit. Prying down on the 
diagonal strainer bends the rear 
lateral strainer, which in turn 
pulls down the contour of the rear 
edge of the hood. 

Hood projects beyond front of 
fender: 

If the hood projects beyond the 
front fender, and the fender to 
door spacing is close, the fender can 
be shifted forward to correct this 
condition. The fender can be moved 
forward with a standard bumper 
jack, having a 101%” piece of steel 
welded to its base. 

To correct this condition, adjust 
as follows: 

1.—Loosen the bolts that hold 
the front fender to the cowl side 
panel. 

2.—Place the extension end of 
jack against the hinge bracket on 
the side cowl panel, and the lifting 
lug of the jack against the upper 
section of the radiator support. 

3.—Extend the jack carefully, 
checking the clearance between the 
rear edge of fender and the leading 
edge of the front door. When the 
spacing between the door and fen- 
der is correct, and the hood is even 
with the front end of fender, 
tighten the fender to cow] bolts se- 
curely. 

4.—Remove jack and lower the 
hood. 

Excessive space between leading 
— of front door and edge of fen- 

er: 

To correct this condition, adjust 
as follows: 

1.—Loosen the fender to cowl 
bracket stud nuts and the fender 
to cowl side panel bolts. 

2.—Install drawbar by hooking 
one end of bar over the hood hinge 
support bracket on cowl and the 
other end over the radiator sup- 
port. 

3.—Tighten the turnbuckle un- 
til the fender to door spacing is 
correct at the front pillar. Also, 
check to see if the front of the fen- 
der is flush with the front of the 
hood. When the correct fitting has 
been obtained, tighten the bolts 
previously loosened and remove 
tool. 

The turnbuckle drawbar referred 


to above can be constructed from 
two 5%” sections of round steel 
stock, threaded at one end. On the 
other end, a 90° bend about 242” 
from the end. Be sure the over- 
all length of the drawbar is enough 
to reach from the hood hinge sup- 
port bracket to the radiator sup- 
port. Install the threaded ends in 
a turnbuckle. 

Front of hood higher than fen- 
ders: 

If this condition is apparent, 
check the rear edge of the hood 
to see if it is low at cowl. If the 
hood to cowl adjustment is cor- 
rect, check the hood striker and 
latch assembly. If the striker is 
shortened, the front of the hood 
will be drawn down. It will be nec- 
essary also to adjust the hood 
bumpers on both sides when ad- 
justing the hood. 

To correct this condition, adjust 
as follows: 

1.—Raise the hood and loosen 
the striker locknut above the strik- 
er plate. 

2.—Now turn the striker inward, 
using a screwdriver, The number 
of turns will be determined by the 
amount the hood will have to be 
brought down; also lower hood 
bumpers. 

3.—Lower the hood and check 
fit. If the correct adjustment has 
been obtained, hold screwdriver in 
slot in striker, then tighten lock- 
nut. Do not adjust the striker too 
short, as difficulty will be experi- 
enced when closing the hood. 

Hood side contour does not fol- 
low fender: 

When the side contour of the 
hood does not follow the curve of 
the fender, the hood should be re- 
shaped. 

To correct this condition, adjust 
as follows: 

1.—Insert a small block of wood 
(about 1” square) between fender 
flange and hood, just opposite the 
low spot on the hood. 

2.—Now close the hood slowly. 
With the hands placed just ahead 
of the block, gently apply pressure 
to the hood. 

3.—Repeat this operation about 
every 6” until the contour of the 
fender and hood conform evenly. 


Fender below level of hood: 

If the hood has been properly 
adjusted and one fender is still be- 
low the level of the hood at the 
front, the fender should be raised. 

To correct this condition, adjust 
as follows: 

1.—Raise the hood, then loosen 
the bolts that hold the fender to 
the radiator support. 

2.—Wrap a cloth around lifting 
hook of service jack and install un- 
der front lower corner of the fen- 
der. 

3.—Raise the jack until the front 
wheel can just be turned by hand. 
Leave the jack in place and tighten 
the fender bolts securely. 

4.—Lower the jack, close the 
hood and check the fit. 

5.—Adjust hood bumpers as re- 
quired. 

Adjustment of the hood striker 
and lock assembly: 

The hood striker is mounted on 
a plate which is attached to the 
body by four bolts as shown in 
Fig. 2. The bolt holes in the plate 
are elongated to allow the striker 
to be adjusted fore and aft. The 
hood lockplate is fastened by five 
bolts, in slightly oversized holes, 
which will allow the lockplate to 
be shifted slightly in any direction. 
The striker stud is threaded into 
the lockplate and is secured by a 
locknut (see Fig. 3). 

To adjust the striker (to length- 
en or shorten) loosen the locknut 
and turn the striker IN or OUT 
with a screwdriver until the cor- 
rect adjustment has been obtained. 
After making any adjustment that 
requires shifting of the hood or 
fender, always check the hood 
striker for proper length and the 
lockplate assembly for alignment. 


Studebaker-Packard Tells 
Of Tire Pressures 


HE following on tire pressure 

for Captive-Air tires has been 
issued by Studebaker-Packard 
Corp.: 

Since the tires are inflated with 
more than normal pressure when 
the car leaves the factory, the ques- 
tion arises as to the proper pro- 
cedure in deflating to reduce to 
the recommended pressure. In pro- 
duction, most extra pressure is put 
in outer chamber through the side- 
wall valve; the inner chamber is 
inflated only two pounds more 
than ncrmally recommended. 

When you receive the car, re- 
duce the pressure in the outer 
chamber only by means of the 
needle valve in the sidewall down 
to the normal operating pressure. 
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After reducing the outer chamber 
pressure to the recommended pres- 
sure, check the rim valve for the 
inner chamber pressure, It is per- 
missible to have up to two pounds 
more than normal pressure in the 
inner chamber. This is simply in- 
surance against malfunctioning of 
the tire, because as long as there 
is more pressure in the inner cham- 
ber than in the outer chamber, you 
can always be sure that the inner 
chamber diaphragm is in the prop- 
er position and has not been punc- 
tured or injured in any way. 


Watch Gasoline Damage 
To Plastic Lenses 


HEVROLET Division has issued 

4 the following service bulletin: 

When plastic lamp lenses on the 
rear of the 1957 passenger car are 
repeatedly subjected to gasoline, 
either by splash or wiping with 
gasoline-saturated rags, damage 
will occur. If gasoline accidentally 
contacts the lenses, the affected 
area should immediately be thor- 
oughly “washed down” with clear 
water. 


Self-Adjusting Brake 
Used on Edsel 


— front brake assembly on 
the Edsel incorporates a front 
(primary) shoe and a rear (sec- 
ondary) shoe which are mounted 
in the backing plate. An adjusting 
screw at the bottom of the brake 
assembly provides a link between 
both shoes and permits shoe adjust- 
ment to compensate for lining 
wear. 

All four brake assemblies are 
self-adjusting. The adjusting me- 
chanism consists of a cable, cable 
guide, adjusting lever, and retract- 
ing spring. The cable is hooked 
over the anchor pin at the top and 
is connected to the lever at the 
bottom. The cable is connected to 
the secondary brake shoe by means 
of the cable guide. The retracting 
spring is hooked to the primary 
brake shoe and to the lever. 

The automatic adjuster operates 
only when the brakes are applied 
while the car is moving rearward 
and only when the secondary shoe 
is free to move toward the drum 
beyond a predetermined point. 

With the car moving rearward 
and the brakes applied, the “wrap- 
around” action of the shoes follow- 
ing the drum forces the upper end 
of the primary shoe against the 
anchor pin. The action of the wheel 
cylinder moves the upper end of 
the secondary shoe away from the 


anchor pin. The movement of the 
secondary shoe causes the cable to 
pull the adjusting lever up- 
ward and against the end of a 
tooth on the adjusting screw star- 
wheel. 

The upward travel of the lever 
increases as lining wear increases. 
When the lever can move upward 
far enough, it passes over the end 
of the tooth and engages the tooth. 
When the brakes are released, the 
retracting spring pulls the lever 
downward, causing the star-wheel 
to turn and expand the shoes. The 
star-wheel is turned one tooth at 
a time as the linings progressively 
wear. 


With the car moving forward 
and the brakes applied, the sec- 
ondary shoe is against the anchor 
pin and the primary shoe is moved 
toward the drum. Therefore, the 
adjuster does not operate. 

The rear brake assembly is bas- 
ically the same as the front brake. 
The conventional parking brake 
lever, link and spring are used in 
the rear brake. 

The anchor pins on all brakes 
are fixed and non-adjustable. 


Power Steering Change 
Comes from Chrysler 


A COMPLETELY new power steer- 

ing unit has been designed 
by Chrysler Corp, engineers for 
the company’s 1958 passenger cars. 

Alan G. Loofbourrow, executive 
engineer in charge of product de- 
velopment and planning, said that 
the new Constant-Control unit 
makes parking easier than ever 
before. It will be standard equip- 
ment on the Chrysler Saratoga and 
New Yorker and on all Imperial 
models. 

The unit is only half as long as 
the one used on Chrysler Corp.’s 
1957 models. Simpler in design, the 
Constant-Control power steering 
is located entirely under the hood. 


Simpler and more compact than its predecessor, Chrysler Corp.'s new 

Constant-Control full-time power steering unit is shown in this cut- 

away drawing. The unit makes parking easier than ever before — it 

requires a half foot-pound less effort on the part of the driver to park 

and only 34% turns of the steering wheel to turn the front wheels from 

full right to full left. The new unit is only half as long as the one 
used on Chrysler’s 1957 models. 
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Smoothing Hard Starts 
(Continued from page 49) 


and the starter frame. If the test 
lamp lights, remove the terminal 
stud and check the insulating 
bushing and washers for cracks or 
damage. 

If the field terminal stud is prop- 
erly insulated, separate the coil 
leads, disconnect the jumper wire 
between the brushes and test each 
coil by connecting one end of the 
test light to the individual lead 
and the other end to the starter 
frame. Remove the pole shoe screw 
and slide the grounded coil out of 
the frame. 

Inspect the field coils, terminal 
leads and brush leads for broken, 
frayed, chafed insulation or loose 
connections. Resolder all loose con- 
nections and repair any frayed or 
chafed insulation, provided the 
wire has not been damaged. If 
the wire has been damaged, the 
field coil assembly should be re- 
placed. 


Diagnosis Procedures 


C. Diagnosis procedures: 

Starter turns slowly or does not 
operate. 

1.—Battery—Test for weak or 
discharged battery. Inspect termin- 
als for corrosion or looseness, Clean 
and tighten as necessary. Check for 
water in cylinders or stuck en- 
gine. 

2.—Solenoid and switch—If the 
solenoid switch fails to click when 
the starter switch is closed, connect 
a jumper wire from the positive 
battery post to the small terminal 
on the solenoid (if so equipped). 
If this causes the solenoid to click, 
check for loose connections at the 
small terminal on the solenoid 
switch, the starter switch. If the 
solenoid switch fails to click when 
energized with a jumper wire, in- 
stall a new solenoid. 

3.—Starter motor—If test indi- 
cates that the starter motor is at 
fault, it should be removed and 
inspected for repair. A heavy arc, 
appearing when the battery ter- 
minal is disconnected, indicates a 
grounded condition in the starter. 
If no arcing occurs, there is prob- 
ably a poor brush contact or an 
open circuit in the starting motor 
windings. 

Starter fails to engage: 

When the starter motor pinion 
fails to engage with the flywheel 
ring gear (with the battery fully 
charged) the trouble is in the start- 
er motor. 

1.—Starter drive—Inspect for 
heavy oil, dirt, or ice on the threads 


54 


of the drive. 

2.—Starter drive spring—Inspect 
for broken drive spring. 

Starter locks in engagement: 

If the starter locks in engage- 
ment, it can be freed by pushing 
car back and forth with the trans- 
mission in high gear (without au- 
tomatic transmission). 

1.—Starter mounting—Another 
way to free a locked starter is to 
loosen starter mounting, pull start- 
er out slightly and then retighten 
bolts. 

2.—Flywheel ring gear or pinion 
—Examine for burrs or chipped 
teeth. If ring gear is damaged, re- 
place both gear and starter drive 
unit. 


Setting Ignition Timing 
Is Factory Topic 


(acon Spark Plug Co. has 
issued the following bulletin 
on “How Are You Setting Ignition 
Timing?”: 

Here we go again on the subject 
of spark timing! As you may have 
noticed in past issues, we’re kind 
of partial to manufacturers’ recom- 
mended settings when it comes to 
timing adjustments. Along these 
lines, service bulletins have re- 
cently been issued by Cadillac, 
Chevrolet, Lincoln, Mercury, 
Studebaker and other manufactur- 
ers, to wit: 

“Ignition timing advanced be- 
yond specifications will encourage 
overheating, shorten spark plug 
and valve life and in severe cases 
burn holes through pistons.” 

“Proper ignition timing cannot 
be overemphasized in the preven- 
tion of possible engine damage.” 

“Piston damage observed after 
a high speed run is usually due to 
an over-advanced spark and/or 
low octane fuel. Do not power 
time.” 

“Burned spark plugs, valves and 
pistons can usually be traced to 
advanced ignition timing or exces- 
sive distributor advance.” 

Now we have no argument with 
service personnel who time cus- 
tomers’ engines for maximum 
power on the basis of chassis dyna- 
mometer or road-tests. When they 
do, however, the distributor almost 
invariably ends up advanced well 
beyond specified settings. Chances 
are this spark advance will give 
the customer a few more horses at 
the rear wheels. Unfortunately, 
customer enthusiasm usually drops 
(along with cylinder compression) 
if one or two pistons happen to be 
vented in the process. 

While the late-model, high-com- 


pression engines are especially 
critical of proper timing, older en- 
gines too are likely to be damaged 
by excessive spark advance. With 
the higher octance fuel now avail- 
able at most pumps, timing on 
these older cars can be consider- 
ably advanced before ping or 
knocking is heard. Temperatures 
in the combustion chamber, how- 
ever, continue to soar as timing is 
advanced beyond specs. 


Chrysler Announces 
New Brake Fluid 


EWLY-DEVELOPED heavy - duty 

brake fluid, “Hi-Temp,” with 
superior heat resistance that adds 
to braking certainty, will be in- 
troduced this fall on all 1958 
Chrysler Corp. cars and trucks. 

The fluid is the product of five 
years of research and grueling 
road-tests, according to Paul C. 
Ackerman, vice-president and di- 
rector of engineering. He added 
that it would also be available to 
all car owners, regardless of car 
make or model year, through 
Chrysler Corp. dealers. 

Charles M. Heinen, assistant 
chief engineer for chemical engi- 
neering, said the fluid has a min- 
imum boiling point of 390° F., 
which is nearly 100° higher than 
the current specifications estab- 
lished by the Society of Automo- 
tive Engineers for “heavy-duty” 
brake fluid. 

“When the driver steps on the 
brake pedal,” he said, “the pedal 
linkage acts on the mechanical 
principle of the lever and fulcrum 
and multiples by many times the 
force the driver exerts. 

“This force is applied to the fluid 
through the brake master cylinder, 
and the fluid in turn transmits the 
force equally in all directions. 
However, there is only one way 
for this pressure to go and that is 
through brake lines to the wheels. 
When the fluid pressure reaches 
the cylinders in each wheel, it ac- 
tuates pistons which cause the 
brake shoes to contact the brake 
drums, thus stopping the car. 

“The stopping action creates 
friction heat between the brake 
lining and drum and results in a 
tremendous build-up of heat, much 
of which is transferred to the brake 
fluid. When the temperature of 
the brake fluid exceeds its boiling 
point, gas bubbles will be formed 
in the lines with resultant ‘fading’ 
of brakes,” he said, adding that it 
is of vital importance to use a fluid 
with excellent heat resistance, or 
a high boiling point. 
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...in good times or bad, you can 






depend on Commercial Credit” 
















says H. B. RANSOM, Partner, 
Ransom-Burke Motor Co., Fort Worth, Texas 


; ““T’ve been selling cars for 35 years now, 25 of them 


a - 


with my own dealership. Like a lot of other car "ee 


oe 
sag MS 


{ dealers I’ve seen this country go through a depres- 
sion and two wars. I found out long ago that in good 
times or bad, you can depend on COMMERCIAL 
Crepit. We’ve been able to reach a greater per- 
centage of our potential market because COMMERCIAL 
CrepiT PLAN is a complete package program that 


works at all income levels. The local executives of 






CoMMERCIAL CrepIT work very closely with our 






sales force in stimulating car sales.” 





— 
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Commercial Credit dealers 
are successful dealers 













Write or call our nearest cffice for complete 
information on the benefits of ComMMERCIAL 
Crepir Pran. Why not do it today? 








* 
+, Ks 
bir ad 
rs 






: » A service offered through subsidiaries of the 
COMMERCIAL 4 Commercial Credit Company, Baltimore . . . Capital 
CREDI ¥ and Surplus over $200,000,000 . .. offices in principal 
> 


T)PLAN 
= A ¢ - cities of the United States and Canada. 










Profitable “Automatics” 


(Continued from page 40) 
rageman since 1946. He got into 
automatic transmission work early 

$ and realized the probable advan- 


tage of switching to it exclusively. 


“We already had most of the 
equipment we would need,” he 
said, “so our total investment on 
the changeover in 1955 was no 
more than $150 per mechanic. It 


took us only two or three months 
to make the switch.” 
Proto’s simplified set makes factory With a fair business already 
? built up in automatic transmission 
recommended band adjustments on work, Rotton needed only an oc- 
m ° ° casional newspaper ad to keep his 
all automatic transmissions prewar vine 
~ The shop tries to maintain a 
with fewer tools. sais less cost crew of four mechanics, but like 
the rest of the industry is plagued 
with a fairly rapid turnover. When 
a newcomer is hired, he is checked 
carefully and assigned to installa- 
tions on which there is no “rush” 
tag, until he is deemed ready. 
The garage is owned by the Bir- 
mingham Racing Club, of which 
Rotton is president. 


World's Biggest Car Show 
Planned by Houston 


ee HE biggest automotive show 

in the world” will be held 
Jan. 25 to Feb. 2 in the Sam Hous- 
ton Coliseum in Houston, Texas, 
according to Albert Berry, exec- 
utive director. Proceeds will go to 
Little League baseball and the Va- 
riety Boys Club. 

Show co - ordinator Ralph L. 
Fowler said there is some choice 
PART NO. DESCRIPTION exhibitor space available which 
1.9973 Partitioned Metal Box (10",” x 8” x 1%”) will be allocated on a “first come, 


2.239 Wrench—open end 6? VO SPR SNSO MONEE | first served” basis 


3. G061F Torque Wrench (\,” drive) On the show committee besides 


4.2357 Band Adjuster segs ines ; palate Sr te 
5.4742 Allen Hex Socket (y” hex, 4” drive) Re Berry are Lindsey G. Russell, Ivy 
6. 4710S Socket—8 point (%,” op., %” drive) Russell Motor Co., and Ivan Friz- 


7.4710 Socket—6 point (%,” op., Y” drive) zell, Frizzell Pontiac, representing 


8.4743 Screwdriver bit (” bit, 14" drive) the Houston Automobile Associa- 
$.5324 Socket—12 point (y,” op., 4” drive) oe tion 
10.5322 Socket—12 point ("y,” op., 4” drive) waee 

11.2359 Handle and gage (y" drive, y,’ gage)  #§ A fT — 


12. 2354 Servo Gage—Front TOOLS Florida Dealers to Hear 


—Ri 
7. a — - Sutter and Smathers 


ae Cert REDERICK M. Sutter of Colum- 


¢ . le f bus, Ind., president of the Na- 
Precision band adjustments easy and profitable for any BF as Arpad tay “se Repl 


mechanic. Fully illustrated Manual #2360 shows you how. Chart tion, and Senator George Smath- 
#2361 gives factory specifications. Both included in this great, ers (D-Fla.) will share the speaker 


t #2350. Develop new business at low cost. spotlight at the annual convention 
— od of the Florida Automobile Dealers 


2212 SANTA FE AVE. Association at the Balmoral Hotel 
LOS ANGELES, CALIF. in Miami Beach Oct. 20-22. 


n2=TO0 LS Other speakers will include 
PROT = 583 ALLEN STREET voRK Charles E. Cullen of North Caro- 
neediness ole lina and two Georgians, the Rev. 
“ P. O. BOX 366 Hubert A. White and Dr. Charles 
DIVISION OF berreeeenett LONDON, ONTARIO, CANADA Allen, pastor of Grace Methodist 
O0r30 Church in Atlanta. 


PROTO means PROfessional TOols 
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«,..and a case of Mac’s 
Waterless Hand Cleaner, too, please” 


Mac’s new Waterless Hand Cleaner acts 
fast to remove deep, imbedded grease, 
ink, paint and grime. It’s fortified with 
gentle Lanolin to prevent dryness and 
chapping. Can be used with or without 
water. Fast seller for shop, home or office 
use. In quart, 1-lb., 3-lb. or 5-lb. sizes. 


SUPER GLOSS CO, INC. 


LOS ANGELES 42, CALIF. 
CINCINNATI 26, OHIO 
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presents a 


COMPLETE 


line of 


TIRE GAUGES 


S 


\S 


SINCE 


LA 
ALL WITH 


A complete line of passenger, truck, 
tractor and service gauges. All with 
—e Bars. Accurate - Durable - Priced 
to sell. 


These gauges are easy to read. 


No. 505 — Tractor tire pencil gauge. Cal- 
ibrated 5 to 50 Ibs. in | Ib. units. 


No. 520 — Truck tire pencil gauge. Cal- 
ibrated 20 to 120 Ibs. in 2 Ib. units. 


Ne. 509 — Professional tire pencil gauge. 
Calibrated 8 to 40 Ibs. in | Ib. units. 


No. 540 — Chrome plated service gauge. 
Calibrated 10 to 120 Ibs. in 2 Ib. units. 


ME Write Today for our complete new catalog 


ACME AIR APPLIANCE CO., INC. 


100-120 HINSDALE STREET - BROOKLYN 7, N. Y. 











Joe Slaton (second from left) of 
Gainesville, Ga., top Ford sales- 
man among 800 competing in a re- 
cent two-month contest, turned 
down a 22’ cabin cruiser, among 
other prizes, to accept a $4,000 
scholarship fund for his young- 
sters. Shown with Slaton are his 
daughter, Nell, 15; son, Dan, 17, 
and James M. Moore, Jr., Atlanta 
Ford district manager. 


Prospects—Not Forgers 
(Continued from page 39) 


erate it in no time to speak of,” 
Johnson said. 

It was installed at the rear of 
the Downing showroom where it 
would not detract from attention 
being focused on the Edsel, but vis- 
itors nevertheless lined up to par- 
ticipate in the contest combined 
with the machine, in which the 
first prize was a $500 credit on the 
purchase of a new Edsel and sec- 
ond prize was a miniature Edsel 
with motor. 

According to the distributor, 
there have been no instances of 
persons objecting to having their 
picture made where the objective 
was check identification. 

Downing is a former president 
of what was then the National Used 
Car Dealers Association (now the 
National Independent Automobile 
Dealers Association) and-is second 
vice-president of the Georgia Au- 
tomobile Dealers Association. 


Buick Transfers Leigh 
To West Coast 


apse M. Leigh, 40, Jacksonville 
zone manager for Buick, has 
been chosen to replace James S. 
Hudgens as Pacific regional man- 
ager, following Hudgens’ promo- 
tion to assistant general sales man- 
ager in charge of the home office 
force. 

A graduate of Mississippi State 
College and a four-year navy vet- 
eran, Leigh joined Buick in No- 
vember 1946 as a district manager 
in the Memphis zone. He was made 
assistant zone manager in 1949, and 
the following year was appointed 
zone manager at El Paso, Texas. 
He became zone manager in Char- 
lotte, N. C., in 1951 and moved to 
Jacksonville in February 1956. 

Hudgens started with Buick in 
1939 as assistant office manager in 
the Kansas City zone. He was 
named Southwestern regional man- 
ager in June 1956 and last May 
became head of the Pacific region. 
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See Your Nearest 
DIXISTEEL 


ALABAMA 
Andalusia 
Waller Construction 

Company 
Jernigan Street 
P. O. Box 19! 
PHONE: 892 
Anniston 
The Concret Products 
Company 
agg 2\st Street 


ox 287 
PHONE: ADams 7-209! & 


ADams 7-6765 


Birmingham 

Wise-Sudduth Steel 
Building Co 

P. O. Box 1252 

PHONE: TR. 9-6525 

Dotha: 


in 
Hollis & Spann, 
Contractors 
202 South Alice St. 
PHONE: 5-!910 
Huntsville 
Putman Construction 


125 “Blount St. 


ONE: 
Jefferson 4-1242 


FLORIDA 
Fort Pierce 
Bill Free Co. 
3312 Orange Ave. 
PHONE: 916 or 2007J 
Jacksonville 
Hull Metal x 
Supply Cor 
= 4 North Canal 


P. $. Box 6457 
PHONE: Elgin 5-355 


Lakeland 

a E ~ eee & 
u 

si? North Kentucky 
Avenue 

P. O. Box 2098 

PHONE: MUtual 7-5/6! 


Tacoma Corporation 

P. O. Box 872 

700 East Main Street 

PHONE: 724 

Orlando 

Clark Construction 
Company 

1900 Block S. Division 
Street 

DAY PHONE: 5-4965— 
NITE: 3-431! 

GEORGIA 

Atianta 

Atlantic Steel Co. 

Warehouse Division 

575 i4th Street, N.W. 

P. O. Box 1714 

PHONE: TRinity 5-344! 

Augusta 

Coffey Building 
Products Company 


1463 Broad Street 
PHONE: 2-5478 


Brunswick 
Glynn tron & Steel 


South ag sieves 
P. O. 


PHONES "seat 
Columbus 

Steel Builders, Inc. 
Old Cusseta Road 

P. O. Box 5157 

PHONE: FAirfax 4-2452 
Macon 


Dixie Metal Co. 
340 - Sth Street 
PHONE: 3-7437 


TENNESSEE 


wer ee 
Steel Buildings Co. 


813 Magnolia Street 


PHONE: AMherst 7-8340 


Clarksville 

Thomason and Reece 

ey at Second St. 
©. Box 733 

PHONE: Midway 7-1113 

Cookeville 

Better Homes 
Construction Co. 

Cox ered 

PHONE: 


mpm GL!S TEED 81, DINGS 


Foster & Creighton Co. 
958 South Conception 


tem {Ol Sarages, shops, storage 


Re Inc. 
5, Box 348 
Worse Ferry Road 
P. O. Box 3104 
PHONE: 4-3207 


iedmont 
Ellis-Allen Tractor Co. 


mines _ IMMEDIATE ERECTION » AMAZINGLY LOW COST 


Charles Temerson & Sons 
PHONE: 
EVergreen 3-033! DixisTEEL BurLpines are planned to suit your specific needs. 


Tuscaloosa rs . . . 
Charles Temerson Virtually any length, width, or sidewall height can be obtained 
2104, 4th Street from standard units. Rigid-frame, clear-span, post-free construc- 
PHONE: Plaza 2-1506 tion. A full variety of accessories available. You can own a 
DixisTeew Building for as low as $1.50 : 
XISTEEL $1. r square foot. 
Pe g per square foot 
Tom Daugherty Steel 
i TYPICAL OF THE WIDE VARIETY AVAILABLE 





PHONE: CLinton 2-5262 


Panama City a ee é- os, 

J. W. Giles = i ; ; : 
Construction Co. , a . ~~ GARAGE 
701 Mulberry Ave. & Shee P r a Sart. 

PHONE: AMherst 5-2303 . » Pare eR v ale. This 60’ x 80’ insulated build- 

Sarasota SS - “i ing is ideal for general re- 

Sadler Sales Co. <a del'\ es tall . R 

1027 N. Washington } 5 _siiee> pairs and service. Rear en- 
Bivd. @ ia le 

PHONE: Ringling 7-0727 - a trance i large enough for 

Tallahassee ‘mM. > =~ ’ tractor-trailer unit to enter. 

Ro-Mac Lumber & 
Supply, Inc. 

631 W. Madison Street 

P. O. Box 5: 

PHONE: 2-0110 eevee eeeeeeeeeeeenenene 


Tampa 
Peninsula Steel 


—- Co. REPAIR SHO 
4811 Nort 
Westshore Bivd. P 
PHONE: FOsee 4 , This clear-span 40° x 60’ 
Newnan Et building has three bays, each 
Newnan ly 4 . | with roll-up door. Overhead 
110 East Washington Ms | crane easily installed. No pil- 
SONE. ] Misssese By "har ; 
PHONE: 1308 ¢ lars or obstructions. 
Savannah 
Savannah Iron and 
Fence Corp. 
E. President Street 
Extension 
©. Box 


PHONE: Adams 4-5/88 


Statesboro 
Thackston Steel 
; TRUCK DEPOT 


Company 
Northside Drive f : 
ae POplar 4-3543 : This 50’ x 120’ building is de- 
Valdosta Stee! x signed with canopy and load- 

Buildings, Inc. b. : aw ; a ing platforms on both sides. 


606 South Patterson 
Street Office space provided in front. 


PHONE: 2338 . . 

Waycross ; = Maximum usable space. 
Business, Inc. : 
610 Alice Street 
PHONE: 2070 


























a FREE ESTIMATES—NO OBLIGATION 


John W. McDougall 
Company, Inc. 


4\st and Indiana 
STEEL BUILDING DIVISION 


Beoséeey 7180 Atlantic Steel Company 


P.O. BOX 1714 + ATLANTA 1, GEORGIA« TRinity 5-3441 
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Dick McConnell Joins 
SAJ Business Staff 


ICHARD K. “Dick”? McConnell of 
Coldwater, Mich., has become 
western manager of SOUTHERN AU- 
TOMOTIVE JOURNAL, headquartering 
at Chicago, Business Manager A. F. 
Roberts announced this month. 
McConnell has resigned as ad- 
vertising and sales promotion man- 
ager of the Service Division of 
Federal-Mogul, a position he had 
held for the last eight years, and 
has also relinquished the presi- 
dency of the Automotive Adver- 


tisers Council, to which he was e- 
lected in June. He served on the 
AAC’s industry-wide committee 
for six years and was chairman for 
the last three years. 

An alumnus of Kalamazoo 
(Mich.) College, McConnell during 
World War II was with Packard 
Motor Car Co. as an instructor of 
engine tear-down and assembly in 
the navy school situated at the De- 
troit Packard plant. The last three 
years of the war he spent in the 
field for the Marine Division of 
Packard as civilian technician for 
testing engine installations on new 
PT boats, being based at Annap- 
olis, New York and New Orleans. 

Earlier he was an advertising 
space salesman for the Grand Rap- 
ids (Mich.) Herald. 

Among his fraternal and busi- 
ness connections, he is second vice- 
president of Automotive Booster 
Club B-19. 

His territory includes portions of 
the area formerly handled by the 
late E. A. McGinty. 


Studebaker Lower, Flarier 
(Continued from page 37) 


petitive makes which, after six 
full stops, showed a marked de- 
crease in braking efficiency, the 
Studebaker - Packard safety - fin 
brake showed a five per cent gain 


60 


in efficiency. 

Engines include the Sweepstakes 
Six with 185.6 cubic inches dis- 
placement and 101hp which is used 
on the Scotsman and Champion 
series; the Sweepstakes V-8, a 180- 
hp engine with 259 cubic inches 
displacement, powering the Com- 
mander series and Provincial sta- 
tion wagon; the Sweepstakes V-38, 
which generates 225hp with a four- 
barrel carburetor, 210hp with a 
two-barrel carburetor and 275hp 
with supercharger. 

Two-barrel carburetors are used 
on the Commander and Silver 
Hawk, with four-barrel optional, 
and four barrel on the President 
series. The Golden Hawk is equip- 
ped with a supercharger as stand- 
ard equipment. 


Dyno-Fetching Tune-Ups 
(Continued from page 38) 


the partnership, the responsibility 
was put on me. I put 48 hours into 
classroom study on the basic cle- 
ments and theory of dynamometer 
operation at a school in Detroit 
and supplemented this with hours 
of study after class on engine prob- 
lems, analysis and troubleshooting. 

Experience has taught us that 
every locality has its own variety 
of conditions with engine troubles 
peculiar to it. Variety of experience 
in the past two years putting cars 
on dynamometers has brought us 
skill in interpreting the readings 
on gauges and translating them in- 
to proper engine adjustments. 

A common problem in this area 
is sticking valves. A customer 
comes in and complains his car has 
no power, it misses, it is sluggish, 
it idles rough. Putting his car on 
the dynamometer we find his car- 
buretor is starving at high speeds 
when it should be rich in gasoline. 
We discover a carburetor choked 
up, weak fuel pump, stopped up 
gas lines. We check for proper fuel 
pump pressure and flow. 

We work with another custom- 
er’s car, a man who has spent a 
lot of money on needless repair 
work that did not correct a con- 
dition of power loss and improper 
timing of engine. We find improper 
adjustments. In one case where a 
car had sticking valves, no engine 
power on a hill, low gas mileage 
and rough idling, a valve regrind 
job brought a $38 sale. 

In another case where the com- 
plaint was hard starting and rough 
idling, we rebuilt the carburetor 
—a sale of $26. 

Last week a customer who com- 
plained of a noise in the motor on 


his six-cylinder car with 4,000 
miles on it proved once more the 
technical and scientific dependa- 
bility of such a piece of equipment 
as a dynamometer. The noise came 
from a collapsed No. 1 piston that 
could not have been pinpointed on 
the road at high speed, The dyna- 
mometer pulled the car enough to 
get the noise. A new piston brought 
a $40 sale. 

The word of your good work and 
infallibility of good testing equip- 
ment get around fast among car 
drivers, truckers and even repair 
shops and dealerships who some- 
times get stuck for a solution to 
engine trouble. On our own we 
educate our customers on the pur- 
pose and function of a dynamom- 
eter. We explain the checking of 
carburetor, points and plugs to give 
a car the snap and top performance 
it is equal to. 

We charge a fee of $5 for a 
dynamometer test but deduct $1.50 
if a customer has us carry out re- 
pairs. A fee of $3.50 is generally 
what people pay because most of 
them want their work done by us. 

A dynamometer helps increase 
general repair work. So often a 
customer returns to tell us, “You 
did such a fine job on my engine, 
you must be good at brakes too.” 

As we see it, there will be in- 
creasing demand from the public 
for perfection of engine perform- 
ance. If a man puts $4,000 into a 
car, he will expect it kept at peak. 
One dynamometer test and a cus- 
tomer will not be satisfied with 
less. He will seek you out. 

If you decide a dynamometer is 
for you, put your best tune-up 
man, your most exacting perfec- 
tionist, on the study of the ma- 
chine. He will make your best 
dynamometer operator. 

Of course, if that’s you, the boss, 
then you’re it. You’ll stay with it 
because it’s your bread and butter. 


Shannon Copponex Heads 
Gulf Coast Dealers 


HANNON Copponex of Shannon 

Motors (Lincoln-Mercury), Gulf- 
port, Miss., has been elected presi- 
dent of the New Car Dealers of 
the Gulf Coast. 

Other officers are Pat Sadler, 
Biloxi DeSoto-Plymouth dealer, 
vice-president, and William L. 
Braun, Gulfport Ford dealer, secre- 
tary. 

The organization was originated 
in 1952 by dealers in Biloxi and 
Gulfport for the promotion of 
higher ethics and to install greater 
public confidence in dealers. 
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LOOK TO GABRIEL 
for the only complete line 
of shock absorbers * 


You need never lose a customer because of his unusual 

or exacting requirements; there’s a Gabriel shock to meet 
every need—even those tricky special-purpose jobs: 
HYDROSHOX— preferred by millions of American 


motorists for smooth driving under average road con- 
ditions—to replace worn out standard equipment, 


AJUSTOMATIC—exclusive three-way adjustment pro- 
vides soft, medium or firm ride for the particular driver 
who wants the best in ride control. 


SILVER “E”—for hard driving and rough roads with 
heavy loads. Extra size provides the needed capacity for 
big cars, station wagons, light trucks. eS e 
HEAVY DUTY—the acknowledged standard of excel- abriel 
lence for long life and dependable service on trucks, 

SHOCK ABSORBERS 


buses and trailers. 


THE GABRIEL COMPANY, CLEVELAND 15, OHIO 
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“FINGER-TIP’ CONTROL 


@ series 
of ads 
comparing 
Bee-Line’s 
exclusive 
PROFIT 


features . . 


The Bee Line Hydraulic Power Pump speeds up opera- 
tions, eliminates wasted time operating awkward, 
leaky hand pumps. Often the equal of an extra man, 
this automatic hydraulic power means easier, faster 
work at lower cost. High-Volume Delivery of oil at 
start, under low pressure while ram load is light, allows 
rapid approach of ram to its work, Automatic Change- 
Over to low-volume delivery of oil when ram en- 
counters load provides a constant, powerful driving 
force for quick results. 


From 1 to 4 
rams, each from 
1 to 100 tons, 
at the touch of 
one valve. 


WRITE FOR FREE 
Comparison 
Literature 
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DAVENPORT, IOWA USA 





White paint indicates areas inside 
motor block which still retain 
more than half the worn coolant 
when cooling system is drained 
through radiator petcock only. 
Coolant level does not fall below 
the water pump, the only part of 
system drained by this method be- 
ing the radiator and head, shown 
in black. Laboratory technician 
points to petcock on side of block 
which must be opened also to com- 
pletely drain system. 


To Drain Cooling System, 
Open All Petcocks 


ILLIONS of cars will retain more 

than half their winter-worn 
anti-freeze solutions and rusty 
coolants if only the radiator pet- 
cock is opened when cooling sys- 
tems are drained, according to Ed- 
ward F. Harford, research super- 
visor for Du Pont “Zerone” and 
“Zerex” anti-freezes. 

To avoid corrosive engine dam- 
age, Harford said, the petcocks 9n 
the sides of the block also must be 
opened so that the entire cooling 
system can be completely drained 
of any rusty or dangerously acid 
solutions. 

“Modern automobile engines are 
so constructed,” he said, “that the 
coolant level in the motor block 
does not fall below the water pump 
when the radiator petcock is the 
only one used to drain the cooling 
system. Although the radiator 
would be emptied, more than half 
the coolant would still be left in 
the block.” 

Dangers cited by Harford when 
fresh anti-freeze is added at the 
beginning of the winter season are: 

1.—Fresh anti-freeze will not 
stop the action of any corrosive 
solution remaining in the motor. 

2.—If fresh anti-freeze of a type 
different (standard or permanent, 
or vice-versa) from the worn so- 
lution remaining in the block is 
installed, a hydrometer reading 
will not correctly indicate the a- 
mount of protection against freez- 
ing. 

Harford said that because mod- 
ern cooling systems are becoming 
more complicated each year, they 
require the serviceman’s expert at- 
tention. Some cars, for example, 
have to be jacked up before the 
petcocks on the sides of the block 
can be opened. 


Farmers spend as much for pe- 
troleum products as for farm ma- 
chinery—almost two billion dol- 
lars a year — the American Petro- 
leum Institute says. 
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THE REVOLUTION-IN.IMPACT WRENCHES 


with BUILT-IN adjustable torque! 


a Sensational new | PET “POWER CORE " 
makes every other 
impact wrench obsolete! 


i HERE ARE THE FACTS... The Pet impact Wrench — with Power Core — hits 


maximum torque in 6 seconds; has a torque range 
of 105 to 275 ft. Ibs.; delivers 1600 to 1800 impacts 
per minute; never overloads or stalls. 

The Pet impact Wrench — with Power Core — is 
simply ond strongly built to give yeors of flawless 
performance. 


There’s no complex, delicate balance of close toler- 
ance thrust and ball-bearings, springs and cams, to 
put the Pet Impact Wrench out of commission 
Instead, there’s the simple, giant-strong Power-Core. 
The Power Core is Pet's exclusive energy occumvu- 
lator... the most revoluti y adi in impact 


wrenches since the tool was invented. 





And no other impact wrench costs less than the 


new Pet impact Wrench... with the revolutionary 
The Pet Iimpoct Wrench — with Power Core — has 


been submitted to the equivalent of five years of 
normal use, and finished the test os good as new! Authorized service stations in principal cities. 


Sells for only ‘8 9250 


CALIBRATED NOSE REVERSE WITH A 


new Power Core! 








Conveniently loceted 
aie oad Me slide switch lets you Becouse shock is ob- 
clibretions let you chonge direction quickly, sorbed by power core, 
No stripped or twisted make your torque od- eosily. Full power re- 

bolts; just very the justments accurately ond reversed 








torque 
boltf, overpowers the 
big ones! Exclusive PET feoture. 























COMPLETE LINE OF POWER TOOLS FOR AUTOMOTIVE USE : SAJ 10/5 
320 West 83rd Street, Chicege 20, illinois 


Please send me complete information on 
the revolutionary new PET Impact Wrench 


a 
a 


Vs ond % HP. Grinders cimost 
impossible to burn out 


PORTABLE ELECTRIC TOOLS, INC, 320 West 83rd Street + Chicago 20, Illinois 
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Benson Ford, vice-president cf 
Ford Motor Co. and chairman of 
its dealer policy board, will be a 
featured speaker of the Mississippi 
Automobile Dealers Association's 
16th annual convention at the 
Buena Vista Hotel in Biloxi Nov. 
3-5. Ford will appear on the Mon- 
day afternoon, Nov. 4, session. 


Garagemen's Best Bet 
(Continued from page 43) 


to still have some customers whose 
cars I originally repaired back in 
the ’30’s, In addition, I now have 
some of these customers’ children 
as customers, too. I have some cus- 
tomers of long standing who have 
moved as far away as 150 miles 
from Austin, yet still bring their 
cars to me for major work. 

If this sounds like I am bragging, 
maybe I am — a little — for I 
admit that I am personally proud 
that these people have shown such 
a respect for my work. As a ga- 
rageman, I don’t know of any 
higher tribute they could extend 
me than to show such confidence 
in the jobs our shop turns out. 

I believe the most important 
single factor of a garage’s success 
today, just like it was 25 years 
ago, is absolute honesty with the 
customer. This may be trite but 
it is nonetheless true. And you in 
the business know all too well how 
often this basic principle is violated 
in the mad rush for repair dollars. 

Just a few days ago a man called 
to ask what I would charge him to 
repair a broken valve lifter on a 
1954 Ford. He knew that was what 
was needed, he said, because an- 
other local garageman had checked 
it out and figured the job would 
run $60 or $70. I told him I couldn’t 
estimate the work by phone but 
I would be glad to check his car 
if he would bring it over. 

He did, and we found there was 
nothing seriously wrong. His re- 
pair bill, instead of $70, was only 


$7 at our garage, although he had 
been “sold” that he needed a big 
job. When the time comes that he 
really needs some work, I’m willing 
to bet that we get to do it. 

Sometimes our honesty with the 
customers temporarily costs us 
money, but the policy pays off in 
the long run, I figure we are bet- 
ter off not to take a job that can’t 
be done right like, for example, 
patching up an old motor. We have 
an absolute guarantee on our work 
because I’m convinced that satis- 
fied customers are still the world’s 
best advertising for garages. 

Another good way to keep reg- 
ular customers is to build good- 
will by making minor repairs and 
adjustments without charge. Folks 
will almost always bring you their 
real jobs when they know you 
have given them a little something 
for nothing. 

As you who are oldtimers in the 
business know, none of these ideas 
I have written about is new or 
original. Rather, they are a few 
of the proven principles of making 
a go of the garage business. And 
not just from a standpoint of mak- 
ing money but also having friends 
as well as customers. This part 
of the garage business has not 
changed. 


Ambassador Base 117" 
(Continued from page 34) 


rather than a mechanical linkage 
— designed to sense more accu- 
rately engine-load and car-speed 
requirements. Service problems 
are reportedly minimized, since 
mechonical adjustments are not re- 
quired. 

A new step-on parking brake is 
featured. The brake is applied by 
depressing the foot pedal under the 
left side of the instrument panel. 
The brake is released by pushing 
upward on a T-shaped handle. 

The transistor-powered push- 
button radio is located on the low- 
er portion of the instrument panel, 
just below the glove box compart- 
ment. Twin radio speakers are lo- 
cated on both ends of the instru- 
ment panel. 

The Ambassador is powered by 
the 327-cubic-inch AM V-8 engine, 
developing 270hp. It is equipped 
with a new four-barrel carburetor 
as standard equipment and a new 
full-flow oil filter. The engine has 
a compression ratio of 9.7 to 1 and 
a bore and stroke of 4” by 314”. 
Dual mufflers and tailpipes are 
standard equipment on all models. 

Three transmissions are offered: 
standard syncromesh, optional 


overdrive and the new optional 
Flash-O-Matic automatic trans- 
mission. The latter is a Borg-War- 
ner transmission being used for the 
first time on AM’s senior line. 

A new Powr-Lok rear axle dif- 
ferential system is offered as op- 
tional equipment on all Ambas- 
sador models. With Powr-Lok, 
the driver gains added control and 
safety while driving on ice, snow, 
loose gravel and in_ situations 
where traction is required. 

A new variable-speed engine fan 
unit which automatically decreases 
the fan’s revolutions per minute in 
relation to the car’s speed is avail- 
able on all 1958 Ambassadors. This 
device materially reduces fan 
noise, as well as the power re- 
quired to drive the fan. Horse- 
power losses therefore are reduced, 
which increases fuel economy. The 
self-contained unit is completely 
automatic and requires no main- 
tenance. 

Rambler Adds Power 
(Continued from page 35) 


Despite increased horsepower 
ratings in both the six and the 
Rebel V-8, both will deliver even 
better economy, Abernethy said. 
The six overhead valve engine is 
rated at 127, compared with 125 for 
the 1957 model. An optional twin- 
throat carburetor boosts the rating 
to 138hp. The V-8 develops 215hp, 
up from last year’s 190. Greater 
fuel economy is reportedly possible 
because of increased compression 
ratios and, in the case of the V-3, 
a new four-barrel carburetor, 

Both the six and V-8 engines 
require only regular grade gaso- 
line which further lowers operat- 
ing costs, Abernethy said. 

Three transmissions are avail- 
able: standard syncromesh, option- 
al overdrive and Borg-Warner’s 
Flash-O-Matic, also optional. 

As a new AM “first” for 1958, 
internal transmission shifting is 
automatically governed by an en- 
gine vacuum control system — 
rather than a mechanical linkage 
— which was said to sense more 
accurately engine-load and car- 
speed requirements. Service prob- 
lems are minimized since mechan- 
ical adjustments are not required. 

Over-all dimensions are the same 
as last year’s model. It is more 
than a foot and a half shorter than 
other low-priced cars, although its 
interior room is comparable or 
greater. The Rambler sedan is 
191%” long and 71 5/16” wide. 
The six is 58” high; the Rebel V-8, 
57 13/16”. 
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INQUIRE ABOUT GETTING WALL CHART 
size 25“x35". . . It shows the correct applications for 
oll populor mokes of cors and trucks. 

IN ADDITION to Exchange Shoe Sets—Wogner Broke 
Lining is available in blocks, slabs, rolls, cut segments, 
drilled sets, ond lined shoes. 


BRAKE SHOE EXCHANGE SETS 


Take a short-cut to better, safer, more profitable brake service. 


Records show that you can save from 1% to 11% hours per reline 
job when you use Wagner Lockheed Brake Shoe Exchange 
Sets. 

These Sets save you the tough, time-consuming job of delining, 
cleaning, and relining. Wagner Lockheed Shoes are recondi- 
tioned in mass quantities according to highest factory standards 
to assure minimum cost to you—and full customer satisfaction. 
You gain because these Sets will not only speed up customer 
service and job turnover, but will eliminate costly equipment 
purchases, inventory obsolescence, and extra payroll during 


peak periods. 


Wagner Electric @rporation 


6362 Plymouth Ave., St. Lovis 14, Mo., U. S$. A. 
(Branches in principal cities in the U. S. and in Canoda) 





All Wagner Lockheed Exchange Shoes are lined with Wagner 
lining. In dual-friction sets, as in single-friction sets, Wagner 
CoMaX is uniform in frictional quaiities throughout the service 
thickness of each lining. CoMaX contains no harmful abrasive 
material to injure drums—and it withstands high operating 
temperatures. 


Available for all popular passenger cars and some light trucks, 
in both standard and over-size thicknesses. You can get these 
Sets as well as Wagner Lockheed Brake Parts and Fluid from 
a reliable source in your own area... And, you can depend 
upon WAGNER QUALITY because Wagner Products are used 
as original equipment by manufacturers of cars, trucks, buses 
and trailers. 


857-18 


LOCKHEED HYDRAULIC BRAKE PARTS and FLUID * CoMaX BRAKE LINING « NoRol * AIR HORNS + AIR BRAKES + TACHOGRAPHS + ELECTRIC MOTORS + TRANSFORMERS + INDUSTRIAL CRAWE BRIDGE BRAKES 
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into ‘‘a sparkling woase.’’ These Lubree 
truly establish a new ele) 88): N STANDARD 
of excellence in modern lubrication equis 
ment. Availablein either air-| 
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to meet the re 
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Now...STEP AHEAD OF 
COMPETITION...Make your 
Lubritorium an “invitation to 
new business" with 


Lincoln 


Lubreels 


There are three clear-cut reasons why Automotive Service 
Dealers, coast-to-coast, will find these new Golden Standard 
Lubreels a powerful influence for greater service sales volume 
...first, the exclusive feature of air-power actuation, plus 
smooth, uniform retraction makes it possible to handle more 
lubrication jobs with far greater efficiency than can be 
accomplished with conventional equipment; second, revolu- 
tionary functional styling commands customer attention and 
confidence in the dealer and his service; third, installation is 
simplicity itself and maintenance is the lowest ever recorded 
for similar equipment. 

When you are ready to make your lubritorium a proven 
“Invitation To New Business,” contact your local Lincoln 
Sales and Service Wholesaler. He will consider it a privilege 
to serve you. 


Write for new Lincoln Catalog 57, 
or contact your Lincoln jobber. 
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CEILING 


LUBREELS* 
Co dn HG 1NCE etl 


TO INCREASE 
SERVICE SALES 














del am OF- Tame 81-710 
Service Stations 
and Garages 


All these Exclusive golden 
standard features at no 
extra cost... 


1, ULTRA-MODERN STYLING—Vertical-flo styling of Lubreel 
cabinets, plus end panels richly trimmed in gold tone and heavy 
chrome assure maximum showmanship and resist collection of 
dust common to conventional design reels. 

2. ADJUSTABLE RETRACTION SPEED— Equalized pressure 
control on air-powered reels permits adjustment of tension to 
meet operator's personal preference. (Air cylinder consumes only 
ane cubic foot of air per 40 complete withdrawls of hose assembly) 
3. SMOOTH, EASY OPERATION—Lubreels unwind smoothly 
and evenly—no build-up in back pressure. 

4. POSITIVE LOCKING ACTION—Automatic reel latch as- 
sures automatic lock when reel-out is stopped. Releases instantly 
with short pull on hose for controlled, uniform retraction or 
further extension. 

5. AUTOMATIC SAFETY LATCH—Locks air-powered reels 
when air pressure is turned off either at compressor or in air line. 
Prevents hose from unreeling on floor causing accidents and 
damage to meters and valves. 

6. ADJUSTABLE HOSE EXTENSION—Threaded rubber ball- 
stop coupling between delivery hose and hose extension permits 
extension to be varied in length to meet ceiling height requirements. 
7. EASY INSPECTION AND ADJUSTMENT—Each Lubreel 
incorporates a removable panel so that inspection or adjustment 
of reel mechanism can be quickly made without taking Lubreel 
off ceiling and then re-installing it. 

8. FAST, SIMPLE INSTALLATION—To install, merely bolt 
mounting rails to ceiling or wall and attach Lubreels for each 
service to rails with two bolts (furnished)—no sub-base required. 


SSNEOLe ENGINEERING COMPANY 


The McNeil Machine & 


*Trade Name Registered ee 


.».The most trustworthy name in Lubricating Equipment 
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Readers are invited to contribute to— SHOP TALK. 





MORE NEW-CAR WRECKS? 


A recent editorial in the Corpus 
Christi (Texas) Caller had this to 
say concerning the percentage of 
new cars involved in highway 
fatalities last year: 

“Figuring the number of auto- 
mobiles in use in this country ex- 


clusive of trucks and buses at 
around 50 million, it is possible to 
apply an interesting statistic and 
come up with a startling bit of 
inferential information. 

“During 1956 automobiles one 
year old or younger figured in 
36% of the country’s fatal acci- 
dents. If the number of new cars 





Here’s your Jobber’s famous Wet Sur- 
face, Automatic Regrinder. It’s ready to 
work for you on profitable, engine 
re-conditioning ! 


Your VAN NORMAN Equipped Jobber 
Hands You Extra PM’ Profits! 


Those extra PM* profits are in “Precision Machining” your 


VAN NORMAN equipped Jobber will hand you with wet- 
surface, automatic regrinding! You can stake your reputation 
for engine repair work on this re-conditioning of Heads, 
Blocks and Manifolds. Your in-line or V-type heads will be 
ground to positive limits. Absolute control of grinding 
assures “precision-mating” of even welded parts. Heads 
with stellite or other valve seat inserts are no problem. 


Every cylinder head you take off, and every block and 
manifold, should be re-ground before re-assembly and, to 
the degree of precision only VAN NORMAN can give you 
today! So, don’t pass up these jobs. Write and we'll tell you 
where to get this fast, economical service and extra PM”* 
te me from a Shop near you. Van Norman Automotive 
+quipment Company, Springfield 7, Mass., A Division of 
Van Norman Industries, Inc. 


VA 


N NORMAN 


VAN NORMAN IN MODERN, EFFICIENT SHOPS—EVERYWHERE! 


MACHINING 
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A column of informal 
comments about the 


automotive trade and 
its problems. 





was between five and six million, 
the new ones represented around 
ten per cent of all cars in opera- 
tion, but this ten per cent figured 
in 36% of the fatal accidents. 

“Cars two years old figured in 
only 11% of these accidents, those 
three years old in ten per cent and 
those four years old in seven per 
cent. 

“These statistics come from the 
Texas Department of Public Safety 
and presumably they apply to 
Texas’ experience only. 

“In the main these figures apply 
in the same ratio to every year 
from 1950 to 1956, so there is 
nothing freakish about them. 

“What they indicate is any- 
body’s guess, but it appears obvi- 
ous that the age of automobiles has 
little reference to their operating 
safety. Is it that people place more 
confidence in a new car and 
therefore demand more of it in the 
way of top speed? Or is the im- 
pulse to let ’er out with a new car 
irresistible? 

“In 1956 the speed rate of 51 to 
60mph figured in a larger percent- 
age of accidents than any other 
grouping—19%. The 61 to 70mph 
grouping accounted for only 11%, 
but above 70mph for 17%. We as- 
sume the higher percentage in the 
51-60 grouping is due to the fact 
that more people operate within 
that limit than between 61 to 70, 
hence the greater exposure. By the 


- Address any comments to: South- 
ern Automotive Journal, 806 
Peachtree St., N.E., Atlanta 8, Ga. 
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count on 


CARTER 


® FUEL SYSTEMS 


for fuel filters that pull in profits 


Now, pull in more profits with the strong sales magnet that fits inside any Carter Fuel Filter, 
attraction of these famous Carter Fuel Filter traps and holds smallest particles of iron oxide 
Assortments: Specially designed Ceramic Filter- which can cause flooding. Filters to fit nearly 
ing Element with microscopic pores. Carter’s any make or model of car or truck. Call your 
exclusive Magnatrap®, a powerful permanent Carter supplier for complete details. 








Fits ina 
minute into 
all CARTER 
Fuel Filters 


Feast — Paces 
tacopree) 


om a ae me —e CARBURETOR 


ns On Oh -2-20)-2-Oe a! 


ST. LOUIS 7, MISSOURI 
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same token, comparatively few 
people operate beyond 70mph, but 
the percentage of fatalities jumps 
up to 17. Above 70, the percentage 
of fatalities to cars involved must 
soar very high indeed.” 


DISTILLED WATER 


Raleigh, N. C. 

Gentlemen: 
We are seeking information on 
where to purchase or how to make 
a water still for making distilled 


water for storage batteries. 

There seems to be a general idea 
around here that it is not necessary 
to use distilled water in a battery, 
and all service stations and even 
the battery distributors use com- 
mon tap water. We have found 
it ruins a battery in a very short 
time, due to the fact that nearly 
all water here is full of iron and 
even the city water supply is full 
of harmful chemicals. 

We have been experimenting for 
the past year or so using pure rain 
water caught in a large glass ves- 





“I'm no salesman... 
l run a garage! 


Thank goodness 
WA 


these babies 


ARMOR-FLEX 
New Front Floor Deluxe 


sel, and have found that our truck 
batteries have given us far less 
trouble and are lasting much long- 
er. However, it is a great deal of 
trouble to catch rain water in suf- 
ficient quantity to supply 20 bat- 
teries. 

All the automotive distributors 
we have contacted in this territory 
tell us they know of no distilling 
equipment manufactured, but I 
know some states have laws re- 
quiring distilled water to be sup- 
plied by public service stations 
and there is bound to be some type 
of distilling equipment manufac- 
tured. 

Thank you for any information 
you can furnish us. 

M. I. Hart, Sr., 
Hart Electrical & Heating 
Service, Inc. 

Glad to supply you the manufac- 
turer of an electrical de-mineral- 
izer costing about $50 which will 
produce from five to six gallons a 
day. 


BARGAIN DAZE 


“How is that second-hand car 
you bought?” 

“T’ve just realized how hard it 
is to drive a bargain.” 


EDSELS BUY EDSELS 


Two persons named Edsel were 
reported to have been among the 
first purchasers of Edsels, taking 
delivery at midnight Tuesday be- 
fore the official showing of the 


FLOOR-PRIDE 


No salesman needed! Whether displayed at a garage, service station 
or car dealership, the new Deluxe Floor Pride sells itself! Here is a 
front floor protector mat giving full door-to-door protection on toe- 
board, floorboard and over-the-hump. Available in choice of 3 spar- 
kling colors plus white or black to match any car interior. 


new car on Wednesday, Sept. 4, 
by dealers. 

Early-buyer Edsel Riley took de- 
livery of his Edsel in Sarasota, Fla., 
while Gainesville, Ga., was de- 
livery site of Edsel Benson’s Ed- 


Matching Deluxe onthe sono sel. 


Rear floor, matching Minute- 
mot combines with Deluxe 
Floor Pride to give full- 


Fruehauf Trailer Names 
Grace Executive 


§ ge election of William E. Grace 
as executive vice-president of 
Fruehauf Trailer Co. has been an- 
nounced by President Roy Frue- 
hauf. 

Grace, a veteran in the truck- 
trailer field, was formerly general 
manager of Hobbs Trailers in Fort 
Worth, Texas, and vice-president 
of Fruehauf since November 1955 
when Fruehauf acquired the Hobbs 
firm. 

A native of Fort Worth, Grace 
was Texas vice-president of the 
American Trucking Association in 
1954 and 1955. 


America’s Most Complete Line 
Of Floor Mats & Protector Mats 


From the famous Armor-Flex Floor Mat with the “built-in contour” to 
protector mats in all sizes and styles . . . that's the Armor-Flex complete 
mat line. And it's your line to extra sales and profits. 


a Ns 


MINUTEMATS 
FLOOR MATS FLOORKINGS ECON-O-MATS 


‘DOGIN MANUFACTURING corP. 


1761 LONDON ROAD * CLEVELAND 12, OHIO 
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Ba “pre, 


This is the lifel Returning to his new, comforta 
his TEXACO Service Station, Nick Liguori is greeted by his wife and granddaughter. 


made, my oun Si 


“It's a great feeling to be your own boss. I enjoyed 
it from the day I got my Texaco dealership,” says 
Nicholas A. Liguori of Newark, N. J. With his son 
and nephew as partners, Nick operates a busy 
7-man station. 

“I've been a Texaco Dealer for 23 years. Before 
that, I worked in a garage. I had a hankering to be 
my own boss. 

“Yes sir, my Texaco sign is a valuable asset. We 
all have more take-home money, thanks to it. And 


says Nicholas Liguori, successful Texaco Dealer 


we've never worked with finer people than the 
Texaco men—right from the district manager 
to the salesmen. They are just as concerned with 
the success of our station as we are .. . help with 
merchandising and inventory control and in many 
other ways. 

“Any prospective dealer who needs help will find 
Texaco really cooperates . . . helps a fellow get 
started and trains him how to make the business 
pay off in hard cash. What more can you ask?” 


a eaeeniadialceies 





6 reasons why you can make 
money as a Texaco Dealer! 


THE BEST petroleum products, known and accepted by 

car owners in all 48 states. Continuous research and 

development insure that Texaco will always have out- 

standing products. 

THE BEST and biggest national advertising program 
. constantly selling Texaco Dealers to car owners 

everywhere. 


THE BEST point-of-sale promotion material to help 
bring customers in and bring them back! 


THE BEST customer credit card —in fact, the only 
petroleum credit card honored under one sign in all 
48 states . . . and in Canada, too. 


THE BEST retailer policy — Texaco doesn’t compete 
with its dealers . . . makes available to them nationally- 
advertised and accepted TBa products. 

THE BEST opportunity to cash in on “touring” business 
all year — because Texaco customers at home like to 
stop at Texaco stations when on the road. . 





WRITE OR PHONE TODAY if you'd like to be 
your own boss—a Texaco Dealer. Let’s talk 
it over. No obligation. Get in touch with the 
Texaco Division office nearest you. 


THE TEXAS COMPANY 


DIVISION OFFICES: Atlanta, Ga.; Boston 16, Mass.; 
Buffalo 9, N. Y.; Butte, Mont.; Chicago 4, IIL; 
Dallas 2, Tex.; Denver 3, Colo.; Houston 2, Tex.; 
Indianapolis 1, Ind.; Los Angeles 15, Calif.; Min- 
neapolis 3, Minn.; New Orleans 16, La.; New York 


17, N. Y.; Norfolk 2, Va.; Seattle 1, Wash. 
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Dear Bill, 

Don’t tell me, let me guess. You 
said in your last letter that you 
“had a little accident, visited the 
doctor’s office, and he spouted some 
words of warning... .” 

I’ll betcha the words of warning 
had to do with the danger of blood 
poisoning, or infection, no? Ever 
since I can remember, the various 
doctors I’ve called on when I got 
a nick or cut too big for a Band- 
Aid have lectured me on that dan- 
gerous possibility. They say it is 
beyond their understanding why 





THE Nate hie buddll 








) eee 











Y_._ Big Rear View.. 


BETA) (71 nh E 


ie SN MUNCI CE 


@ Mirror head, 
ra) rimmed 
in stainless steel. 
@ Sturdy formed steel back, 
finished in black baked 
enamel. 
e@Entire mirror glass cushioned 
in rubber channel gasket...weather- 
tight, will not vibrate. 
e@High-quality, double-strength mir- 
ror glass...permanently silvered. 
eMirror glass easily replaceable. 
e@Assemblies available in single units 
or pairs. 


For a full view of safety and 
economy, look into the 
Grote Clear-Vue and the 
complete Grote Mirror line. 
See your Jobber today, or 
write for catalog and prices. 
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ROTE CLEAR-VUE 


HEAVY DUTY \ 


n 


TRUCK MIRROR \ 


What a mirror! Every important oan’ 


ture has been incorporated i in Grote’s new 
**West-Coast” styled Clear-Vue. Plus such 
special Grote extras as simple installation 
and adjustment . . . easy parts replace- 
ment! Brackets and arms are hineed: 
pletely assembled. With no loose small 
parts, you save work, time and trouble. 


Ask about Grote’s 


com- 


“Inventory-Saving” Plan! 


QUALITY SAFETY 
ACCESSORIES 


Lamps e Directional Signals « Reflectors « Flares ¢ Mirrors 


THE GROTE MANUFACTURING CO., INC., Bellevue, Ky.» Opposite Cincinnati 





mechanics have any fingers to their 
hands or hand to their wrists when 
they see the grimy condition of 
their skin when the cuts and breaks 
occur. 

All too often the mechanic goes 
on working for a few minutes to 
finish the job before getting a 
patch over the cut, which should 
be just enough time for the in- 
fection to get a start. 

One doctor said he was almost 
beginning to believe the mechan- 
ics he treated who told him the 
oil-gasoline-kerosene in which 
they worked was antiseptic, for 
otherwise it was unbelievable that 
so many of their wounds could 
clear up without complication. 

But as you and I know, it is 
dangerous to rely on the notion 
that automobile dirt is “clean” dirt, 
for we’ve seen just enough infec- 
tion to know that any delay in 
cleaning and treating a wound can 
deal out some real misery. (Recall 
the time that both Franklin broth- 
ers got their hands infected dur- 
ing the same week? The doctor 
bandaged up both mitts on both 
guys, and everybody accused them 
of having been in a family fight. 
They were back on the job in a 
week, but some of the other cases 
we know about mean long hos- 
pital sojourns and a couple of the 
guys almost checked out of the 
picture for good when the infection 
spread.) 

We now have a permanent sign 
on the shop bulletin board giving 
the phone numbers and addresses 
of the doctors we recommend for 
various types of injuries, so there 
is no excuse for delay. (I think 
the sign serves as a daily warning 
to the boys to be careful in their 
work so they won’t have to make 
use of the doctors.) Both the parts- 
men and the service crew have 
been trained in first aid and we 
keep the equipment handy, so even 
the smallest injury gets attention. 

Almost every service meeting in- 
cludes a lecture on safety meth- 
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How To Repair Acrylic Finishes 
asy Way! 


JADE MIST 


Renal sr wine wermoce! 


oducts 
sted 

y car 

9 acrylic 
nal 


DURACRYL Pr 

have been te 

PUBARY bs eatenert and approved P 
manufacturers usin 


Dieser now makes tv possible to repair the new acrylic finishes on origi 
lacquer finishes used on many of today’s new cars as easily 

as repairing standard lacquers. 

@ For this purpose Ditzler has developed a simple 3-point 

system of completely integrated acrylic products. DURACRYL 

colors are made from a basically new chemical compound with SEND TODAY FOR 


, | 
outstanding appearance and performance qualities. New x . 
DURACRYL is a distinctive, modern development of the re- ‘THE EASY WAY”! 


search laboratories of Pittsburgh’s Paint Division. 

@ Ditzier’s new DURACRYL 3-point system can be used for 
spot touch-up or for complete refinishing on cars originally 
finished with acrylic type lacquers. New DURACRYL colors 
are available in all the acrylic colors currently being used 
by manufacturers on new cars. 


DITZLER’ 


PAINTS + GLASS + CHEMICALS « BRUSHES « PLASTICS + FIBER GLASS 














IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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ods for keeping out of trouble. 
There is always double-trouble 
if the Bull-of-the-woods ever 
catches anyone “saving time” by 
cutting, chipping, buffing or grind- 
ing without wearing the goggles 
that are hung over every bench 
and machine where flying abra- 
sives or metal cuttings are present. 
If anyone slides under a car sup- 
ported only by the floor jack — 
and no axle-stands — he’s had it! 
It’s the standing joke here that it’s 
far better to have a car slip off 
the jack and land on you — than to 


have the old man land on you when 
he sees no stands in position. 

I guess he’s right, too, when you 
stop to think of all the dangerous 
possibilities in our work. The care 
we take in avoiding being blown- 
up or burned-up, run over, fallen 
on, blinded, lead or carbon-mon- 
oxide poisoned or what have you, 
it’s a wonder we manage to get 
home safely in order to slip and 
fall in the bathtub or take a brodey 
down the basement stairs after 
tripping on Junior’s roller skates. 

Yrs, Ed 





MODEL 4200 
BRAKE BLEEDER 





ONE MAN OPERATION. 
May be used anywhere— 
inside or outside. Small 
— handy — easy to store — 
easy to clean — simple in 
use and construction. 
Makes brake bleeding a 


MODEL 3500 
BRAKE DRUM 
MICROMETER 


Range 8” to 
Mikes all drums on or off Drum 
Lathe. Accurate and sturdy. Plas- 


18%” diameter. 


profitable operation. 


MODEL 1000 
BRAKE CYLINDER 
HONE KIT 


Range 4” to 214”. Cor- 
rects corrosion, pitting or 
roughness on all types of 
hydraulic brake cylinders 
including single and dou- 

ble bore types. Cylinders 
may be honed on or off 
car. Driven by any 4" _~ 
electric drill. ch 


for fast, profitable 
brake service... 


AMMCO 


Checks drum size and sc- R k S ' T | End cylinders. Flexible 
curately sets shoes accord- ra 4 ervice 00 S drive permits honing 


MODEL 1750 
BRAKE SHOE 
SETTING GAGE 


ingly. Use on Ford and 
Chrysler products with 
Lockheed type brakes. 
Cures brake squeal and 
pulling problems. 


74 


and Equipment 
AMMCO TOOLS, INC. 2110 Commonwealth Ave., North Chicago, Ill. 
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tic covered direct-reading Dial. 





MODEL 1650 
BRAKE CYLINDER 
SURFACING HONE 


Surfaces all car wheel 
and master cylinders in- 
cluding Chrysler Blind 


cylinders on or off car. 
Only one adjustment. 
Slide Lock Ring into 
position and you are 
ready to hone. 





Finance Group To Air 
Cars and Economy 


HE relation of the automobile 

industry to the nation’s econ- 
omy and important special seg- 
ments of it will be discussed at the 
24th annual convention of the 
American Finance Conference to 
be held Nov. 4-6 at the Hotel 
Statler, Washington, D. C. 

Mutual interests of the automo- 
bile sales finance industry, manu- 
facturers, dealers and banks will 
be discussed by Byron J. Nichols, 
general manager, group marketing, 


General Manager Nichols 


Chrysler Corp.; Fred M. Sutter, 
president of the National Automo- 
bile Dealers Association, and El- 
mer E. Schmus, vice-president and 
cashier of the First National Bank 
of Chicago. 

Addressing the association on 
the over-all economy and the gov- 
ernment’s role will be William 
McChesney Martin, chairman of 
the Federal Reserve Board; Gabriel 
Hauge, President Eisenhower’s 
special assistant for economic af- 
fairs, and Senator Homer Capehart 
(R-Ind.), member of the senate 
banking and currency committee. 

Convention sessions will also be 
devoted to forum discussions of op- 
erational problems. 


American Motors Sends 
Sloggett to Dallas 


J. SLOGGETT has been appoint- 

e ed zone manager of Ameri- 

can Motors’ Dallas zone, succeed- 

ing M. C. Berner, who resigned, 

according to Roy Abernethy, vice- 

president of automotive distribu- 
tion and marketing. 

A veteran of 18 years in the au- 
tomobile business, Sloggett former- 
ly worked for Studebaker-Pack- 
ard Corp. in Buffalo and at one 
time operated a new-car dealer- 
ship. 





~ 
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There’s a custom-made Rochester Kit to 
speed every carburetor job! 


—— —_ 


Cut service time .. . sew up more profits with Rochester 
Carburetor Repair Kits. These streamlined kits supply 
you with just the parts you want for the job. You have 
three choices: complete parts kits contain all parts and 


gaskets, including flange; gasket kits hold all gaskets HESTER 

plus flange; or there are flange gaskets in separate 

envelopes. Order your Rochester Repair Kits from your RBURETORS 
UMS-Rochester sales representative. 

WRITE TODAY ABOUT ROCHESTER'S FREE CARBURETOR TRAINING! esque: paseerts errmen oe 

Become a carburetor specialist and boost your earnings. Write to Service GENERAL MOTORS, ROCHESTER, W. Y. 


Dept., United Motors Service Division, General Motors Corp., G. M. Bidg., 
Detroit 2, Mich. for complete information on how to start your training. 


Specified as original equipment on more new cars than any other carburetor 
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Here's the trading edge you need 


JAArvin 


SERIES “‘20” 
Universal Recirculating Hot Water Car Heaters 


A trading edge on “‘close’”’ deals — A profit edge on “‘solid”’ deals 


A selling edge on ALL deals 
For proved reliability, for value, Arvin heaters are or old (see list, opposite page) . . . Compact as it is 
easiest-to-sell by far. And in this keenly competitive efficient, the Arvin Series ‘‘20”’ is proportioned for 


car-selling year your market is big! With 6 and 12 _ easy installation in small or odd-shaped spaces in 
volt models, Arvin fits 3 out of 4 cars and trucks, new passenger cars and truck cabs. 


* 
Awvim-«rst IN CAR HEATERS SINCE 1921 
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in todays ‘shoppers’ market! 


Ost-performs many costlier heaters— 


wie VI n «4 Ss : Easy, fast installation 


“BIG-HEARTED” 


up To ae 


The “heart” of this heater is 
a huge-capacity honeycomb 
copper core with 2800 square 


inches of radiating surface. It 
provides a complete change of 
water every 2 seconds at 
normal driving speeds, for 
i super-speed heat distribution. 


compared to costly car-factory heaters FAN 


for fast air-flow! 


The king-size, 8-blade, 7- 
inch fan moves 150 cubic 
feet of warm air per 
minute. Circulates all the 
air in an average-size 
sedan or truck cab every 
2 minutes for maximum 
comfort. 





6 and 12 volt sizes 


fit all these lowest-priced, largest-selling 1957 cars: 
FORD, CHEVROLET, PLYMOUTH, PONTIAC, DODGE, DE SOTO 


° + 
= 
List Pric Plus 1957 Chevrolet, Dodge and GMC trucks 
and all these prior models: 


O n t 4 $36” ani Chevrolet cars and trucks, 1954 thru 1956. 

DeSoto, 1950-54-55-56. 

Dodge cars, 1950-53-54-55-56; trucks, 1950 thru 1956. 
Liberal dealer discount Ford cars and trucks, 1950 thru 1956. 
Mercury, 1950 thru 1956. 
See your Arvin distributor nappa Se ood 
, ru ; 

Studebaker cars, 1951 thru 1954; trucks, 1951 thru 1956. 











* 
Electrenics and Appliances Division Arvin INDUSTRIES, Inc. Columbus. Incic 


Arvin also manufactures: Portable Electric Heaters, Home Radios. Fans 
Lectric Cook, All-Metal Ironing Tables, Leisure Furniture, and “Charkv’’ Outdoor Grills 
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smallest pistol grip 
power wrench... 


onthe market! 


* 
* 
% 


Walter J. Cooper has been named 
Ford Division general sales man- 
ager, according to Vice-President 
and General Manager James O. 
Wright, filling the post vacated by 
the elevation of Charles R. Beach- 
am to company vice-president and 
assistant general manager of the 
division. Most recently western re- 
gional sales manager with head- 
quarters in San Jose, Calif., Cooper 
kas held sales positions with the 
company at Dallas, Texas, and 
Jacksonville, Fla. 


Auto-Lite Co. Sets Up 
Instructors’ School 


MEET the critical shortage of 
trained automotive servicemen, 
The Electric Auto-Lite Co. has ini- 
tiated a fall schedule of field in- 
structors qualifying schools for se- 
lected, experienced servicemen. 

Co-sponsored by Auto-Lite and 
its central service stations in key 
cities across the country, the men 
selected for the week-long schools 
will each have a minimum of five 
years’ actual experience in auto- 
motive electrical servicing and re- 
pair. 

Graduates will be grounded in 
the basic theory of automotive 
electricity, brought up to date on 
the latest new-car electrical devel- 
opments, and “taught how to 
teach” fundamentals of electrical 
servicing diagnosis and repair. 





Service j b 
instrument i Long Mfg. Names Schmal 
© Weighs only 41; the General Sales Manager 


® Overall length: S134. ® Foolproof reverse valve H. ScHMAL, formerly sales 
: e manager of special products, 
has been appointed general sales 
manager of Long Mfg. Division, 
Borg-Warner Corp. President and 
General Manager T. J. Ault an- 
nounced. 


In Promotion of Roy Norton to di- 
«he rector of engineering was also an- 
nounced, Norton was previously 


11 ; : : 
Broadway, New York 4 N.Y assistant director of engineering 
Rete and transmission engineer. 


® Natural tr; 


® Rubber n 
OSe se . 
contro] als out dirt 


bad Famous I-R Multi 
. ulti-Van ; 
® Ha : e air 
nd formed grip kasi backed by over 50 
TS experience 
Form 5227, 


gger finger 


Write for descriptive flyer 
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Appointment of William A. Hol- 
brook, 35, as manager of Buick 
Division’s Jacksonville, Fla., zone 
has been announced by General 
Sales Manager Edward C. Ken- 
nard. Formerly assistant zone man- 
ager at Memphis, Tenn., Holbrook 
succeeds Frank M. Leigh, who has 
been named manager of Buick’s 
Pacific region. Charles D. Godwin 
has filled Holbrook’s former Mem- 
phis post. 


Inter-Industry Committee 
Reelects Tompkins 


D. TOMPKINS, vice-president 

e of The Firestone Tire & Rub- 

ber Co., has been reelected chair- 

man of the Inter-Industry Highway 
Safety Committee. 

Charles C. Freed of Salt Lake 
City, Utah, a past president of the 
National Automobile Dealers As- 
sociation, was reelected vice-chair- 
man and Walker A. Williams, vice- 
chairman of Ford Motor Co.’s deal- 
er policy board, was reelected sec- 
retary-treasurer. M. R. Darlington, 
Jr., is managing director. 

Elected to board membership 
were J. B. Wagstaff, vice-president 
in charge of sales, De Soto Divi- 
sion, Chrysler Corp.; S. A. Skill- 
man, vice-president in charge of 
sales, Studebaker-Packard Corp., 
and G. R. Cuthbertson, vice-presi- 
dent of United States Rubber Co. 
and general manager of its tire 
division. 

In addition to the officers, those 
elected to the executive committee 
of the board of directors were W. 
F. Hufstader, vice-president, Gen- 
eral Motors Corp.; J. A. Hoban, 
vice-president, marketing, The B. 
F. Goodrich Co.; Frederick M. Sut- 
ter, president of National Automo- 
bile Dealers Association, and L. E. 
Stone, Jr., first vice-president of 
National Tire Dealers and Re- 
treaders Association and a Fire- 
stone dealer in Fort Smith, Ark. 
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...the only electric 
power wrench... with 
automatic shut-off torque control 





SIZE 5UT IMPACTOOL 


v 
TORQUE CONTROL 


This selector 


knob engages the } 
automatic shut-off device 
... the unique feature essential 

4h, 


to true torque control 
Yours at no extra 


cost! 


(18-546 
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jobber who supplies 
brake shoes 
bonded with 


> 
e a? f 
Pr are 08 g') rN S : 


.-- Skilfully bonded 


by an experienced 
independent bonder 
in your area! 





National is brass-chip impreg- 
nated for better heat dissipation, 
gives longer service because it’s 
friction controlled. Extremely 
dense composition affords 
dependable braking in all 
weather. 


Write now for details! 


NATIONAL BRAKE BLOCK 


CORPORATION 
Since 1919 


37-17 57th St., WOODSIDE 77, N. Y. 
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Ford's Raviolo Proposes 
Three-Fold Safety 


THREE-FOLD approach to safer 

transportation through more 
widespread use of seat belts and 
other safety equipment, improved 
roads and uniform traffic regula- 
tions, plus continued progress in 
motor vehicle design, has been 
proposed by Victor G. Raviolo, 
special assistant to the vice-presi- 
dent-engineering and_ research, 
Ford Motor Co. 

Speaking before the 25th annual 
meeting of the American Associa- 
tion of Motor Vehicle Adminis- 
trators in Roanoke, Va., Raviolo 
stressed the importance of seat 
belts. He cited data compiled re- 
cently by Cornell University re- 
searchers which show, in a sizable 
sampling, that 75.5% of accident 
car occupants without seat belts 
sustained some degree of injury. In 
identical accidents, wearing seat 
belts, only 29.9% of the persons in- 
volved had any degree of injury. 

He emphasized the need for co- 
operation in research leading to 
the building of better, safer roads, 
and also advocated the adoption of 
uniform traffic regulations ad- 
ministered by the various states. 

Another approach to safer trans- 
portation, he said, is a new design 
concept aimed at a closer integra- 
tion of the driver to his vehicle. 

“Under this concept, the driver 
is no longer a detached part of a 
whole,” Raviolo said. “Instead, he 
is driving, as a part of a complete 
system, a vehicle which has been 
specifically designed with him in 
mind, and he is driving over roads 
similarly planned and construc- 
ted.” 

All factory engineers do not 
agree on the relative value of 
using seat belts. 


AC Predicts More Cars 
To Get Warning Device 


oe a year more than one 
and a quarter million cars 
will be equipped with its “mechan- 
ical conscience,” according to AC 
Spark Plug Division of General 
Motors. 

The AC-developed device, intro- 
duced on the 1957 Buicks, has been 
adopted for use on the 1958 models 
of two additional manufacturers, 
the division disclosed. Use of simi- 
lar speed warning devices next 
year by other car manufacturers 
was forecast. 

Glen R. Fitzgerald, director of 
engineering and equipment sales, 
reported that four out of five 





Appointment of Joseph E. Bayne 
(shown here) as general sales man- 
ager of the new Lincoln and Mer- 
cury Division of Ford Motor Co. 
has been announced by James J. 
Nance, general manager of the di- 
vision and vice-president of Ford. 
Bayne will be responsible for the 
sales policies and coordination of 
the selling effort of both Lincoln 
and Mercury cars, with separate 
merchandising activities to be 
maintained on each line, Nance 
said. From 1947 until his assign- 
ment to the company’s dealer 
policy board in 1956, Bayne was 
general sales manager of the for- 
mer Lincoln-Mercury Division, 
which has now been re-combined. 
Many Mercury dealers, at their 
state dealer conventions, told SAJ 
editors they welcomed Bayne be- 
cause of their admiration of his 
sales leadership and capacity to 
inspire dealers in his division. 


Buicks sold this year were 
equipped with the “‘buzzer’”’ device 
which is connected with the speed- 
ometer and can be set to sound a 
warning at any speed the motorist 
desires. 


De Soto "Pushbuttons" 
Gain in Appeal 


HEN the 1957 model] run was 

completed, 99.3% of all De 
Sotos had been equipped with 
pushbutton transmission of either 
the Power-Flite or Torque-Flite 
type, according to Vice-President 
J. B, Wagstaff. 

In the two years that De Soto 
has offered owners pushbutton 
driving, they have practically ob- 
soleted standard shift transmission, 
Wagstaff said. This was particular- 
ly true of the Firesweep, or low- 
priced De Soto, models which were 
assembled with less than two per 
cent equipped with standard trans- 
missions. 

In an “open-end” question made 
to this year’s owners surveyed on 
features they like best, one out of 
three reported that they “especially 
liked pushbutton driving,” while 
91% voted the two De Soto auto- 
matic transmissions “excellent.” 
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MODEL CH-422 
All Steel 22" 
Se/f Propelled with 
2 Speed Transmission 


In 1958...one line to sell 
every power mower prospect! 


Certified 


SENSATIONAL NEW POWER ARM 


WITH ATTACHMENTS 
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Built to sell...stay sold and 
bring profit to the dealer... 
that’s CERTIFIED for 1958. 
Here is a complete line of power 
mowers in both reel and rotary 
models . . . walking or riding to 
cinch every sale. Competitively 
priced to meet and beat com- 
petition and packed with qual- 
ity. Sell CERTIFIED in 1958 
and you too can make real 


WRITE TODAY FOR THE COMPLETE 
CERTIFIED PROFIT LINE STORY 


MANUFACTURED BY 


WESTERN TOOL & STAMPING CO. 
World's Largest Producer of Power Lawn Mowers 


2725 SECOND AVENUE + DES MOINES 13, IOWA 
DEPT. SA-!! 
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UALTTY 
CONTROL 


The reason 
P&D parts rate highest 


P & D’s rigid control system starts with the 
raw material, follows through every step in 
manufacture to a triple check of the finished 
product. Result? — Assurance of the 
Quality you need for high compression 
engines today ! 

for instance — 


COILS 


P&D makes the highest tested coil in the 
American market — by actual laboratory and 
road tests. 

Coil towers of highest dielectric “PLASKON” 
materials — internal windings assuring greatest 
output, minimum brake ‘current — insulation of 
special quality glazed steatite — sleeves of mag- 
neto type to insure easy starting, no miss at high 
speeds — silicon steel balanced for high output 
and no burn out at low speeds. 


In coils —as in all PED ignition parts 
this Quality Control all adds up to more 
satisfied customers — more profit for you. 


pn MANUF ., INC. 
(PD UFACTURING CO., INC 


Established 1920 
19-02 Steinway St., Long Island City 5, N.Y. 


Export Sales: Borg Warner International, 36 So. Wabash Ave., Chicago 3, Ill. 





Temporarily renamed “The For- 
ward Look,” this 150’ airship is 
currently being used by Chrysler 
Corp. to promote the sale of its 
Plymouth, Dodge, De Soto, Chrys- 
ler and Imperial cars. Eleven-foot- 
high electrically illuminated letters 
flash the advertising message. Vis- 
iting many of the larger U. S. cities, 
the ship will complete its promo- 
tional tour in Miami, Fla., Oct. 16. 
A captain and three co-pilots make 
up the ship’s crew, while land ve- 
hicles follow its course to handle 
arrangements for mooring. 


Tarheel Dealers 
Endorse NADA 


HE executive committee left no 

doubt recently what the North 
Carolina Automobile Dealers As- 
sociation thinks of the 40-year-old 
National Automobile Dealers Asso- 
ciation. 

After it “took up a number of 
controversial issues and after a 
thorough discussion,” it adopted a 
resolution “favoring and endorsing 
the activities of NADA on behalf 
of dealers in the area of service 
responsibility and other fields of 
endeavor to improve inequities 
now existing in the automobile re- 
tailing industry with regard to 
dealer - manufacturer relation- 
ships.” 

This was interpreted as an an- 
swer to the Authorized Dealer 
Survival Association, which orig- 
inated in Oklahoma and has won 
endorsement from a number of 
state associations in its own effort 
to checkmate bootlegging and 
cross-selling. 

A somewhat similar resolution 
was adopted by the Georgia Auto- 
mobile Dealers Association at its 
annual convention in August. 

More recently the Maryland 
dealers’ association has endorsed 
NADA and its achievements and 
urged its members to give full sup- 
port. 


Andress Dies at 59 
In Shreveport 


THAD Andress, 59, president 
e and founder of the Andress 
Motor Co., Inc., of Shreveport, La., 
died of a heart attack recently. 
At one time Andress had inter- 
ests in dealerships throughout 
Louisiana. He was a former presi- 
dent of the Shreveport Automobile 
Dealers Association, a former di- 
rector of the Louisiana Automobile 
Dealers Association and in 1951-52 
was a member of the National 
Ford Dealers’ council. 
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Mr. Dealer—Here’s how to 


make a $7.15 per car sale 


on an operation as simple 
as an oil change! 


<P 


* Flare Liqui-Matic Fluid retails for te Oger 
65c a qt. The average A uses 11 qts., K DRI AND UW) The 
which makes a total sale of $7.15. In addi- — ay 
tion, many dealers make a charge for serv- —— 


ice. Your opportunity for greater profits. eee 


Over 20,000,000 Automatic Transmission Cars are Potential 
Customers ... Millions More Are Built Each Year! 


These units require a refill every 15,000 to 25,000 station can render this service. Your local jobber 
miles. The Service Chart which the Bell Com- has FLARE LIQUI-MATIC FLUID available in 
pany offers, fully explains how to service and convenient sizes. Contact him today. 

refill these transmissions. Any garage or service 


FLARE LIQUI-MATIC TYPE ‘‘A"’ IS RECOMMENDED FOR ALL POWER STEERING UNITS 


Se eee eea eee eee eS See a a a a ae ae 
MCL, SERVICT ant § THE BELL COMPANY, Inc. pert. sa ; 
We as 8 411 N. Wolcott Ave., Chicago 22, Ill. 
New Service Wall Chart On = ' 


Automatic Tronsmissions ; =S= : Please send me immediately a free copy of your 
for mechanics Service Wall Chart on Automatic Transmissions. 


drain refilling all 

automatic and semi- 

automatic transmissions, and Hud- 

—* wet clutches. Mail the coupon 
odey. 


THE BELL COMPANY, Inc. 
411 N. Wolcott Ave., Chicago 22, Ill. 
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APUROLATOR 
FALL FILTER CHECK 


EL OE I OE TL SRR 


WH change art 
Into payairt! 


PUROLATOR PRODUCTS INC., RAHWAY, N. J.; TORONTO, ONTARIO, CANADA 


iL amie: Meee. ieee eae ee 
> iis ile Stak Ras = arses ESE 
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Yes, tired filters loaded with summer-driving dirt mean cash 
—extra volume and profit no dealer can afford to ignore. 

And this fali Purolator filter business is more important 
than ever before. 

This fall Purolator offers the two-way sales opportunities 
of America’s No. 1 Oil Filter—plus—the new Purolator Air 
Filter for all cars and trucks in the Ford and Chrysler lines. 

Don’t overlook the terrific money-making opportunities of 
a Purolator Fall Filter Check. It means prime business that’s 
as natural as the change in seasons. Be sure you have 
enough stock. 


What a team to clean up with! 


PURQOLATOR 


“Purolator” Reg. U. S. Pat. Off. Ol L AN D AIR FI LTERS 
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Arkansas School Gives 
Textbooks to State 


ART of a $5,100 grant of text- 

books by Auto Mechanics In- 
stitute of Hot Springs, Ark., was 
handed over recently te State Di- 
rector of Vocational Education 
Jake Ruppert. 

The books, 504 of which were 
A.M.I. Hydra-Matic manuals and 
50 A.M.I. handbooks entitled “Fun- 
damentals for Success and Profit in 
the Garage and Service Station” 
will be used by vocational shop in- 


structors and students. 

Rights to the handbook have been 
purchased by the Motor and Equip- 
ment Wholesalers Association for 
use by its members. MEWA in turn 
has given reprint privileges to the 
Independent Garage Owners of 
America, for use as an Official 
handbook. 

Said Frank O. Bregnard, presi- 
dent of the institute, on making the 
presentation, “I hope this move 
will start many others toward 
helping vocational school auto shop 
training. The industry has never 





and NOW! hand brings you 


A POWER TIMING LIGHT OF 


wnegualled dependability ge 


here, at last, is the AC power timing 
light you’ve been asking for—with a 
totally new circuit that stays cool even 
after long hours of sustained operation— 


won’t bake or burn-out—has a life 


expectancy many times greater than that 


of any other light on the market. 


But that’s not all—just check the other 


important plus features of the Herbrand 


HT-670: 


NEW XENON STROBOSCOPIC LAMP 


¥ longer burning, brighter narrower 
beam pinpoints the timing mark. 


LIGHT-WEIGHT CASE 


f) shock proof, compact and precision 
7 balanced—designed for use in the 
most cramped quarters. 


WILL CHECK 6-12-24-48 VOLTS 


and magneto. 110 Volt power 
source—only two connections 


required. 
THE HERBRAND HT-670 


full year. The Herbrand HT-670 is 


4 is guaranteed unconditionally for one 


the power timing light that every 


modern mechanic will want. 


Ask your jobber. 


DEALER'S NET $2595 


EQUIPMENT 


HERBRAND DIVISION e BINGHAM-HERBRAND CORP. 


FREMONT, OHIO 
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Appointment of Thomas J. O‘Neil, 
veteran sales executive, to full 
membership on the Ford Motor Co. 
dealer policy board has been an- 
nounced by Benson Ford, vice- 
president and chairman of the 
dealer relations unit. O’Neil joined 
Ford in November 1915 and in his 
42 years with the company has 
traveled throughout the nation in 
sales capacities. For years he was 
stationed at Memphis, Tenn., and 
is well known over the South. 


needed so many men.” 

Bregnard’s organization has been 
conducting many mechanic-train- 
ing classes over the country. 


Automotive Old Timers 
Honor Industry Heads 


IVE outstanding leaders of 

American industry were to be 
honored on Oct. 8 at the 18th an- 
niversary dinner of Automotive 
Old Timers at the Waldorf-Astoria 
Hotel in New York City, President 
Willard F. Rockwell announced. 

The event was a salute to the 
petroleum industry with Frank M. 
Porter, president of the American 
Petroleum Institute, as guest of 
honor. 

Recipients of the distinguished 
service citations were: Eugene Hol- 
man, chairman, Standard Oil Co. 
(N. J.); W. Alton Jones, chairman, 
Cities Service Co.; John L, Mc- 
Caffrey, chairman, International 
Harvester Co.; Thomas W. “Tom- 
my” Milton, twice-winner of the 
500-mile Indianapolis Sweep- 
stakes, and Dr. Robert E. Wilson, 
chairman of the Standard Oil Co. 
(Ind.) 

William G. Power, advertising 
manager of Chevrolet Division, 
General Motors Corp., was the 
principal speaker. 

This annual get-together attracts 
hundreds of factory executives and 
dealers well known over the na- 
tion. 
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... Made for the job! 


e easier for you fo install 


e performance your customers want 


Designed for the specific job they are expected to do, BCA 
ball bearings are made by a company with 50 years of 
specializing in bearings for the automotive field. Use them 
for wheel, generator, clutch, transmission and differential 
installations in your replacement work. You can get the 
bearing you need when you need it—quickly, from your 
automotive jobber. 


BCA ball bearings are widely used as original equipment in 
cars, trucks, buses and agricultural machinery. They are 
preferred for replacement work because of perfect fit, easier 
installation and dependable, long-life performance. It will 
pay you to insist on BCA ball bearings. 


Pe TN ET 
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the new 


STORM-WVUOLCAN 


the name Famous 
for FIRSTS: 


@ Famous for FIRSTS . 


athe aaa 


TURBO-BLAST machines put more profit in automotive... 
aviation. ..industry and research projects because: §f 
STORM-VULCAN was FIRST to introduce the TURBO-BLAST 
principle for cleaning all types of parts and metal goods with the 
use of chemicals applied by force under controlled agitation. 
TURBO-BLAST enables you to profit more because it was FIRST: 


@ To apply violent agitation through mechanical design 
for cleaning engines and parts undergoing overhaul 
@ To clean engine parts economically and in a minimum of time 
@ To apply this principle for cleaning jet aircraft engine parts 


TURBO-BLAST units were FIRST to clean hot sections 
of jet engines 100%, permitting inspection and repair 
of these stainless steel parts better in less time than ever 


before. Wonderful for aircraft engines... 
terrific for automobile engines. tL “ 
~ >, ——— SS 


STORM-VULCAN takes your machine shop out of the RED! 


Storm=-Vulcan, Inc. 


Equipment for Industry, Government, Research 





2225 BURBANK STREET ® DALLAS 35, TEXAS 
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Byron Nichols Sounds Homesick; 
Paints Bright Skies for South 


b hng was no doubt that one of 
the biggest executives of 
Chrysler Corp., a man who had 
lived for years in Texas and Geor- 
gia, was a bit homesick last month. 

Said Byron J. Nichols, president 
of Chrysler Motors Corp., which 
has exclusive charge of ordering 
all cars to be produced by Chrysler 
Corp., at the annual convention of 
the Automobile Dealers Associa- 
tion of Alabama: 

“I do not believe you know the 
advantages you have living in the 
South until you move up North 
and I hope you never have to go 
through that experience.” 

Nichols, who was De Soto re- 
gional manager in Atlanta from 
1946 to 1952 and spent his child- 
hood in Dallas, Beaumont and 
Houston, said of his family: 


“We Like Detroit," But— 


“We like Detroit,” but “we look 
forward to the time when we can 
return South someday.” 

In 1950-56, Ford, Plymouth and 
Chevrolet went up 20% in price 
and in that period the basic wage 
of the average worker went up 
40%, Nichols said. 

“It looks like 1958 will be a ban- 
ner year,” he added. 

“In 1958 we will have that bank 
of 7,000,000 buyers’’ from the 1955 
record sales year, as the average 
age of a trade-in, he said, is three 
years. 

“For you dealers in the South, 
we see a bigger potential because, 
whether you see it or not, I certain- 
ly do. The South is expanding more 
rapidly than any other section of 
the country. 

“Not too many years ago the 
South had 9% of the manufactur- 
ing plants and today it has 25%, 
which is more according to popula- 
tion. 

“You certainly have everything 
working in your favor—labor and 
climate.” 

Nichols is also general manager 
of marketing for Chrysler Corp., 
and therefore must constantly 
study the market potential out- 
look. 

Nichols explained to the Ala- 
bama dealers that his subsidiary 
tells the corporation what types of 
cars, and how many, to make, bas- 
ing the orders specifically on those 
orders flowing in from the entire 
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Chrysler Corp. dealer body. 

Since this change in distribution 
was created a year ago, there has 
been a smoother flow of cars from 
factory to dealers, he reported. 

Regional managers work with 
regional managers of the various 
divisions and are permitted to as- 
sume more authority in working 
out problems, he pointed out. 


Florida Garagemen 
Approve IGOA 


UTHER Turner of Chattanooga. 

Southeastern regional director, 
and Ralph H. James of Tulsa, 
Okla., executive director of the In- 
dependent Garage Owners of 
America, shared speaking honors 
at a special meeting of the Automo- 
tive Service Association of South- 
ern Florida in Miami Sept. 17. 

One hundred and 50 garagemen 
were present and voted to join 
IGOA, as did garagemen attending 
a meeting in Wisconsin. 














, MONKEY GRIP’S FREE 
MAT MERCHANDISING KIT 
Will Increase Your Christmas Profits 


with “feather Plex 


You can sperk up your Holiday gift sales 
of Cor Mats with Monkey Grip's Christ- 
mas p ion kit ining store ban- 
ners, carton gift-cord wrap-crounds, pen- 
nants and other advertising helps. They 
dress up your store — increase your soles. 
Don't miss this profit oportynity! 











Monkey Grip Car Mats are 
available in nine colors to 
match any car interior. Per- 


\\ " | ae te for com | 


cr ae 
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DISTRIBUTOR CAP 


} 





DISTRIBUTOR ROTOR 
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DELCO-REMY ORIGINAL EQUIPMENT 
SERVICE PARTS RESTORE LIKE-NEW 
PERFORMANCE TO DELCO-REMY 
EXTERNAL ADJUSTMENT DISTRIBUTORS 





Like-new performance can be easily restored in Delco-Remy external adjustment 
distributors when Delco-Remy original equipment service parts are used. 
Naturally so, for these parts are identical in every quality detail to the parts 
that went into the distributor when it was manufactured. 


DELCO-REMY PARTS WORK BETTER BECAUSE 


q DISTRIBUTOR CAPS are designed and built with specific characteristics 
including: functional overall shape; precision fit; scientifically shaped, 
voltage-saving internal ribbing; highly dielectric, shock-resistant quality 
materials. 


a2 ROTORS are designed and built to combine maximum strength with 
minimum weight; with superior balance to insure smooth rotation at high 
speeds; with voltage-saving contours for trouble-free, easy mounting and 
for radio noise suppression (resistor models). 

x 3 CONTACT SETS are one-piece assemblies, precisely adjusted and aligned; 
easier to install and readily adjustable while the engine is running! 


Always replace with Delco-Remy original equipment service parts when you 
service Delco-Remy equipped cars and trucks. They are available from your car 
or truck dealer or the United Motors System. 


DELCO-REMY e DIVISION OF GENERAL MOTORS @¢ ANDERSON, INDIANA 


GM GENERAL MOTORS LEADS THE WAY—STARTING WITH 


DelcosRemy — 


ELEGTRIGAL SYSTEMS 


y 


4 


/ 
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End of Franchise Service Clause 
Opened Pandora's Box, Sims Says 


EMOVAL of the service responsi- 

bility clause from the franchise 
in 1949 is a major reason for deal- 
ers’ losses and low profits during 
the last four years, Elson G. Sims, 
Ford dealer of Vincennes, Ind., told 
the conventions of the Arkansas 
and Alabama Automobile Dealer 
Associations last month. 


Sims said that during the first 
four competitive years after the 
service responsibility clause was 
removed from the franchise, “the 
automobile dealers of America 
went into the greatest frenzy of 
mad, disorganized, unethical and 
chaotic selling our industry had 
ever seen. 
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a Secret 


..the secret of 
profitable 


battery service! 


Listen, Joe, there are mighty 
sweet profits in battery charging 
these com All you need is the 
right charger. One that’s so eas 
to use, it won’t interfere wit 
your routine work. That makes 
the take on a charging job real 
gravy. If that same charger is 
economical and 100% dependable 
. . . why, you got no more 
problems. 


You guessed it, Joe, I’m talking 
about the newest addition to the 
Silver Beauty line, the Model 
1010 multiple charger for 6 and 
12 volt batteries. Hang it on the 
wall or set it on the floor or 
bench. It’s series charging at the 
full rate and also handles 24 and 
32 volt batteries. Of course it’s 
backed by Triple A’s uncondi- 


tional guarantee. 


Hurry, man . . . you're losing 
money without it. 


[ERIPLE A SPECIALTY COMPANY © CHICAGO 12, ILL. 





Ford Dealer Sims 


“It was during this time that we 
reached a new low in false and 
misleading advertising, give-away 
programs, blitz merchandising, 
price packing, finance loading, and 
in the bootlegging and cross selling 
of new automobiles. 

“It was during this four-year 
period that the profit per sales dol- 
lar of the automobile dealers 
reached its lowest point and has no 
parallel in the history of our in- 
dustry.” 

Sims said, “This service respon- 
sibility is of such major importance 
to this retail industry that it should 
be handled at an early date. Recent 
dealer polls taken in several dif- 
ferent states with which I have 
been familiar, indicate that deal- 
ers are now voting from 70 to 
86% in favor of some form of 
service responsibility. We have 
been talking about this thing for 
the last three or four years and up 
until now we have had very little 
help from our associates in De- 
troit. 

“In the recent months, there 
have been at least two or three 
plans submitted on service re- 
sponsibility which are perfectly 
legal and which would go a long 
way toward correcting many of 
the major evils in the retail end of 
this business. I contend that this 
cancerous condition of bootlegging 
and cross selling in this industry 
can be handled in any 48-hour 
period in which the factories and 
dealers of this country want to 
conscientiously and sincerely sit 
down and work it out. 

“We don’t need any federal law, 
regulation, interpretation or any- 
thing else; all we need is a re- 
spect for equities. .. 

“Doesn’t the low dealer profits 
for the last five years and their 
depreciated net worth indicate that 
something is seriously wrong in 
this retail business and that a 
solution is long past due?” 
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25% MORE 


USEFUL LIGHT! 7, 


ey 
(. fp) 


MaoPAR 
ELECTRONIC SEALED 
BEAM UNITS 


SELL MORE BY SHOWING NEW NIGHT DRIVING EASE 





25% extra light, compared with old-fashioned sealed beams, 
is a big selling point to make with all your customers... 
before normai headlight failure. They’ll appreciate the new 
driving ease, safety and relaxation. Do them a favor while 
ringing up extra profits for yourself. 
WITH MOPAR ELECTRONIC SEALED BEAM UNITS YOU OFFER — 
Five extra watts for that 25% more useful light 
Less reflection from fog, rain, sleet, snow 


New beam pattern to light the whole area that’s most 
effective for safe driving 


Less headlight glare . . . less dazzle . . . less driving strain 


Up to 80 feet more illumination for greater car control 
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MoPar electronic sealed beam units are official, authentic 
Chrysler Corporation products, precision-made to highest 
quality standards and factory-approved. Order from your 
MoPar wholesaler or your Plymouth, Dodge, De Soto, 
Chrysler or Imperial dealer. 


MoPaR 
PLYMOUTH - DODGE - DE SOTO - CHRYSLER - IMPERIAL 
PARTS & ACCESSORIES 


MOPAR DIVISION > CHRYSLER MOTORS CORPORATION 
DETROIT 31, MICHIGAN 
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Brighter Year Than 1957 Looms 
Ahead, Chrysler President Says 


By L. L. COLBERT 
President, Chrysler Corp. 


R ETAIL sales of new automobiles 
in the year 1957 will probably 
reach a total of about 6,000,000 
units. 

Taken as a whole, the industry 
is having a good year, and I ex- 
pect the over-all opportunity for 
our business to be definitely 
brighter in 1958 than in 1957. This 
means that on the basis of the in- 
dications we have right now, it 
looks as if retail sales of new cars 
in the United States during 1958 
may rise above the 6,000,000 mark 
for the third time in the history of 
the industry. 

We have several reasons for 
thinking that the market for cars 


Excerpts from remarks before the annual 
Chrysler Corp. press conference Sept. 
26, held not at Detroit, as usual in the 
past, but at the swanky Americana Hotel 
in Miami Beach, with news, radio and TV 
men from the entire United States. 


next year may be better than in 
1957. For one thing, the total num- 
ber of cars sold in 1955, 1956 and 
1957 will amount to well over 19,- 
000,000. This means that there will 
be a very substantial backlog of 
one- to three-year-old used cars 
available for trading in on new 
cars in 1958. And since normally 
a very large proportion of cars 
traded in on new cars come from 
those in the one- to three-year- 
old class, this appears to present 
one of the favorable conditions for 
a healthy market in the coming 
year. 

In the record year of 1955 when 
7,400,000 new cars were sold at 
retail in the United States, 57% 
of the cars sold on installment 
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credit carried contracts for periods 
of from 30 to 36 months. This 
means that a very large proportion 
of the tremendous number of peo- 
ple who contracted for long-term 
automobile installment credit in 


1955 will be in a position to take 
on new installment obligations in 
1958. 

Closely related to this favorable 
credit situation is the continued 
strength of the used-car market. 
With the sale of used cars con- 
tinuing at high levels and with 
used-car prices holding firm, deal- 
ers are in a good position to offer 
high trade-in values on the 1958 
cars. 

We believe also that the heavy 
industry-wide promotion of new 
models will be a strong stimulus to 








met | 


Drive safe— : 
| rive warm! | 


erase | 


‘++ COMfortable heater 


Be 


Dv 
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new-car buying for many months 
to come. 

In addition to these special con- 
ditions making for a better year 
in 1958 than in 1957, there are 
some other, more fundamental 
considerations which point to a 
good and growing market for au- 
tomobiles not only in 1958 but in 
succeeding years. 

Consider, for instance, the fact 
that the number of old cars being 
scrapped and replaced is already 
close to 4,000,000 a year and that 
we expect this rate of replacement 


to continue and perhaps even to 
increase during the coming year. 
With many growth factors at work, 
including the expansion of the 
suburbs, the very large numbers 
of teen-agers who will soon start 
being added to the driving popu- 
lation, and the resulting rapid in- 
crease in multiple-car families, 
there is good reason for believing 
that the automobile market may 
range between six and seven mil- 
lion cars for the next few years. 

We are living in a time of enor- 
mous potentialities for the entire 





These Dole advertisements 
BUILD PROFITS FOR YOU 


These attractive, attention-compelling ads reach 18,000,000 
readers of the Saturday Evening Post during the all-important 


“winterizing” 


season. Starting with the October 12th issue, 


these ads urge drivers to have their cars “winterized” prompt- 
ly. And they point out the many advantages of Dole Thermo- 


stats for faster heater operation . . 
better gas mileage. . 


faster starting and warm-up... 
‘round driving satisfaction. 


. fog-free windshields... 


. and all 


Be sure you're stocked up to give your customers what they 


want... 


DOLE THERMOSTATS 


Dole means quality ... 


dependability . 


. . customers’ satisfac- 


tion. It’s proved by the fact that Dole Thermostats are now 
standard equipment on 19 out of 20 top passenger cars.* 


And remember. . 


. it takes only 16 models of Dole Thermo- 


stats to service 90% of all cars on the road today. 


Control with 


*as listed in Automotive News 


DOLE 


THE DOLE VALVE COMPANY 
6201 OAKTON STREET, MORTON GROVE, ILLINOIS (Chicago Suburb) 
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economy. A _ surging population 
which will raise the demand for 
goods and services to new levels, 
an accelerating technology direct- 
ed and applied by socially respon- 
sible business management, and a 
government leadership dedicated to 
maintaining stable growth — all 
of these dynamic elements can 
combine to keep the economy on 
the move toward realizing its tre- 
mendous promise. 

In fact, if we make the most of 
our opportunities, it is quite pos- 
sible that the rise in the standard 
of living that we have seen in the 
12 years since the end of World 
War II can be more than equaled 
in the next 12 years. 

For our part, we at Chrysler 
Corp. believe we can make our 
greatest contribution toward this 
end by continuing to invest in 
plants and equipment and in re- 
search and development... . 

In recent months every thinking 
American has been concerned with 
the problem of inflation. Beneath 
the surface of all the proposals and 
counter-proposals for curbing the 
strong inflationary trend of the 
past two years there is the fear, 
it seems to me, that unless we find 
some way of controlling the rise 
in costs and prices we may mort- 
gage the future and rob ourselves 
of the golden opportunity that lies 
ahead. The threat of continued in- 
flation is a shadow across the face 
of what is potentially a very bright 
future. 


Business Prospects Ahead 
(Continued fom page 33) 


ness fluctuations considerably. 

3.—There seems little doubt 
that panicky fear drove the de- 
pression of the 1930’s deeper than 
the economic circumstances alone 
would have. For example, in the 
absence of any secondary markets 
there was no way to check liquida- 
tion. And there was no cooperation 
mechanism through which a united 
effort could be launched against 
downward pressures. Government 
played a relatively passive role, as 
did industrial leaders whose posi- 
tions of economic power ought to 
have required responsibility, but 
did not. We are vastly improved in 
these respects today. 

4.—Since the depression of the 
thirties we have adopted so-called 
built-in stabilizers upon which we 
are counting to soften a fall, if 
needed. I refer, among others, to 
social security, to the insurance of 
bank deposits and the employment 
act of 1946. 
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On this and the following pages is an excellent selection of free 
Automotive literature. List numbers of those desired on the coupon 
and mail to SOUTHERN AUTOMOTIVE JOURNAL. 





101 WRITE FOR CURTIS LITERA- 
TURE ASSEMBLY KIT C-6—Gives 
full information on Curtis Air Compressors, 
Jurtis Car Washers and Ourtis Auto Lifts. 
Curtis Pneumatic Machinery Division of 
Ourtis > > om 1938 Kienlen Avenue, St. 
Louis 2 
10 MODEL NUMBER INTERCHANGE 
—Handy reference sheet with com- 
plete listing of all passenger cars by model 
number interchangeably with model name. 
Saves look-up time by including car model 
data not found elsewhere. Useful as a sup- 
plement to every automotive parts catalog. 
—_ Mie. Co., 20-21 Wagaraw Rd., Fair 
Lawn, N. 
105 WAGNER AIR BRAKE AND R&BO- 
> TARY AIR COMPRESSOR BULLE- 
TIN—Discusses in detail straight air and 
air-over-hydraulic air braking systems. Con- 
tains an explanation of the operation of the 
Wagner Rotary Air Compressor complete with 
dia.rams, cross section drawings, and photo- 
graphs, Lists by catalog numbers component 
parts as well as _ field installation kits. 
Write for Catalog KU-201, Wagner Electric 
Corporation, 6362 Plymouth Avenue, St. 
Louis 14, Missouri 
] CAP MERCHANDISER — How to in- 
crease profits by use of radiator and 
gasoline cap Merchandiser. The space saving 
Merchandiser saves you time and money 
while increasing sales and profits. Ask for 
detailed information, Stant Mfg. Co., 1620 
Columbia Ave., Connersville, Ind 
10 1957 EDITION OF 12 VOLT ELEC- 
rt EQUIPMENT FOR PAS- 
SENGER ontains description of 12- 
volt aoe electrical equipment used on 
1957 model cars, giving special emphasis 
to the new external adjustment type distribu- 
tor and the enclosed shift lever type crank- 
ing motor. Recommendations for periodic 
servicing, checking and adjusting of the 
charging, starting and ignition systems are 
discussed. Special section devoted to trouble 
shooting of 12-volt electrical equipment. Tech- 
nical Literature Section, Delco-Remy Div., 
Anderson. Ind. 
AMMCO BRAKE SERVICE, EN- 
GINE REPAIR, AND HONING 
TOOLS AND EQUIPMENT — Catalogs, de- 
scribing the Ammeco line of brake drum 
lathes, brake shoe grinders, brake drum mi- 
crometers, brake shoe setting gages, brake 
hones, brake bleeders, brake safety checking 
instruments, pin fitting honing machines, 
small bore hones, cylinder hones, cylinder 
surfacing hones, ridge reamers and torque 
wrenches. Ammco Tools, Inc., 2110 Common- 
wealth Ave.. North Chicago. LIl. 
1] HEAVY DUTY AUTOMOTIVE AIR 
TOOLS — Complete details including 
prices on heavy duty air Impactools and ac- 
cessories, tire service tools and IMPACutter. 
Proof of time, labor, and money savings on 
many automotive service jobs. John K. Uhler, 
Ingersoll-Rand Co., Phillipsburg. N. J. 
SELECTION G E OF SPECIAL- 
IZED LUBRICATION TOOLS — Set 
up in chart form covering 19 makes of cars 
and 8 specialized tools. Especially helpful 
to inexperienced operator, making it prac- 
tically impossible to select the wrong gun 
or accessory for any given operation. Also 
has chassis drawing pointing out every part 
named, Form No. 38-808. Alemite Div., Stew- 
art Warner OCorp., 1826 Diversey Parkway, 
Chicago 14. Illinois. 
1] $2 REASONS FOR OIL CONSUMP- 
TION—an easy-to-use, indexed cor- 
rective manual listing 32 major oil consump- 
tion problems and remedies. Informative, 
illustrated, prepared by one of the top tech- 
nical staffs in this field. Write—Oil Con- 
sumption Booklet, American Hammered, 2001 
Sanford Street, Muskegon, Mich. 
116 TOOLS FOR AUTOMATIC TRANS- 
MISSION SERVICE—Tools and il- 


lustrated instructions for servicing Olds, 


96 


Cadillac, Pontiac, Lincoln, Nash, Hudeon, 
Kaiser, Frazer, Ford, Mercury and Chevrolet 
automatic transmissions are shown in a 
catalog supplement offered by Blackhawk 
Hand Tools, New Britain, Conn. 
1] BRAKE SERVICE GUIDE — Com 
plete instructions for inspecting, 
flushing and bleeding the brake system. 
Handy Orgy check chart, Write for Bulle- 
tin HU-411. Wagner re SPFP-. 6400 
Plymouth Ave., St. Louis 14, 
1] RAMCO SERVICE MANUAL - 5th 
edition. Illustrated. Gives complete 
data on piston ring installation—also hints 
on locating engine trouble — causes of oil 
loss—pitfalls of motor-overhauling and how 
to overcome. Ramsey Corp., 3698 Forest 
Park Blvd., St. Louis 8, Mo 
12 NEW GRIZZLY BOOK — Nine basi: 
steps to extra miles of safe braking. 
Illustrated charts enable maintenance men 
to visualize faulty braking conditions and 
help them in trouble shooting and servicing 
truck and bus brakes. Grizzly Mfg. Co., 700 
W. Caroline St., Paulding, Ohio. 
122 TIRE RETRUING — An illustrated 
bulletin about this newest extra 
profit service. Describes Bear ‘‘On-A-Car’ 
Service which makes possible tire retruing 
right on-the-car. Explains method using most 
advance truing principle. Bear Mfg. Oo., 
Dept. wy Rock Island, Ill. 
123 * ERO-SEAL HOSE CLAMPS — An 
illustrated 4-page folder giving clamp 
ranges, mechanical information, engineering 
data, stock numbers, packaging, etc. —) 
Corps., Inc., 700 Liberty Ave. Union. N. J 
125 STAND Dury ” GENERATOR 
REGULATORS — A Iif+page 8% 
x 11 inch booklet covering the operation and 
maintenance of Delco-Remy regulators. (62 
pictures) Contains illustrations showing va- 
rious steps of adjustment. Will help automo- 
tive electricians understand and service reg- 
ulators. Delco-Remy Service Department, An- 
derson, Indiana. 
12 HYDRAULIC BRAKE FLUID SERV- 
ICE — HOW TO CHECK, DRAIN, 
FLUSH, REFILL, BLEED — Easy reference 
book wok contains helpful service instructions 
as well as detailed descriptions and illustra- 
tions of the latest methods and procedures 
for profitably servicing hydraulic braking 
systems. Send for Bulletin HU-17H, Wagner 
Electric Corporation, —— Plymouth Avenue, 
St. Louis 14, Missour 
TOOLS FOR. FORDOMATIC AND 
MERCOMATIC TRANSMISSIONS — 
New 12 page catalog giving complete in- 
structions with illustrations for all tools 
necessary to adjust and overhaul Fordoma‘ic 
and Mercomatic transmissions. New Britain 
Hand Tools, New Britain Machine Co., New 
Britain, oon 1 
13 ALVE CATALOG — A new 166- 
bo catalog of valves, valve guides, 
valve seats, valve openings and other valve 
components is offered by Rich Mfg. Corp., 
Battle Creek, ich 
13 AUTOMOTIVE SERVICE GUIDE—A 
practical and factual presentation of 
the use of Impactools in automotive servic- 
ing. Contains time study reports showing how 
dealers and shops can increase profits for 
both themselves and their mechanics. Auto- 
motive Service Guides are now available for 
Ford, Chevrolet, Plymouth, Oldsmobile, Hud- 
son, Studebaker and General Truck Serv- 
ice. Specify which Guides you want. John 
K, F ea Ingersoll-Rand Co., Phillinsburg, 
N. 
13: CATALOG NO. 56 — Features. more 
than 300 Champ-Items automotive re- 
placement parts for all makes of cars. A 
handy service book. Champ- — Inc., 6190 
Maple Ave., St. Louis 14, Mo. 
13 MOOG RINGLINER — Illustrated 
piston ring catalog carries listings 
and product information on complete line of 


Moog cast iron, partial chrome and Chrome 
Plus lines. Moog a rag Inc., 6650 
Easton Ave., St. Louis 14, M 
13 DELCO- REMY ELECTRICAL SERV- 
ICE — A 20-page 5 -+zali-inch book 
let covering essential steps in servicing th« 
electrical system on an automobile. Pro 
fusely illustrated (84 pictures). A must fo 
the automotive elec.rician. Delco-Remy Serv 
ice Department, Anderson, ind. 
13 PLUG CHEK—aA colorful wall ben- 
ner showing condition of snark plug 
under various driving conditions. This serv 
ice tool is designed to assist service men in 
diagnosing spark plug heat range . problems 
The Electric Auto-Lite Co., Toiedo 1, Vhio 
13 AIR COOLED ENGINE VALVES— 
A complete 8-page & cover catalog of 
valves for air-cooled engines and locks, first 
offered by any replacement valve manufac 
turer. Lists replacement valves for leading 
manufacturers of engines used for powering 
lawnmowers, garden tractors, mixers, con 
veyors, pumps, combines, industrial engines, 
refrigeration units. Rich Mfg. Corp., Battk 
Oreek, Mich 
PRESSURIZED COOLING SYSTEM 
Servicing and maintenance of the 
pressurized cooling system is detailed in a 
booklet available from Stant Mfg. Co., 1620 
Columbia Ave., Connersville, Ind 
14 MOOG STREAMLINER CATALOG— 
carries exploded views, detail illus 
trations and listings of leaf springs main 
leaves, spring parts, shackles, shock links 
tie rod ends, drag links, king bolts, coil 
springs and other coil action parts for cars 
and trucks. Moog Industries, Inc., 6650 
Easton Ave., St. Louis 14, Mo 
14 TRUCK SERVICE GUIDE — 22-pag: 
bulletin gives the truck service shop 
accurate time and cost comparisons in doing 
a number of common service jobs by hand 
and with air and electric power tools called 
Impactools. With this guide, a truck service 
shop can evaluate more accurately its present 
service equipment and determine in ad 
vance the actual savings that it may expect 
through using Ingersoll-Rand air and elec 
tric Impactools. Ingersoll-Rand Co., 11 Broad 
way, New York, N. Y. 
l RADIATOR SERVICING EQUIP 
MENT — A new 48-page book 
‘*Blueprint For Profit’’ explains big profits 
servicing radiators, explains the Inland 
method, illustrates and describes Inland 
equipment, free factory training school, pay 
ment plan, etc. Inland Mfg. Co., 1108 Jack 
son St., Omaha 2, Nebraska 
14 NEW LIGHTING SPECIFICATIONS 
BOOKLET — illustrated 12 pages 
lists all the new American Trucking Associa 
tion recommendations. Gives uniform speci 
fications for wiring and lighting of com 
mercial vehicles. Write to Signal-Stat Corp 
523 Kent Ave., Brooklyn 11, N. Y. 
14 TIRE & TUBE REPAIR MATE- 
RIALS are listed in this new 12-page 
catalog. Gives the complete line offered and 
also the stock numbers, quantity in package 
and the shipping weight. Ace Rubber Co 
P. O. Box 6147, Dallas, Texas 
15 MODEL 911 ROCKER ARM RE 
FACER All technical data and 
operating procedures are contained in this 
bulletin. Also, advantage features of the 
Rocker Arm Refacer are clearly defined 
Storm-Vulcan, Inc., 2225 Burbank St., Dallas 


Texas. 

15 BLUEPRINT FOR PROFIT—A book 
let with case histories of dealers and 

shops who have increased profits se rvicing 

radiators. Information about necessary equip 

ment, tools and supplies needed to set up 

a Mfg. Co., 1108 Jackson St., Omaha 2 


155 HOW TO SELL MORE OIL, OIL 
FILTERS, LUBRICATIONS & TBA 
— 12- page illustrated booklet gives 
remedies tips on increasing your sales and 
making every customer a happy customer 
Pullman Vacuum Cleaner Corp., 25 Buick 
St., Boston 15, Mass. 
] BONDO PLASTIC FIBERGLASS 
5 PASTE DIRECTION FOLDER -— & 
how-to-do a better 


pages of easy-to- follow, 
‘‘miracle body 


body repair job with this ‘ 
filler that hardens like rock’’. Easily. quick 
ly and conveniently applied. Bondo perm 
anently restores surfaces ‘‘like new for 
automotive, marine and industrial repairs of 
metals, wood, stone and concrete. Bondo Div.. 
Jaycee — Corp., 1104 Forest Road, 
Northford. Con 

9S CONNECTING ROD RECONDITION- 
15 -—— bulletin for automotive shops 
decoding a new simplified method of grind 
ing and honing connecting rod caps and 
bearing bores. It gives operation details and 
full information about the new model 125 
Rodmaster connecting rod erinding and 
honing machine, The new machine tool fits 
in small space on a bench and is fast and 
accurate. Storm-Vulcan, Inc., 2225 Burbank 
t., Dallas, Texas. 
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] SUGGESTED SHOP PRICES ON 
MACHINE SHOP OPERATIONS—A 
24-page booklet fiving suggested shop prices 
on everythin rom align bore ties te 
valve jobs. Prices represent average a. 
—— from jobbers in U. 8. and Canada. 
an Norman Automotive Equipment Co., 
8640 Main 8t., Springfield 7, Mass. 


16 COMPLETE RESUILT LINE — A 

122-page catalog covering a complete 
line of top quality rebuilt products for auto- 
motive and tractor units is now available to 
both present and prospective users of the 
Kimco line. For all information write Kimco 


WHEEL COVER CATALOG NO. 57— 
Covers complete line of wheel covers 

in sizes to fit 14”, 15” and 16” wheels. 
Inc., 333 Sist Ave., Bellwood. Ill. 


THOR CATALOG 39-C COMPLETE 
LIWE ELECTRIC TOOLS — 40 pages 
Heting all rt a SilverLine electric tools 
and specifications. Drills, sanders, hammers, 
impact wrenches, nibbler, polishers, tappers, 
ve grinders, valve refacers. Write for 
ow 89-0, Thor Power Tool /Comoene. 
175 N. State St., Aurora, Ill. 


1 8 THOR AIR TOOLS FOR AUTOMO- 
TIVE SERVICE — 8&-page catalog 
me complete line of Thor Air Impact 
and jes. Also in- 
cludes y~ t--- - on Thor Auto Air Ham- 
mer, Body & Fender Hammer and heavy 
duty tire removing tool, Write for Oa 
= 7 685-A, Thor aed Tool OCo., 175 
tate St., Aurora, Ill. 


1 8 yy re BRO- 

-— A sew brochure com- 
prised - oy 14 Service Engineering articles 
covering oil consumption problems, ring 

oil trol problems peculiar to 
the medera high compression-high vacuum 
ng ton and piston ring nomencia- 











Auto Products, 1520 Texas S&t., 
Tenn. 


16 BONDO SERVICE BOOKLET — IL- 

LUSTRATED—Describes in comnlete 
detail application and uses of plastic-fiber- 
glass paste for the auto body repair—show- 
ing a t of repair work and ad- 
vantages and ce to save time on body 
work. Bonde Div., Jaycee Ohemical Corp., 
Northford, Conn. 


] TIRE TOOL CATALOG sheets show 

you the complete Ken Too! line giv- 

ing specifications for each. Includes explana- 

tion of how and where each tool should be 

used to most profitable advantage. Ken 

Foe Mfg. Oo., 768 E. North S8t., Akron, 
0. 


] AIRTEX FUEL PUMPS — New and 
rebuilt fuel pumps. Catalog AX-70. 
Airtex Automotive Div., Inc., Fairfield, Il. 
16 TOOL CHEST BULLETINS — De- 
scriptive literature of the Huot tool 
chests and cabinets including the Huot Porta 
Cab designed for you to have rolling storage 
for tools. Huot Mfg. Company, 587 f. 
Wheeler St., St. Paul 4, Minn. 
16: ADVANTAGES or 
WE aren ese FUEL 
R-PILTER—on every gasoline 
a ie carburetor troubles caused by 
excessive fuel gmp pressure. Explained in a 
new bulletin, Write Alondra Sales, 2. 959 
Crenshaw Blvd., Los Angeles 19, Oali 
1 70 TO TRUE OR NOT TO n> page 
illustrated booklet gives practical ad- 
vantages of tire truing. Shows you how tire 
rounding increases tire mileage and how this 
can be a profitable business for you. Bee-Line 
Co., Davenport, Iowa. 
17 A-1919 FUEL PUMP SHOP MANUAL 
—contains the operation, testing, re- 
pair, installation and removal of fuel and 
vacuum pumps. E. Jambor, AC Spark Plug 
Div., Flint 2, Mich. 
17 HYDRAULIC PARTS — Complete 
master catalog of the complete line of 
Bis hydraulic parts. Lists and illustrates the 
complete line of repair kits, hoses, stop- 
light switches, brake-master and wheel as- 
semblies. Information complete up to 1957. 
Eis Automotive Oorp., Middletown, Conn. 
17 4-1920 SPARK PLUG SHOP MAN- 
UAL, contains inspection, cleani 
and installation romsnese as well as spar 
pias heat range system. Jambor, AO Spark 
lug Division, Flint 2, Mich 
17 A-2446 CHART (in full color) illus- 
trating ‘‘What Your Syerh Plugs Can 
Tell You About Your Engine E. Jembor, 
AO Spark Plug Div., Flint 2, . 
] THE LAMSON NO. 56-A AUTOMO- 
CATALOG—Oompletely revised, 
illustrated reference book of on he used 
by automotive main men in- 


Pla Screws and Nuts—Brass 
xpansion uss. ——— a 
asteners, Bum pin, 
Fist and Lock” Weabe “Pruck 
Wheel "Studs, Stove Pret nel Cotter 
many other items. List prices, pW 


and carton quantities are given. Lamson 
—_— Oo., 1971 W. 85th oe Cleveland 2, 


PILT-0-REG 


ture and several articles on scuffed rings 
and how to avoid scuffing and serine. Per- 
fect Oircle Corp., Hagerstown, 


] AUTO LITE BATTERY cilite 
MANUAL — An authentic reference 
and guide for everyone interested in testing 
ing automotive geomnee wy 
Simply written and thoroughly illustrated, 
is so complete in its covenngs of the ates 
that service men and fleet s rators will 
find it easily understandable. apgied by 
Auto-Lite ory a Be Box 
931, Toledo, Ohio, 


137 PRODUCTS booklet gives 
you 20 pages full information on how 
Raybestos products lick heat and wear prob- 
lems, Includes the steps in the Raybestos 7 
point brake check. Raybestos Div., Bridge- 
port 2, Conn. 


] 88 ELECTRICAL TUNE-UP TESTING 
— CATALOG NO. 100 DB 
—gives information on each testing 
equipment item in the entire Herbrand line. 
Includes details on such items as Power Tim- 
ing Lights, Compression Gauges, Neon Tube 

Timing Lights, —_e ty and others. Her- 
brand Div., Fremont, Ohio. 


1 GENERAL PAINTING INSTRUC. 

TIONS — Form 5723 covers finish- 
ing of passenger cars or commercial ve- 
hicles in lacquer or enamel finish. Gives full 
details for any surface including prenara- 
tion of same. Ditzler Color Division, 8000 
W. Ohicago Ave., Detroit 4, Mich. 


1 COOLING SYSTEM CLEANING — 

Bulletin titled ‘‘Oooling System 
Maintenance an Open Door to Greater Prof- 
its’’, describes Jenny Steam Thoro-Purge the 
most modern and thorough method of re- 
verse flushing cooling systems; aleo shows 
increased rofits sible from its use. 
Write for Bulletin oo Ny Homestead Valve 
} apenas Co., 0. Box 99, Coraopolis, 


- 


19] VMC GENERATOR — New i2-pege 
generator, starter, and armature speci- 
fication and application ‘folder for passenger 
cars and truc including 1957 models. Thc 
VMC System, Atlanta 18, Ga. 


19 DOPE SHEET -— Tells how to get 

best results from Arco 45, fast air, 

. Proper application methods are 

discussed assure excellent product per: 

formance. The Arco Oo., 7301 Bessemer Ave., 
Oleveland 27, Ohio. 


19 WIRE & CABLE CATALOG—aA con- 
densed catalog of electric wire and 
cable, complete with specifications for all 
senger cars, The Electric Auto-Lite Co., 
Poled edo 1, Ohio. 


194 TWIN POST LIFT WHEEL ALIGN- 
MENT OUTFIT — Illustrated 8-page 
catalog, shows how this equipment does not 
limit floor space, shows how anyone can do 
wheel alignment and points out fast reading 
advantages, Weaver Mfg. Oo., Springfield, 111. 


] NEW CATALOG material on Yankee's 

fender or body mounting mirror line. 
Locking aieoen heads are featured. as_well 
as new, pain Pacesetters and 24 Karat 
Gold Plated Patesetters. Ask for catalog 
sheets 56001-4. Kalamazoo punched for fil- 
ing. Yankee Metal Products Corp. Norwalk, 
Conn. 


] AIR COMPRESSOR CATALOG — 

Twenty pese catalog gives detailed 
instructions on how to select a compressor. 
Also includes epocttiestions and a 
on various types of compressors, componen 
and poe my Ask for Catalog No. 734-2, 
Weaver Mfg. Oo., Springfield, I 


19. SERVICE JACK CATALOG PAGE— 
Model WA-66, 1% ton and 1% ton 
service jacks are fully described. Ag hg weight 

of these models makes them ideal for road 
service trucks and away from shop service. 
a complete ——s Weaver Mfg. 

, Springfield, 

ROLL 


900 T= WHEEL LIFTS AND 
ON LIFTS CATALOG PAGES—Two 
pages gives dimensions, capacity and other 
pertinent information about these two Weaver 
products. Weaver Mfg. Oo., Springfield, Ill. 
20. oe — Prefabricated steel 
especially adapted for car deal- 
ers, terviee stathons and garages. . ontee 
worki space and protect cars from dam- 
aging “daylight exposure, Can be easily in- 
stalled by you in matter of minutes and can 
be moved whenever need. Write Childers 
Mfg. Co., P. O. Box 7467, Houston 8, Texas. 
2 STOP TIME LEAKS — «a brochure 
containing complete details as to use 
of payroll and job time recorders in auto- 
mobile service departments together with 
sample time cards showing actual registra- 
tions. Lathem Time Recorder Co., 76 Third 
St., Atlanta, Ga. 
HOW TO INCREASE ENGINE LIFE 
90% — Illustrated booklet tells how 
to reduce wear to moving parts and insure 
better performance from automobiles or 
trucks by explaining the sir filter—the vital 
jece of equipment through which an engine 
seotes. Beam Corp. Rumford Post Office, 
Providence 16, R. 
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237 NEW MODEL 519 ORANKSHAFT 
ol es. — A 2-page ipfecemntive 
ulletin just published by Lempco Products, 
HELPFUL Inc. Complete with iustretions, dimensions 
and reference data on this low-cost, precision 


crankshaft Gan .* with outboard counter- 
pomnens, rite Lempco Products, Ince., 
Dunham Road, Bedford, Ohio. 


FREE! 25 RUBBER PRODUCTS — A _ con- 
. densed catalog designed for parts 
reference work just released. It contains 
handy simplified identification and illustra- 
tions of floor mats, pedal pads, motor mounts, 
and rubber bushings. Doan Mfg. Oo., 1725 

20 1957 BRAKE SHOE CATALOG — London Road, Cleveland 12, Ohio. 
. with a my of beghe — <= 26. OI FILTER SELLING AIDS—wix- 
their proper application, ete—National Brake O-Matic the guide to extra profits in 
Block Corp., 79 Madison Ave., New York 16, oil filter service sales. A revolutionary mer- 
. ¥, chandising concept featuring minimum, con- 
TIRE BOOTS & RELINERS — used trolled —— guaranteed sales, perpetual 
20 for repairing tires for additional life. stock conte, ial-O-Matic cartridge selec- 
Beautifully packed. It takes very small in- os cartrid ‘. ee charge guide, 
ventory to make extra fits, Write for ealer franchise, plus choice of two eye- 
samples and price list. Atlanta Tire Mart, oe, ae een ——— — 
> r cabinet or 3 or brochur 
P. O. Box 8144, Station F., Atlanta, Ga. giving complete details, Wix Corp., Gastonia, 


21 SHOCK ABSORBER CATALOG NO. 

320-T-A—A 16 page listing by num- 3 ILLUSTRATED FOUR-PAGE COL- 
bers or by makes — shock absorbers for OR FOLDER — Showing the oper- 
every automotive need — passenger cars, ation and construction features of the new 
and some trucks. Monroe Auto Equipment Strom-Vulcan Turbo Blast, a parts and motor 
0., Monroe, Mich. block cleaner, with handy specification table. 


21 THE WHYS AND HOWS OF VOLT- bg ++ Inc., 2225 Burbank St., Dallas 
AGE REGULATORS — Explains in + va 
simple language, every detail of Voltage Reg- 3 KOTAFIN 
ulators—how they work, why they are im- CREASE BEARING LIFE — 
portant, how to adjust and service them. In service booklet, ‘‘Stop Bearing Feilares** x ~A 
16-page handy pocket size edition, with the benefit of users of reconditioned crank- 
many working drawings to clarify ard il- shafts. Booklet clearly shows the cause of 
lustrate the text. Standard Motor ey sy most early bearing failures, and how the 
a Soa Northern Blvd., Long Island City, patty ie J yoneeas a oo = —— 
1, 3. ens bearing life. Storm-Vulcan, Inc. 
Burbank St., Dallas 9, Texas. 

‘‘WHAT PRICE QUALITY’’ — . 5 

Read how ignition my should be 31 br amar — ot Me 
made and why. AT E QUALITY’’ { — A han i 0 4 li in 
tells the story of the Seokioa! of quality ig- erence to fast-moving brake parts and lining, 
nition parts. Written in non-technical lan- covering popular models of cars and trucks. 
guage. Standard Motor Products, Inc.. 37-18 Catalog also lists complete stock of shoe ex- 
Northern Blvd., Long Island Oity 1, N. Y¥. Gene oe, 0s ee See See a 

ing segments a e ntere a 

22 FUEL PUMP TROUBLE SHOOTING bonding lining in their own shops. Wagner 

— Clearly describes and illustrates Electric Corporation, 6362 Plymouth Avenue, 
correct procedure for testing fuel and vacuum St. Louis 14, Missouri. 
pumps, and how to use properly a fuel pump 1 BETTER IGNITION by Delco-Remy 
pressure gauge. Four page pamphlet also in- 3 —16-page, 8% x 11 inch booklet 
cludes complete fuel pump pressure specifi- covering theory, operation and maintenance 
cations and car application data. Kem Mfg. of Delco-Remy ignition equipment. Contains 
Co., 20-21 Wagaraw Rd., Fair Lawn, N. J. 71 illustrations. va help eptometive elec- 

NEW SIOUX CATALOG NO. 56—A tricians understand and service ignition e- 
23 new 52 page catalog including com- y eae mem aaa Service Department, 


= 


“se 


lete illustrati d descripti 1 RAKE 
plete illustrations and descriptions of valve 31 GRIZZLY B BONDING CAT. 


face grinding machines, valve seat grinder 
sets, electric screw drivers, impact wrenches, ALOG — Describes equipment for 
drills, bench and portable grinders, flexible conditioning shoes for bonding; power pres- 
shafts, saws, sanders, polishers, abrasive sure gas heated automatic bonder; clamping 
discs and polishes. Also included are electric devices and gas and electric ovens for bond- 
tools for builders, farmers and home shop.— ing. Complete listing for Saftibond segments 
Albertson & Oo., ‘Inc., Sioux City, Iowa. cl applications. Grizzly Mfg. Oo., Paulding, 


23 INSTALLATION OF SHOCK AB- 

SORBEERS—Detailed instructions for 3 BRAKE LINING — A new 18 page 
the removal and installation of direct action condensed catalog listing brake lin- 
shock absorbers. Stem and loop end types for ing recommendations for all popular passen- 
both leaf and coil spring installations. Mon- ger cars, commercial cars, etc. Vehicles are 
roe Auto Equipment Oo., Monroe, Mich. listed by year and model. Recommendations 
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are made both for riveted and for bonded 
lining. World Bestos Corp., P. O. Box 346, 
New Castle, al 


335 TION 2 IN TH THE FIELD is. fully ~ 


scribed in Lincoln Engineering Company's 

new catalog No. 75. vagy contains all new- 

est types of grease guns, fittings and acces- 

sories for fast, clean, economical lubrication 

of farm machinery. Lincoln Engineering 

Someaey. 5708 Natural Bridge Ave., St. Louis 
, Mo. 


33 NEW FILKO IGNITION PARTS 

CATALOG — Big 160-pa catalog 
contains complete listings of all Filko Igni- 
tion Replacement Parts for ew, every 
make and model of car, truck, bus and trac- 
tor. New simplified listings make the new 
Filko Catalog exceptionally easy to use, F & 
B Mfg. Oo., 4248 W. Chicago Avenue, Ohi- 
cago 51, Ill. 


33 AUTO LAMP SERVICING GUIDE 
-—Illusirated and handy reference 
with replacement charts and instruction for 
a adjusting, focusing, installing and 
servicing trucks and auto lamps. Also com- 
plete information on servicing directional 
1 flashers. Tung-Sol Electric Inc., 96 
Eighth Ave., Newark 4, New Jersey. 
3 OIL, AIR, FUEL AND WATER FIL- 
TERS — Valuable information on 
oil, air, fuel and water filters. Complete se- 
lection of material to help you sell, install 
and service filters. Fram Oorporation, Provi- 
dence 16, R. I. 
345 HYDRAULIC BRAKE WALL 
CHART — Spiral bound listing up- 
to-date parts information for passenger cars 
and trucks, including listings for master 
and wheel cylinder repair kits, stop light 
switches and brake hoses. Eis Automotive 
Corp., P. O. Box 701, Middletown, Oonn. 
3 4 INTRODUCTION TO POWER STEER- 
ING -—— Complete explanation of power 
steering principles and advantages. 12 page 
booklet fully illustrated and diagramed. Mon- 
roe Auto Dn pagurors Co., Monroe, Mich. 
361 ‘QUICK REFERENCE’’ 
GASKET CATALOG — Oomplete, 
easy-to-find listings of Fel-Pro Gaskets for 
practically all makes and models of cars, 
trucks, tractors, buses, etc. Now cataloging 
style ’ makes gasket selection simple and 
easy. Write for your free copy today. Felt 
Products Mfg. Co., 1508 Carroll Ave., Chi- 
cago 7, Ill. 
3 AUTOMOTIVE SAFETY LIGHTING 
DEVICES—A new automotive catalo 
illustrating reflectors, directional] signals, tai 
lights, stop lights, armored clearance lamps 
and safety reflector flares—all heavy duty 
equipment, designed and built for commercial 
— and bus use. Grote Mfg. Co., Bellevue, 
y- 
40 A B O’s OF SAFE PROFITABLE 
TIRE SERVICE—A 24 page book 
just published by Bowes ‘‘Seal Fast’’ re. 
Complete with illustrations and how-to-do-it 
instructions. Outlines latest tube and casting 
repair techniques as well as 5 ng | 
trade-ins for profitable resale. Bowes 
Fast’’ Corp., 147 North Pine Street, Indian- 
apolis 2, Indiana. 
4] NEW AIR BRAKE MAINTENANCE 
BULLETINS — Series of bulletins 
each devoted to a single unit. Fully illustrated 
with cross sectional, exploded and schematic 
drawings explaining every phase of the op- 
eration and maintenance, Wagner Electric 
CosP-. 6400 Plymouth Ave., St. Louis 14, 
o. 
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TODAY! NO POSTAGE 
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700—Pressure Tester 


A pressure tester for testing cool- 
ing systems on all high-compression 
cars, included at no extra cost with 
its “WP-55” assortment of 6 water 
pumps for all popular cars, has been 
announced by Airtex Products, Inc., 
407 W. Main St., Fairfield, Ill. 

The tester, which is said to locate 
instantly hidden leaks and defects in 














high-compression cooling systems, is 
ruggedly built, lightweight and de- 
signed for easy use. It comes complete 
with pressure cap, cap adapter and 
manual, in a metal case. 
Want more info? Use coupon on 
page 98 and you will get it! 


701—Car Washer 


A low-cost, fully automatic car 
washer for overhead or floor installa- 
tion, said to be capable of handling 
20 to 40 cars a day as a one-man op- 
eration, has been announced by Jeto- 
matic, Inc., Wakelee Ave., Ansonia, 
Conn. 

Both models operate on a single 
track, are 22’ over-all in length, 
734’ wide and need approximately 7’ 
headroom. They may be assembled 
and installed by an average mechanic 
in less than 4 hours, it was claimed, 
with no electrical or plumbing con- 
tractor required. 

In operation, they are entirely 
automatic. Operator flips a switch 
and the frame travels the length of 
the car through 3 washing cycles. 
Water pressure at 125 psi washes off 
loose dirt during first cycle. Detergent 
and water pressure-sprayed loosen 
stubborn dirt and grime during sec- 
ond cycle and third cycle is a pres- 
sure-rinse where fresh water washes 
away all but the most stubborn 
grime. A minimum of mitting is re- 
quired and the operation is com- 
pleted in under 15 minutes per car 
for one man, the manufacturer said. 

Want more info? Use coupon on 

page 98 and you will get it! 
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NEW PRODUCTS 


AND CATALOGS 


702—Protective Compound 


“K2 Silicone Compound,” in 2-oz. 
and 8-oz. polyethylene tubes, contain- 


ing chemicals said to be particularly 
effective as water repellents, lubri- 
cants and insulating materials, has 
been announced by Marson Corp., Re- 
vere, Mass. 

It is recommended to prolong the 
life of rubber weatherstripping, to 
facilitate the smooth operation of 
window channels, to preserve fan 
belts and prevent squeaks. It will al- 
so protect battery terminals against 
moisture and corrosion, waterproof 
ignition systems, lubricate emergency 
brakes and pedal shafts, prevent 
freezing of trunk lids, doors and door 
locks, lubricate hood lacings and hood 
bumpers to prevent squeaks. 

Want more info? Use coupon on 

page 98 and you will get it! 











Net More PROFITS on 
Shop labor PLUS Parts 


Overhaul 
[ea kaa-) 2 ee 
BASIC PACKAGE 


Sleeve Assembly Sets 
There is great consumer demand for 
these dependable BASIC SLEEVE 
ASSEMBLY SETS for tractors and 
trucks that increase power, extend 
life of engines and cut cost of gas 
and oil. 

Garages and repair shops every- 
where make more money on both 
labor and parts with precision-built 
BASIC. There is no costly fitting . . . 
no reboring . . . no wasted time. 
Old sleeves are driven out . . . new, 
improved BASIC is pressed in easily, 
quickly and PROFITABLY. Overbore 
sizes for most tractors assure your 
customers more compression . . . 
more displacement . . . more power 
for much better engine performance 
and more economical operation. 


Complete Stocks! Immediate Delivery ! 


BASIC SLEEVE ASSEMBLY SETS are packaged complete 
ready for prompt rush shipments to meet your Spring repair 
needs on most popular makes of tractors and trucks. 
Materials and workmanship fully guaranteed against any 
risk on your part. Order how from any of these associated 


warehouses. 
J. B. Cook Auto Machine Co. 
1503 McGavok St. 
H-M Parts Company 
2617-23 Warwick 
Jobbers Service & Supply Co. 
806 W. Grand Ave. 
Jobbers Service, Inc. 

523 Simpson St., N. W. 


Nashville, Tenn. 
Kansas City, Mo. 
Okla. City, Okla. 


Atlanta 13, Ga. 


— en 


* Up te 20% 
Mere Power 


%*% Longer Engine 
Life 


* Savings on 
Gas and Oil 











From America’s foremost 
manufacturers come pis- 
tons, pins, rings and 
sleeves . . . all precisely 
engineered to fit 
EXACTLY in the original 


equipment. 











The Mandis Company 
1016 Monroe St#, Fort Worth, Texas 
National Automotive Parts Warehouse Co. 
1701 Maury St. Houston, Texas 
Southwest Automotive Warehouse 
1611 Avenue G6. Lubbock, Texas 


Southern Bearing & Parts Co. 
500 N. College St. Charlotte |, N. C 


Tools & Parts Warehouse, Inc. 


2816 Commerce St. 


BASIC SLEEVE 


Want more facts? Use Reader Service Card Page 98 


Dallas 26. Texas 


ASSOCIATES 











703—Steam Cleaner 


The “Seven-Fifty” series Hypres- 
sure Jenny steam cleaner, weighing 
approximately 310 lbs. and built espe- 
cially for use by automotive repair 
shops, garages, service stations and 
small fleet owners, has been intro- 
duced by Homestead Valve Mfg. Co., 
Coraopolis, Pa. 

The unit is said to feature auto- 
matic electric ignition, positive dis- 





placement pump with stainless steel 
disc check valves; automatic protec- 
tion for vapor hose against destruc-, 
tive action of superheated steam; 
contamination-proof water system and 
built-in thermal overload protection 
for the motor. Capacity reportedly is 
a full 75 gallons per hour at any pres- 
sure. Standard unit includes cleaning 
gun with round nozzle and asbesto- 
steel vapor hose. 

Want more info? Use coupon on 

page 98 and you will get it! 


704—Cylinder Tools 


“Cyclo-Hone” cylinder refinishing 
tools incorporating the use of inex- 
pensive abrasive cloth, thus eliminat- 
ing expensive honing stones and 
their subsequent replacement cost, 
have been announced by Deuschle 
Corp., 96 S. Dixie Highway, St. 
Augustine, Fla. 

Available in both brake cylinder 
hone and cylinder deglazing tool mod- 
els, with a broad capacity of size 
ranges, tools may be used in any %4” 
electric drill, at any speed, it was 
claimed. Their self-centering, spring- 
jointed shaft permits out-of-line op- 
eration and easy working access to 
almost any conceivable working 
angle, according to the manufacturer. 

Want more info? Use coupon on 

page 98 and you will get it! 


705—Fioor Mats 


Door-to-door rubber floor mats, 
form-fitted for each model car and 
especially molded to fit over the cen- 
ter hump snugly with maximum pro- 
tection for floor and toeboard areas, 
have been announced by Kraco 
Products, Inc., 2411 North Santa Fe 
Ave., Compton, Calif. 

Available in 3 front sizes and 10 
harmonizing pastel colors, mats fea- 
ture a non-skid back, reinforced for 
extra safety, in addition to triple re- 
inforced heel pad. Matching one-piece 
rear mats protect complete rear floor 
area. 

Want more info? Use coupon on 

page 98 and you will get it! 
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706—Gasket Assortments 


A water outlet gasket assortment 
and display board, and a companion 
display assortment of exhaust system 
gaskets, have been announced by 
Victor Mfg. & Gasket Co., 5750 Roose- 
velt Rd., Chicago 50, Ill. 

Gasket assortments are mounted on 
hardboard display boards, 25” x 20”, 
equipped with chrome-plated display 
hooks. Grouped by car makes, all 
gaskets are identified by car, year, 
model and Victor number. Each gas- 
ket is painted in outline on the board 
to make reordering easy. 

Want more info? Use coupon on 

page 98 and you will get it! 


707—-Tire-Patch Kits 


Available in 2 sizes, motorist-size 
kits of “Vulca-Matic” self-vulcaniz- 
ing patches for repairing punctures 
in tubeless tires and tubes, without 
heat or pressure, have been intro- 
duced by Monkey Grip Sales Co., P. 
O. Box 6170, Dallas 1, Texas. 

Patches feature a specially com- 
pounded curing agent in the cement 








which triggers the vulcanizing action. 
Blunt diamond shape of patch fits all 
positions in the tire or on the tube, it 
was claimed. Holland cloth protects 
the gum rubber face and no special 
tools are needed for application. All 
necessary items—patches, cement, 
buffer and stitcher—are included in 
the kits. 

Want more info? Use coupon on 

page 98 and you will get it! 


708—Muffler 


A custom muffler reportedly quiet 
in tone, being straight through in de- 
sign and containing no baffles, thus 
Yeducing engine back-pressure and 
increasing horsepower, has been an- 
nounced by Mercer Engineering Co., 
7175 Eton Ave., Canoga Park, Calif. 

Quiet operation stems from design 
of inner core which is perforated in 
swirls that allow the gases to pass 
‘quickly through while breaking up 
the shock and sound waves, it was 
claimed. Solid tubular case has no 
seam, 14-gauge end caps are welded 
to the case, and entire area between 
case and core is packed with stranded 
fiberglass, according to the manu- 
ffacturer. 

Want more info? Use coupon on 

page 98 and you will get it! 








709—Signal Catalog 


A complete 24-page catalog printed 
in three colors, illustrating and list- 
ing its entire automotive line and in- 
cluding a complete digest summary 
of official lighting regulations for 
trucks, buses, tractors, trailers and 
combinations, has been published by 
Grote Mfg. Co., Bellevue, Ky. 

Want more info? Use coupon on 

page 98 and you will get it! 
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710—Power Wrench 


A power wrench, “No. 330,” with 
a torque range of 300 to 450 ft. lbs., 
said to be ideal for large, heavy nut 
running of %” diameter and up, as 
well as for cap and lag screw driving 
and removal, has been announced by 
The Black & Decker Mfg. Co., E. Jop- 
pa Rd., Towson 4, Md. : 

Said to reach maximum torque in 
6 seconds, the wrench is built for 
rugged wear with die-cast aluminum 
housing, lubricant-sealed ball bear- 
ings, heat-treated gears and is pow- 
ered by a special Black & Decker- 
built motor for use on both AC and 
DC current (available either 115 or 
220 volts). The tool also features ease 
of operation, adjustable auxiliary 
handle, positive control reversing 
switch and an instant release trigger 
for split-second power control, the 
manufacturer said. 

Want more info? Use coupon on 

page 98 and you will get it! 





711—Power Brake Catalog 


A new edition of its power brake 
service parts catalog containing com- 
plete listings for service parts, units 


’ and accessories in 11 clearly defined 


sections with reference index on title 
page, plus black marginal tabs, com- 
prehensive listings and exploded-view 
illustrations, has been published by 
Bendix Products Division, Bendix 
Aviation Corp., South Bend, Ind. 
Want more info? Use coupon on 
page 98 and you will get it! 


712—Lubricating Equipment 


Lubricating equipment for installa- 
tion on ceiling or wall, available in a 
complete line for all standard services 
to fit any size operation, has been 
announced by Lincoln Engineering 
Co., 5708 Natural Bridge Ave., St. 
Louis 20, Mo. 

Featuring the “vertical-flo” styling, 
reels are automatically retracting—air 








or spring powered. They have adjust- 
able retraction speed with equalized 
pressure control to permit adjustment 
of tension to the operator’s own pref- 
erence. Other features include smooth, 
easy operation, positive locking action 
and an automatic safety latch to pre- 
vent accidents from hose unreeling on 
the floor. 

Want more info? Use coupon on 

page 98 and you will get it! 
















~ Solve Under-Car Problems 
with MOOG 


Chassis and Suspension Parts 
Try these items... discover MOOG quality! 


NEW MOOG KIT K-119 UPPER-INNER SHAFT. 
With “Plus 24 Degree” Shaft—a Moog exclusive. 
Solves positive camber problem for 1955-56-57 Chevrolets. 





MOOG “GUSHER-BEARING” TIE ROD END. 
Longer lasting because wear surfaces 


are always properly lubricated. Available 
for most autos and trucks. 





— 


MOOG “GUSHER-BEARING” BALL JOINT. 
For 1955-57 Chevrolets. Upper unit, K-660. 
Lower unit, K-670. 

Make steering safer and quieter. 


ANI ce BRE RE RII OE A TR BBN 





K-245 MOOG “TENSION-LOCK” 
INTERMEDIATE STEERING ARM KIT. 


Spring assures proper tension. Locks out 
stud end-play. Stops rattles. Speeds 
installation. (Rebush old kit in spare 
time for next job.) 


§ Mj moocG 


AT NAME IN 


a Ce For additional information and catalog, write: 
cane: meres AMSTENRNICS Moog Industries, Inc., St. Lovis 14, Missouri, U.S. A. 


f 
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713—Adjustable Lift 


A single lift reportedly capable of 
handling all cars, including narrow- 
width foreign makes, has been an- 
nounced by U. S. Air Compressor Co., 
5300 Harvard Ave., Cleveland 5, O. 

A simple adjustment moves run- 
ways in or out in a matter of seconds, 


from a minimum of 36” between run- 
ways to a maximum of 45”. The nar- 
row, adjustable runways provide 
maximum working space and full 
under-car accessibility, it was 
claimed. 

Want more info? Use coupon on 

page 98 and you will get it! 


714—Window Tool 


A tool for repairing windows on 
Ford-built cars since 1952 without 
taking roller assemblies apart has 
been announced by K-D Mfg. Co., 
Lancaster, Pa. 

The tool releases the spring clip 
which secures the regulator arm in 


REGULATOR ARM 
wc ee 


these window assemblies so that the 
arm can be lifted off. The spring clip 
remains in place, undamaged in the 
roller assembly. Roiler assembly it- 
self remains in the channel ready for 
replacement of the regulator arm. 
Want more info? Use coupon on 
page 98 and you will get it! 


715—-Engine Heater 


An external-type engine heater, 
said to fit all liquid-cooled engines, 
has been introduced by Five Star 
Mfg. Co., Clarksdale, Miss. 

Easily installed rubber hoses sup- 
port the heater. No bolts or clamps 
are needed to fasten it to the engine. 
Rated at 850 watts, it will give the 
car, truck or tractor owner a safe, 
quick start on the coldest day of win- 
ter, the manufacturer said. Unit is 
packed complete with extension cord, 
hose connector, pipe tee and hose 
clamps. 

Want more info? Use coupon on 

page 98 and you will get it! 


716—Float Valve 


Carburetor master float valve, said 
to stop flooding, correct rough idling, 
give quicker starts and restarts, im- 
prove acceleration and enhance fuel 
economy, has been introduced by 
Stone Bros. Buick, Box 5087, Tulsa, 


a. 

The patented needle and seat valve 
utilizes a neoprene-to-metal closure 
as opposed to metal-to-metal design 
of other carburetor float valves. The 
neoprene tip of the needle has limited 
mobility, making closure positive and 
complete even if the valve is out-of- 
level or foreign material is in the as- 
sembly, according to the company. 

Want more info? Use coupon on 

page 98 and you will get it! 


71 7—Cleaning Machine 


A mechanically agitated cleaning 
machine, designed for cleaning small 
accessory parts, such as pistons, fuel 
pumps, valves, carburetors, etc., in 
batches up to 75 lbs., with compressed 
air, has been announced by Equip- 
ment Division, Magnus Chemical Co., 
Inc., Garwood, N. J. 

A flick of the single operating lever 
brings the platform to the top of the 


tank out of the liquid for inspection, 
loading and unloading the work. A 
second flick lowers the platform to 
the bottom of the tank where the 
work is immediately, automatically 
agitated up and down in the solu- 
tion, “sheering” the dirt from the 
parts and eliminating hand scrubbing, 
it was claimed. 

The “Miji-Lif” is available in a 30- 
gal. size with working platform of 
21” x 18”, unheated or electrically 
heated. 

Want more info? Use coupon on 

page 98 and you will get it! 


718—Fuel Pressure Regulator 


Fuel pressure regulator said to fit 
every gasoline engine, regardless of 
age, model or application, saving up 
to 20% in fuel consumption while 
eliminating stalls from flooding, jerky 
performance and vapor lock, has been 
announced by Milesmaster, Inc., 6 
North Michigan Ave., Chicago 2, Il. 

Only one model is needed to meet 
all gasoline engine requirements, it 
was claimed. However, fittings may 
be necessary for installation on dif- 
ferent makes of cars. The regulator 
itself is factory-adjusted. 

Want more info? Use coupon on 

page 98 and you will get it! 


719—Service Cart 


An improved style service cart, 36” 
long x 24” wide x 32” high, for use in 
stock room, in shipping or receiving 
rooms and as an assembly line feeder, 
has been announced by Lyon Metal 
Products, Inc., Aurora, III. 

Casters are 5” in diameter for easy 
rolling. Front casters are set back 
from the leading edge of the lower 
tray, protecting them from damage. 
Pan-type trays are 3” deep. Finish is 
green, baked-on enamel. 

Want more info? Use coupon on 

page 98 and you will get it! 


720—Car Maskers 


Silicone cloth car maskers, said to 
be easily handled by one man and 
designed for all model cars, in all 
color combinations and sections, have 
been announced by Marson Corp., 
Revere, Mass. 

“Kwikee” maskers reportedly are 
heat- and tear-resistant, easy to 


launder and will not crack or de- 
teriorate. Silicone treatment prevents 
paint spray from flaking off on suc- 
ceeding: jobs, it was claimed. Safe 
for car finishes, tape adheres firmly, 
yet strips off easily without tearing 
masker, according to the company. 
Want more info? Use coupon on 
page 98 and you will get it! 


721—Battery Hold-Downs 


Battery hold-downs, made of steel 
and plastic covered to prevent cor- 
rosion, in 7 sizes said to cover over 
95% of requirements, have been in- 
troduced by Champ-Items, Inc., 6191 
Maple Ave., St. Louis 14, Mo. 

Clamps can be placed in any bolt 


position on either ends or sides. Unit 
will last the life of the car, the man- 
ufacturer said. 
Want more info? Use coupon on 
page 98 and you will get it! 


722—Tire Spreaders 


A line of 4 models of tire spreaders 
handling all size tires from the small- 
est passenger-car tires to 37.5-33 — 
both tubeless and regular — has been 
announced by Salsbury Corp., 1161 
E. Florence Ave., Los Angeles 1, 
Calif. 

Want more info? Use coupon on 

page 98 and you will get it! 
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DESTRUCTIVE TEST SHOWS 
Y (mi 
4g ACCURACY of 


( HOLMES 


yj \. Capacity Ratings 


Method used to determine exact capabilities of each 
HOLMES Wrecker Model. 





a 
a -_ 
2 
, * 
‘a ; 
: 


Set up with hydraulic dynamometer in place to record 
strength of Wrecker and parts. 


HOLMES 525 Model shown mounted ready for testing 
with power from truck engine. 
PZ 5 


Under load dynamometer shows actual weight 
(12,000 pounds) on Wrecker and boom. 


only HOLMES offers such a STANDARD of QUALITY 


There’s NO guess work in the development of 
HOLMES Wrecker Equipment. Every step in the proc- 
ess of designing and manufacturing is scientifically 
tested for maximum efficiency and safety. To obtain 
accurate information on product designs, materials used, 
construction of parts and assembly, HOLMES has built 
its own Equipment — a huge 100,000 pound Hydraulic 
Dynamometer “Test-Pit.” Through exhaustive tests 
with this machine, HOLMES’ Engineers can accurately 
check each working part and establish honest, conserva- 


HOLMES 525 MODEL — A 


tive capacity ratings that afford the user an added factor 
of safety. 

From each production run of 300 to 500 wreckers, 
units are taken at random and tested to destruction. By 
continued, periodic testing, the ultimate strength of each 
wrecker model is established and maintained. It is this 
high standard of built-in quality that gives HOLMES 
equipment its extra strength and safety — its unequaled 
performance and universal endorsement which has made 
HOLMES the world’s most widely used WRECKER. 





moderate size 12 ton “i 





WRECKER with a rated 
capacity of 12,000 Ibs. per 
boom. (Note above test.) 
Designed with long range 
of operation for handling 
a wide variety of work, in- 
cluding all cars and aver- 





age trucks. Write Factory 
today for full details. 


E¢H MOTORS £4 _ 


SS 
i 
f 3 RS 


meRcURY j 


Service 


TOPPENISH , WASH. 


ERNEST HOLMES COMPANY 


Chattanooga 7, a 
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Tennessee 


Want more facts? Use Reader Service Card Page 98 





723—Replacement Lenses 


Precision-made replacement plastic 
lenses for Plymouth, Dodge, Chevro- 
let, Ford, Buick and Pontiac cars and 
trucks (where those factories make 
them), including 1957 models, have 
been announced by Auto Lamp Mfg. 
Co., 2909 Indiana Ave., Chicago 16, 
Il. 

Red lenses are available for stop 
and taillights, clear for parking, back- 














up and directional signal lights on 
sedans, station wagons and trucks. 
Each lens is individually packaged 
in a compact carton, clearly labeled 
for easy, accurate selection and re- 
ordering. 

Want more info? Use coupon on 

page 98 and you will get it! 


724—Protective Coating 


A cocoon-like coating, said to pro- 
tect automobiles stored in the open 
against rain, snow, sunlight, foundry 
dust, etc., has been announced by The 
Arco Co., 7301 Bessemer Ave., Cleve- 
land 27, O. 

Easily sprayed over an entire auto- 
mobile, including chrome, stainless 
steel, or glass, it may be sprayed in 
a booth or outdoors with a portable 
spray unit as soon as cars are taken 
off the transport carrier and placed 
in storage area. Coating is said to 
give complete protection against de- 
terioration of the paint film, as well 
as pitting of chrome or bright work, 
and can easily be removed on the 
wash rack. 

Want more info? Use coupon on 

page 98 and you will get it! 


725—Rubber Lubricant 


“Whip” silicone rubber lubricant in 
a 2-oz. plastic bottle with precision 
spout dispenser, for protecting the 
rubber parts of a car, has been an- 
nounced by Marblehead Chemical Co., 
129 Water St., Danvers, Mass. 

Product is recommended for weath- 
erstrips, spring shackles, trunk lid 
gaskets and other exposed rubber 
parts. It does not contain soap, vege- 
table, mineral or animal oil or grease 
and cannot deteriorate rubber. It re- 
pels water, protects and lubricates 
rubber parts and prevents door, trunk 
lids and other parts from freezing 
shut or sticking when car is first 
opened after being locked a long 
time, it was claimed by the manu- 
facturer, 

Want more info? Use coupon on 

page 98 and you will get it! 
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726—Floor Mats 


Rubber floor mats tailored to fit 
all makes of cars, available in six pop- 
ular colors, have been announced by 
H. B. Egan Mfg. Co., P. O. Box 1406, 
Muskogee, Okla. 

The mats feature a new design for 
quickest brush-out of mud, slush and 
water, greater wear resistance and 
“heel buttons” at the accelerator area, 
plus an improved underside design to 
cut mildewing tendencies by afford- 
ing freer air circulation. The same 
colors are available in “squares” for 
rear floors. 

Want more info? Use coupon on 

page 98 and you will get it! 


727—Carburetor Cleaning Kit 


A specially designed professional 
service kit used with “Gumout” car- 
buretor cleaning fluid, said to make 
carburetor cleaning easier and quick- 
er, has been introduced by Gumout 
Division, Pennsylvania Refining Co., 
2686 Lisbon Road, Cleveland 4, O. 

The “Gumouter No. 610” contains 
a durable one-quart plastic container 
for “Gumout” cleaning mixture, dis- 
penser graduated for easy, quick 
measurement and “hanger” for easy 
attachment to underside of hood. 
Cleaning fluid level is visible at all 
times. 

Want more info? Use coupon on 

page 98 and you will get it! 


728—Fuel Regulator 


Fuel pressure regulator of a prac- 
tical design which reportedly adapts 
itself to any engine, regardless of 
cramped engine compartment space, 
has been introduced by Brisko’s Mile- 
age-Saver, Inc., Box 106, Exeland, 
Wis. 

With “Mileage-Saver” carburetor 
floats can be set at factory standard 
“high” setting and spark advanced to 
at least normal factory specification 
so car owner can take full advantage 
of the high horsepower and economy 
built into the engine, the manufac- 
turer said. 

Made to last the life of the car and 
give trouble-free service, die-cast 
body is accurately machined to close 
tolerances with permanent neoprene 
seal. Diaphragm is heavy-duty type. 
Valve is a stainless steel ball ana 
valve seat has bronze insert. Large, 
finely woven brass screen filters lint 
and dirt, while Alnico magnet col- 
lects steel and rust particles. Glass 
bowl can be replaced with standard 
filter bowl. Connection openings have 
1g” standard pipe threads. 

Want more info? Use coupon on 

page 98 and you will get it! 


729—Spin-On Filter 


Spin-on disposable oil filters for 
1957 Ford, Mercury and Lincoln cars, 
requiring no tools, housings, oil lines 
and other connections, have been an- 
nounced by Champion Laboratories, 
Meriden, Conn. 

Each filter has its own built-in re- 
lief valve. Each also has a spring- 
loaded base valve which prevents oil 
and sludge from draining back dur- 
ing filter change. An adapter kit is 
available for earlier model Ford cars. 

Want more info? Use coupon on 

page 98 and you will get it! 


730—Heater Thermostats 


A complete line of vacuum-oper- 
ated valves for hot water heaters 
used in Ford and Mercury models 
1952 through 1957 has been an- 
nounced by The Dole Valve Co., 6201 
Oakton St., Morton Grove, II. 

These valves are the same as 
original equipment in design, ma- 
terial, workmanship and _ perform- 
ance. Three models are available: 
M9690 for 1957 Ford (mounts on heat- 
er core), M9691 for 1957 Mercury 
(mounts on heater core) and CM7928 
for 1952 to 1956 Ford and Mercury 
(mounts on motor block). 

Want more info? Use coupon on 

page 98 and you will get it! 


731—Battery Charger 


A portable fast charger in a small 
case about the size of a storage bat- 
tery and weighing 36 lbs., with the 
charging capacity of large floor 
models, has been introduced by Exide 
Automotive Division, The Electric 
Storage Battery Co., P. O. Box 6266, 
Cleveland 1, O. 

The “Model EX-353B” provides 
charging rates of 100 amperes at 6 


volts, 50 amperes at 12 volts an 
guaranteed unconditionally for 5 
years. Its compactness is accom- 
plished by use of hermetically sealed 
silicon rectifiers. 
Want more info? Use coupon on 
page 98 and you will get it! 


732—Radiator Equipment 


A complete, 1-piece radiator shop, 
combining a “Flo-Test” machine, hot 
cleaning vat and test and repair bench 
into one 11% x 3%’ unit, has been 
introduced by Inland Mfg. Co., 1108 
Jackson St., Omaha 2, Neb. 

Requiring less than three separate 
units, equipment is large enough to 
handle all car radiators, as well as 
many truck and tractor radiators, the 
manufacturer said. Vat and bench 
are equipped with electric elevators. 
The platforms are lowered and raised 
at a touch of the switch. 

Want more info? Use coupon on 

page 98 and you will get it! 


733—Tire Repair Kit 


A tubeless tire repair kit contain- 
ing a cadmium plated hand-operated 
extruding gun and sufficient quan- 
tities of cold self-vulcanizing rubber 
compound to make 25 repairs, plus 
simple instructions, has been intro- 
duced by Automatic Vulcanizers 
Corp., 16 Hudson St., New York 13, 
a 

Want more info? Use coupon on 

page 98 and you will get it! 
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How G-E ads are aimed to 
make more money for you! 





G-E consumer ads will make a double-edged profit for 
you. Saturday Evening Post, Look, Popular Mechanics 
and Popular Science will carry these ads which will 
build your aiming business and help you sell more 
pairs of new G-E G-Man Headlamps. 


How to get more light on the road 


hore howe so get corn sore light! 


rag rte Sap Pet “Your dealer can quickly determine if your headlamps 
GEmeEnar @ evectaic are mis-aimed—and he can aim them accurately in 
minutes—even in daytime.” 





Double Profit! 


When you see headlamps 
like these ... sell a pair 
of new headlamps .. . 
and an aiming job. 

You profit on both! 


Py WATER DROPLETS inside the lens not DISCOLORED REFLECTORS absorb BLACKENED BULBS in old-style head- 
a only scatter the light, but they also light rather than reflect it, causing a lamps block out the light from the 

’ help discolor metal reflectors. This loss of ‘Bire 50% of the original light filament and cause a dangerous drop 

can't happen with G- E At Lait Head- output. rt and moisture can never in light output. This can't happen 


lamps — moisture can't possibly get enter G-E @t2éte Headlamps so the with G-E tBu Headlamps be- 
inside. reflectors J stay shiny. cause there are no inner bulbs. 


So...for More Sales | CHECK YOUR STOCKS...AND ORDER SMALL 
1. Aim headlamps BULBS IN NEW G-E SPACE-SAVER PACKS! 


2. Sell G-E & Bett Head- They take 30% less space. There 


lamps in pairs! are no flaps, no covers; stocks stay 
neater; service is easier. General 


3. Check rear lights, too Electric Co., Miniature Lamp Dept. 
SAJ 10-7, Nela Park, Cleveland 12, O. 


GENERAL @@ ELECTRIC 
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734—Portable Buffer 


A portable electric buffer, espe- 
cially designed for preparing the in- 
side of tubeless tires for repair, has 
been announced by Power Products 
Corp., 1518 McGee St., Kansas City, 
Mo. 

“Power Buff” is said to operate 
equally as well with hot or cold patch 
applications on inner tubes and con- 
ventional passenger and truck tires. 
It is equipped with a 3” medium- 
gauge wire wheel and works efficient- 
ly in close quarters and hard-to-get- 
to places in 14” and larger tires, the 
manufacturer said. Dynamically bal- 
anced motor has 1,800rpm, AC-DC, 
115 volt and is rated at 1.8 amperes. 

Want more info? Use coupon on 

page 98 and you will get it! 


735—Engine Test Stands 


Engine test stands, available in 4 
models for passenger and light truck 
engines as well as heavy-duty truck 
and industrial engines, have been an- 
nounced by B-C Test Stand Co., P, O. 
Box 54, Battle Creek, Mich. 

Among features said to assure fast, 
accurate engine inspection are adjust- 
able mounting bars, special drive a- 
dapters for quick setup, relief valve 
and shutoff valve for controlled oil 
pressure, removable rear cross rail 
and side splash aprons, etc. Engine is 
out in open, making all parts acces- 
sible for inspection. 

Want more info? Use coupon on 

page 98 and you will get it! 


736—Wheel Cylinder Cups 


An assortment of wheel cylinder 
cups, covering passenger-car and light 
truck cylinders, including 112 cups 
ranging in size from %4” to 1%”, has 
been introduced by the Automotive 
Division of Wagner Electric Corp., 
6400 Plymouth Ave., St. Louis 14, Mo. 


Quantities of each size cup are bal- 
anced to meet normal demand. All 
cups are made with high temperature 
rubber compounds. 

Want more info? Use coupon on 

page 98 and you will get it! 


737—Dome Light 


A surface mounting dome light for 
overhead, flat surface or trailer use, 
equipped with a 4” translucent, shat- 


terproof plastic snap-in lens, easily 
removable for bulb replacement, has 
been introduced by Grote Mfg. Co., 
Bellevue, Ky. 

The 1-piece metal base is finished 
in baked aluminum enamel with 
3 3/16” mounting holes equally spaced 
on 1%” diameter circle, Mounting 
screws are not visible when the lens 
is snapped into place. Over-all di- 
ameter is 51%” and lens extends 1%” 
from the mounting surface. Lamp is 
available with or without slide switch 
mounted in base. 

Want more info? Use coupon on 

page 98 and you will get it! 


738—Starting Fluid 


A new formula of “Surefire” start- 
ing fluid, said to give faster, safer 
starts to gasoline and diesel engines 
down to 65° F. below zero, has been 
introduced by Wilco Co., Industrial 
and Commercial Division, 4425 Ban- 
dini Blvd., Los Angeles 23, Calif. 

Currently being sold with a double 
money-back guarantee, product re- 
portedly is an economical and sure 
method of starting tractors, trucks, 
cars, power motors, etc. Its low ether 
content protects engines against up- 
per cylinder area damage and re- 
duces engine wear by eliminating 
slow, hard starts in damp or cold 
weather, it was claimed, Method of 
application is by spraying from pres- 
surized can directly into manifold or 
air intake, 

Want more info? Use coupon on 

page 98 and you will get it! 





Headquarters for Historic Sightseeing 


fe 





hotel 


NORFOLK, VIRGINIA 


isit nearby Jamestown, restored Williamsburg, 


Cape Henry, and Yorktown. In Norfolk, see the world’s 
largest Naval Yard, the old Meyers House, the site of the 
battle of the Monitor and the Merrimac, St. Paul’s Church. 


COMPLETELY AIR CONDITIONED .- 
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TELEVISION - 


RADIO 


AFFILIATED NATIONAL HOTELS 


HOTEL ADMIRAL SEMMES 
WOTEL THOMAS JEFFERSON 
OISTRICT OF COLUMBIA 
HOTEL WASHINGTON 
INDIANA 
MOTEL CLAYPOOL 
ANA 
JUNG HOTEL 
HOTEL DESOTO 
NEBRASKA 
MOTEL PAXTON Omoho 
NEW MEXICO 
MOTEL CLOVIS 
SOUTH CAROLINA 
MOTEL WADE HAMPTON 


New Orleans 


+ SSNS 


TEXAS 
MOTEL STEPHEN F. AUSTIN 


WOTEL BAKER 

MOTEL TRAVIS 
MOTEL CORTEZ 

BUCCANEER 

MOTEL GALVEZ 
HOTEL JEAN LAFITTE 
CORONADO COURTS 
HOTEL PLAZA 

MOTEL LUBBOCK 


—~~SNO NE Ee—— 


MOTEL FALLS 

MOTEL CACTUS 

HOTEL MENGER 

ANGELES COURTS 

VIRGING, 
WOTEL MOUNTAIN LAKE 
HOTEL MONTICELLO 
TELEPHONE 

NEW YORK— Murray Mill 66990 
CHICAGO—Mohowk 45100 
WASHINGTON—Executive 36481 
MEXICO CITY—36-78-10 
GALVESTON—5.8536 
CLEVELAND—Prospect 1.7827 

AIR CONDITIONED + TELEVISION © RADIOS 


ee ee 5 


ee 


i 9 eumeseen 
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Here's what 


“Corrosion -Balanee" means 


in effective 


MUFFLER LIFE! - 


The two mufflers shown below were both designed by Soundmaster engineers 
for use on the same car. Both were road-tested under average driving ccnditions 
—low speeds—start and stop—the driving pattern that creates the worst cor- 
rosive conditions. Both were used on the “cold” side of a dual exhaust system. 


What was the difference? 


WITHOUT 


. s 
** Corrosion-Balance”’ 


This test muffler, with the same general construction 
which had shown normal life on a single exhaust 
system, failed within a comparatively few months— 
and after less than a year’s average driving mileage 
on the cold side of a “Dual” system. Its outer shell 
showed no damage—no sign of failure—but its in- 
ternal members, made of plain steel, had completely 
disintegrated, rendering the muffler useless in quiet- 
ing exhaust noise—and a drag on the free flow of 
power. 
It did not have corrosion-balance! 


WITH 


“* Corrosion-Balance”” 


This current Soundmaster Muffler, built for the same 
application, but with Corrosion-Resistant Materials, 
inside and out—“Zonal Drainage” —and Controlled 
Temperature Distribution, lasted three times as long 
—under the same driving conditions. It continued 
to quiet exhaust noise. It continued to give free, full- 
flowing power to the engine it silenced. Why?... 
Because it had Corrosion-Balance—the same quality 
you will find in all Soundmaster Mufflers—for old 
cars, for new cars—and for single or dual installa- 
tions. Corrosion-Balance makes the difference! 


@ For the long life—the lasting power—and the continued quiet your customers 
want in a muffler, install Soundmaster—the muffler with “Corrosion-Balance.” 
: . » Nationally advertised in The Saturday Evening Post—quickly and con- 
veniently available from your nearby N-A-P-A Jobber. 


DEKOVEN MANUFACTURING COMPANY «+ RACINE, WISCONSIN 


— SOUNDMASTES murFLERS 
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TIME SAVERS 












Tightening Loose Steering 
In Kingpin Bushings 


rr we have found a cause 
of loose steering in bushings 
in floating-type kingpins is a loose 
fit in support arm or steering 
knuckle. 

By tinning the outside of the 
bushings with a light coat of solder, 
a lasting fit may be obtained in the 
support arm or knuckle. — G. 
Lynch, George’s Garage, Asheville, 
North Carolina. 
















Removing Undercoating 
With Heat Lamp 


EMOVING undercoating or sound 
deadeners from the inside of 
doors, tops, fenders, etc., can be 
accomplished by playing a heat 








lamp against the outside of the 
panel until removal is easy with 
a putty knife. 

This prevents damaging paint as 
happens when a torch is used. — 
Stan Clark, Stanley Clark Service, 
Box 2162, East Bradenton, Florida. 





Correcting the Rattling 
On Brake Levers 


HE pin in the parking brake 
handle on the 1955-56 Dodges 
sometimes lets the handle rattle, 
creating an annoying situation. 
We correct this rattle with a dis- 
carded wheel cylinder boot by cut- 
ting a section out and bolting it 
between the handle bracket and 
the dash. When the handle is pulled 
out, the lip edge rolls outward and 
will come back when the handle 


is released and act as an anti-rat- 
tle. — Harold Starr, Mechanic, 
Hickory Motor Sales, Inc., 345 First 
Avenue, S. W., Hickory, North 
Carolina. 





Air-Bleeding Car Heaters 
Without Removing Hose 


HEN air is trapped in the hot 

water line of car heaters and 
must be bled off before heat can 
come through, do this: 

Pull upper heater hose forward 
until it lacks only %4” of coming 
off the ‘copper connector pipe. 
Leave the hole exposed until air 
is bled out and water appears, then 
slide the hose back on it. This 
eliminates the necessity of remov- 
ing the hose and refilling the water 
system, yet it does a good job of 











A YEAR 









@ Zero to 90° 
positive 
stop — and 
minus one 


LEE (uae 


Valve Refacer 
SUPER FINISH 








SERVICING 
RADIATORS!” 


‘*My first year | took 
in $12,000. My second 
year $16,000!" 


McRILL AUTO SERVICE 
TWIN FALLS, IDAHO 


MANY MAKE OVER $10,000 A YEAR! ‘‘After 3 months we are doing 
$850 per mo. in radiator work and increasing all the time’’—Robbins Motor 
Co., Marlow, Okla. ‘Now going at rate of $18,000 a year,"’ says Clough, 
Storm Lake, Ia. You, too, can do this well! 
20,000,000 Radiators Need Servicing Yearly! And with today’s engine 
power increased, cooling capacity decreased, radiators will require more ser- 
vice than ever! Get your share of this huge profit petential—now ! 
Inland, the industry's leader, offers equipment, training, Pays-For-Itself 
rchase plan—advertises nationally to attract radiator servicing business to 
inland-equipped shops. Mail coupon for Free Book today. 


INLAND MFG. CO. 
1108 Jackson St., Depf, SA-10 Omaha 2, Nebr. 
World's Largest Manufacturer 
of Radiator Servicing Equipment 
“SOLD EXCLUSIVELY BY MAIL” pricing, everything! FREE 
es ee ee ee ee ee & to [land customers. 
























Factory school trains you 
or your man quickly: Clean- 
ing, repairing, recoring, 

























INLAND MPG. CO., Dept. SA.-18 1108 Jackson St., Omaha 2, Nebr. 
Please send new free book, ‘‘Bive Print For Profits." 









(PLEASE PRINT) 





ADODRESS_ 









ZONE___STATE 
TITLE. 











r 3 















If dealer, make of car sold. 
Are you now operating a radiator dept.? [] Yes ([] No 
PS A AG AP ST A A A A A OS NN GA ARR SN RE WY Gee Sta OS 
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degree setting 










© Sze ve AND 
her wean EXTREME 
@ Collet Chuck ACCURACY 


MODEL 
K403C 






Occasionally a manufacturer develops a product that is so 
outstanding that the trade gives it a rousing welcome. The 
K. O. Lee Lifetime Refacer is such a product. 

The K403C refacer does an exceptionally fine job of grinding 
valves—providing a super finish seldom equaled by more ex- 
pensive machines. 


K. O. Lee Company, Aberdeen, S. D. 
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AIR e NOT MAN OPERATED!!! 
Mays 


PASSENGER TI : REALLY MODERN 


SPREADER 7 | R a 


your TIF 


salesmafim CHANGER 


PASSENGER CARS and LIGHT TRUCKS 
ode 


12198 For Com Snr acensd depentebiobelide vesleees: 
ventional No extra tools or racks required. For all 

“ rim diameters. Standard air chuck oper- 

i and Tu be ates it. Safe for tire and operator. 
less Tires. Mounts and Dismounts both beads at the 

Best For same time. The only modern tire changer 


Less. for today’s cars. 
$119°° 





=) BEAD EXPANDER 
$9975 ‘ Passenger Car Tubeless Tire 


One hundred per cent safe. Steel 
band aut tically rel d when air 
A First: in tire equals six ds. Adjustable 


to car, light truck tires. Fool-proof, T R U Cc K 


TRUCK BEA MODEL 820 - 
EXPANDER | gC Dd TIRE SPREADER 
Giant of the Industry 


Portable. Opens tires to desired width, 

Handles passenger car, truck, off-the-high- 

—_ way and earth-mover tires. ideal for Service 

— . Truck. Foot pedal operated. Four tons of 

cs . ee power at 150 pounds of air pressure, 


> ir : MODEL 
Bolanced for handling by lone Used by leading auto- 1-2420 
ey Sorky cuore Se Sones motive and rubber 


nd beads i ly. Safe’ ; 
onpens Gee Bee companies. Complete 


direct air line operated. safety for the tire 
$8950 and the operator. EX R IT. 
4 








INTO PRODUCTION 
MAY'S SUPER MIGHTY M BROTHERS 


TRUCK TIRE CHANGER MANUFACTURING CO. 
P. O. BOX 688 ° EAST LANSING, MICHIGAN Ld ED 2-6581 


CLYDE MILLER AL SCHNEIDER RAY M. SMITH 

77 S. White Station Rd. 9131 Forest Hills Blvd. 1237 N. Clairmont Rd. 
Memphis, Tennessee Dallas, Texas ‘Decatur, Georgia 
Phone: MUtual 5-9805 Phone: FAirdale 4869 Phone: DRake 8-6227 
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bleeding. — G. Lynch, George’s 
Garage, Asheville, North Carolina, 


Removing the Wrinkles 
From Head Linings 


T° REMOVE wrinkles from re- 
placed head linings — new or 
old — fill a paint gun with clean 
water, adjust the spray fan wide 
open and hold gun about two feet 
away until the entire fabric area 
is dampened. 

When the fabric shrinks, it will 
tighten like new with its nap 


raised.—Stan Clark, Stanley Clark 
Service, Box 2162, East Bradenton, 
Florida. 


Compressing Valve Spring 
On OHV Ford Cars 


pe this when you have a broken 
valve spring on an OHV Ford 
and no special tool to compress it 
without removing the head: 

Slip a %” open-end wrench un- 
der the exhaust manifold, letting 
it rest on the valve spring. Pull up 
on other end to compress spring 





youre ahead 4 ways 


with WITTEK Swe7# stainless steel hose clamps! 


COLLARED 
SCREW HEAD 
Series C-S 

Collared head prevents 
screw driver from 
slipping. Available 

in all sizes—for 


all purposes. 


peep.storreD 
SCREW HEAD 

Series S 

Positive turning action 
witb any size screw 
driver. Preferred for 
speedy installation. 


Sure-Tite clamps are of superior stainless steel 
construction. Wittek’s special worm drive tight- 
ening method with patented contour serrations 
and welded one-piece housing assure maximum 
strength. Wittek’s sterling reputation and qual- 
ity products give top performance in leakproof 
hose connections. Write for catalog today! 


Sronvenient STORING 


Colorful counter or wall case containing 100 
assorted Sure-Tite clamps (either Series C-S 
or Series S) of the 4 popular sizes. Hinged 
cover has convenient size selection chart. 


21 


Georgia, 


Lawrence M. Hirsig & Co. 
Bruce T. Brantley, Sales Mgr. 
American National Bank Bidg. 
Jacksonville 7, Florida 
Men Traveled — Kentucky, Tennessee, Alabama, 
West Virginia, Virginia, North Carolina, 
South Carolina, Florida, Mississippi 


CONVENIENT 10 PACKS 


Red and Black Pack—Series C-S 
Green and Black Pack—Series S 
Packs plainly marked with clamp number and 

hose size. Gives immediate identification. 


McClintock Sales, Inc. 7 


Mr. Sidney M. McClintock 
2631 Commerce Street, Dallas, Texas 


4 Men Traveled—Texas, Oklah Arkansas, 


Louisiana 





WITTEK MANUFACTURING CO. ¢ 4341 West 24th Place « Chicago 23, Illinois 


\ 
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GOT A GOOD 

$ IDEA? 

will be paid for every 

time - saver or shop 

short - cut accepted 
for publication in this section. 
A gs or rough sketch will 
make your idea more valuable. 
Only original items, not previ- 
ously published, offered for our 
exclusive use, can be consid- 
ered. Send them to: Southern 
Automotive Journal, 806 Peach- 
tree St., N. E., Atlanta 8, Ga. 











enough so the keepers can be re- 
moved. 

When replacing the new spring, 
compress it in a vise, tying it to- 
gether with two pieces of stovepipe 
or mechanics’ wire. Install the 
spring and keepers, cut the wire 
and pull it out and your spring 
is on, elminating pulling the head 
and the expense of a new gasket. 
It is well to remember to pull the 
spark plug from the cylinder and 
slip a medium-sized screwdriver 
under the head of the valve to hold 
it up while compressing the old 
spring. — Harry V. Dillon, Moscow 
Mills, Missouri. 


So simple to change is the crank- 
case oil filter on the new V-8 en- 
gines in the 1958 Chrysler Corp. 
cars to be unveiled later this fall, 
that even a pretty girl can do it. 
The filter traps dirt and abrasive 
particles as tiny as a thousandth 
of an inch and can be removed 
from the front of the engine with 
a twist of the wrist, and a new 
one installed as easily as changing 
a light bulb at home. 
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get All the BEAR FACT, iS: and you'll buy 
- aBEAR.OnACar Balancer 


ONLY BEAR 

with the SPEEDIE Adapter has 
the FASTEST accurate centering! It 
always goes on right the first time be- 
cause it uses the éruest part of the 
wheel ...the spindle center. 





ONLY BEAR 

balances on the HOIST or FLOOR 
with equal ease, speed and safety! 
Limited space need not keep you from 
getting in on BIG BALANCING MONEY! 
Spinner fits easily on rack. 








gives you such superior balancing 
control! Just 2 knobs to use! Tells you 
if you’re adding or taking away weight 
while wheel is spinning ...Balance 
Prover tells when you're through! 


Compare Fact for Fact...See for Yourself Why You Can Make More, Do More with BEAR On-A-Car! 


ONLY BEAR 

lets you sit while balancing... 
no squatting or stooping! It’s the most 
convenient, safest arrangement: you 
work from the side, spin from the front. 


ONLY BEAR 

has the Balance Prover! Nothing 
like it to dramatize the need for balanc- 
ing! A real sales clincher...shows 
customers just how badly wheels are 


ONLY BEAR 

brings you all these ease-of- 
operation features in an On-The-Truck 
Balancer,too! Handles all types of Budd- 
type wheels, cast-spoke types or light 





Closely simulates driving conditions. out of balance. truck wheels. 


...and ONLY BEAR brings you the 
pulling power of the NATIONALLY- 


‘OnACar| ADVERTISED BEAR SIGN! Nothing 
| —_— | like it to draw more cash customers! eee 
=e) FREE ON-A-CAR DEMONSTRATION = 


ee eee . FOR NEW 


_ PROVES ALL THE BEAR FACTS! | mi «| Ome 


See why only Bear brings you so much speed, accuracy 
and ease of operation! What’s more, you can be sure your 
ON-A-CAR will never be out-of-date! Everything you need 
to get right into big-profit balancing is there. Handles all 
wheels, including the new 14” size... nothing extra to buy 
..-nothing extra to install! Get all the Bear Facts and a 
FREE DEMONSTRATION from your Jobber or write: 


Bear Mfg. Co., Dept. S-!, Rock Island, Illinois 


LTT, Vp SPECIAL 


r ADAPTERS 
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When Collier Freeman (right), 
president of Robert Malone Motors 
(Dodge - Plymouth - Dodge truck), 
Dothan, Ala., took the dealership 
14 years ago, market penetration 
for Dodge trucks in the area was a 
fraction of one per cent. It has 
risen since then to 20%, with a 
sales increase of 100 units yearly. 
Shown with Freeman is Sales 
Manager George Fryer. 


Good Management Boosts 
Alabama Firm by 20% 


OOD management accounts for 

the steady rise to 20% pene- 
tration of the truck market in its 
area by the Robert Malone Motors 
(Dodge - Plymouth - Dodge truck), 
Dothan, Ala., according to Collier 
Freeman, president. 

Fourteen years ago when Free- 
man took over the dealership, 
Dodge truck registrations in Do- 
than and Houston County were 
less than one per cent. Today 
Dodge holds 20% of the local truck 
: market and the firm sells 100 units 
Lincoln, Mercury «= every year. 

5 since 19 y : Handling all fleet contact work 
*s © F 52 ensseasie 4 ’ himself, Freeman has equipped 
. without takin Z ee four out of five wholesale grocery 
Rolle A 9 = er at firms in Dothan with Dodges. An- 

r ssemblies =— e other fleet has 40 Dodges out of a 

48-truck total. An electrical dis- 
tributor has 15 “Power Giants” 
and another fleet operator has 40. 

Freeman, who is immediate past 
president of the Automobile Deal- 
ers Association of Alabama and a 
charter member of the Dodge deal- 
ers advisory conference, maintains 
that service has been the key to his 
65 REVERSIBLE RATCHET WRENCH a) See ee 6 Sees ree, oe ee 

bul vide fast, efficient service he keeps 
P _ two mechanics on duty all night. 
His service absorption is said to 
run between 90 and 100%. 

“It’s not magic,” said Freeman. 

“Good management, intelligent 

Popular Plenty of hand grip and leverage without being awkward a aaa’ male ditto 

automotive sizes: in tight places. Closely spaced ratchet teeth permit and ‘top service keep our truck 
Pye, 0 short stroke. Heads, ratchets and handles are made from business growing.” 

Ye’ and Ya", selected alloy steels, correctly tempered. Red stripe on ° 


Length 7%, uw handle for identification. Rustproof finish. y De Soto's “Top Ten" 
r Headed by Texan 
g pre! e 7 R ANES Motors, Inc., Dallas, Tex- 


as, led De Soto’s “Top Ten” 
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HANDLER. ; 
K-D BATTERY int “eG (14 in all) sales leaders for July. 
FOR ALL S ; Ties accounted for the extra four 


POPULAR 6 & 12 VOLT. “#91 dealerships included in the list. 
Sas ee: cams _. Other Southerners were Auto- 
ee cas. evades Piccmoiesictine On mobile Sales Co., Inc., Memphis, 

F ree Catalog : Over 150 K-D Tools to make hard jobs easy. i sap niitans — Gandeunenk tan. 

described and illustrated in 32-page book. Write today. if seventh, and Sites Bros, Motor Co., 


K-D MANUFACTURING COMPANY, LANCASTER, PA. A Kansas City, Mo., tied with two 
= 5 other firms for ninth. 
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VENTED 


onroe Load-Levelers 


ook at the design of today’s cars, and you’ll immediately see the need for the new 
Monroe Load-Levelers. Cars are longer, lower, roomier. Seats are wider. Trunks are 
bigger. There’s more overhang in the rear. Springs are softer, to cushion the ride. 
All this adds up to trouble: cars have plenty of space for passengers and luggage 
but they are not designed to safely and comfortably carry the heavy load of rear 
seat passengers and a trunk full of luggage. 

The entirely new Monroe Load-Levelers absorb the stress of heavy loading . . . 
prevent sag, sway and dip. They increase road clearance. They give a smooth, level 
ride, with headlamps always beamed safely on the road. When the car is unloaded, 
they automatically compensate for the lightened load. 

A large percentage of the cars that come into your shop need Monroe Load- 
Levelers—the market is wide open! Contact your jobber now—today —for complete 
details . . . and let Monroe Load-Levelers carry a heavy load of profits your way! 


Monroe Auto Equipment Company 
Monroe, Michigan 


CALIBRATED RIDE CONTROL WITH ANY LOAD 
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Blasts of Air in Wind Tunnel Aid 
Chrysler in Designing for Tomorrow 


parse of air roaring through 
wind tunnels are helping to 
shape new automotive designs for 
Chrysler Corp. stylists and engi- 
neers, Virgil M. Exner, the com- 
pany’s vice-president and director 
of styling, said at White Sulphur 
Springs, W. Va., last month. 

Exner, at a meeting of the So- 
ciety of Automotive Engineers, 
said aerodynamic considerations 
had influenced the shape of 
Chrysler’s current production cars, 
adding: 

“We are continuing wind tunnel 
and performance tests to learn 
ways of further improving appear- 
ance; to obtain more fuel economy 
and better performance from a giv- 


Flight Sweep designers—Virgil M. 
Exner (right), vice-president and 
director of styling for Chrysler, 
and William M. Schmidt, executive 
stylist—review the development of 
the fins on the experimental 
“Dart,” which was displayed at the 
SAE meeting in White Sulphur 
Springs, W. Va. 


en size engine by reducing the 
force necessary to penetrate the 
air; and to reduce driver fatigue, 
thereby increasing safety, by con- 
trolling wind wander and improv- 
ing stability through more func- 
tional design. 

“The work already done con- 
firms the value of using as many 
aerodynamic facts as possible as 
guides to contemporary styling 
concepts.” 

Exner pointed out the tests con- 
ducted in the University of De- 
troit’s wind tunnel “demonstrated 
that the design of our 1957-model 
cars exerts a stabilizing effect 
much as do tail fins on airplanes 
and ‘unlimited class’ power boats. 


116 


With the high upswept fins of our 
1957 models, tests showed that 
road-holding stability was im- 
proved, reduced steering correction 
by as much as 20% in strong 
crosswinds at normal highway 
driving speeds.” 

Describing how this vehicle sta- 
bility is achieved, he explained 
that most of the force of a side- 
wind acts on the front portion of 
a finless car, tending to make it 
veer from its course. When fins 
are added, a larger surface is pre- 
sented at the rear of the car, di- 
recting the sidewind so that its 
force is better balanced about the 
car’s center of gravity, which acts 
as the pivot point. 

“Thus,” Exner added, “the addi- 
tion of the fins equalizes the forces 
about the pivot, resulting in less 
tendency of the wind to turn the 
car off its course. 

“By aerodynamic design, then, 
the sidewind itself is made to com- 
pensate for its own ill effects. This 
relieves the driver of some of the 
steering effort required to keep the 
car within its highway lane when 
gusty conditions prevail.” 

While aerodynamic research ac- 
tivity was being carried on in De- 
troit, Carrozzeria Ghia of Turin, 
Italy, was selected to build a car 
around the aerodynamic facts re- 
vealed in wind tunnel tests con- 
ducted in Turin, Exner said. 

Chrysler supplied advanced en- 
gineering innovations and specified 
the basic dimensions of the idea 
car; otherwise the shape was de- 
termined solely by the form which 
showed the least possible air dis- 
turbance in aerodynamic research. 

The result is the “Dart,” one of 
the most efficient aerodynamic 
passenger car designs in the world 
today, Exner said. 

Built on a 129” wheelbase, the 
same as the Imperial, and with 
fins as an essential and integral 
part of its shape, the Dart is lit- 
erally a laboratory on wheels. It 
has undergone rigorous tests at 
Chrysler’s Engineering Proving 
Grounds at Chelsea, Mich. 


Lower Taxes Seen Tied 
To Increased Imports 


ONE-THIRD increase in im- 
ports by the United States 
would result in lower income 
taxes, Dr. Llewellyn Smith, man- 


aging director (Motor Car Divi- 
sion) of Rolls-Royce, Ltd., recent- 
ly told a Dallas, Texas, group. 

Speaking at a luncheon in honor 
of the 50th anniversary of the first 
sale of a Rolls-Royce in this coun- 
try and the founding of the nation- 
ally-known Neiman-Marcus store 
in Dallas, Smith said that “total 
imports into the U. S. A. in 1956 
amounted to only 3% of the gross 
national product.” He added that 
an increase of one-third would 
enable the rest of the world to 
balance its visible trade with the 
United States. 

Also, he said, “the extra one per 
cent would not only enable the 
United States taxpayer to reduce 
the amount of money being spent 
on aid, but would also enable the 
rest of the world to buy more 
American goods.” 

Using British car exports to the 
U. S., which have increased from 
20,000 units in 1950 to an antici- 
pated 100,000 this year, as an ex- 
ample, Smith said, “The primary 
reason for the increase in British 
car sales here is a growing demand 
in America for certain types of 
cars which have been traditionally 
made in our country but are not 
made here.” 


Chevrolet Trucks to Bow 
With New Front-End 


Ew front-end styling, including 

dual headlamps and rede- 
signed grille, hood and fenders, 
will mark the debut of the 1958 
Chevrolet trucks, concurrent with 
that of the passenger cars on Oct. 
31. 

The new truck line lists 12 new 
models, for a total of 128, up ten 
per cent over the number available 
in 1957. The expanded widely di- 
versified line will feature a rug- 
ged 348-cubic-inch V-8 engine of 
230hp, many chassis improvements 
and more powerful and durable 
sixes and V-8s, Chevrolet an- 
nounced. 

Also, for the first time, Chev- 
rolet will assume body production 
responsibility for three forward 
control “Step Van” models. The 
same warranty and parts service 
will be extended to these bodies 
that now applies to company-built 
panels, pickups, stakes and cab- 
chassis models. 

Nine new medium-duty cab- 
chassis models have been added to 
the line, six, including three low 
cab forwards, carrying 72” cab- 
to-axle dimensions for more ideal 
weight distribution in trailer op- 
erations. 
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ROFTTS IN LAMPS 


TUNG-SOL 


Tung-Sol standards of lamp manufacture have been more 
than meeting the performance requirements for American 
car-makers for more than half a century. In the renewal 
field, Tung-Sol’s leadership in lamp engineering, in pack- 
aging and sales-aid material helps you maintain lamp 
. / volume at highest levels. Keep an eye out for 
A \\Y mr ee ae customers’ lamp needs and push Tung-Sol for 
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V’ hy LJ] / ‘ NEW! FOR 4-HEADLIGHT CARS 
f } The 5%-inch, 4001 and 4002 12-volt lamps. 4001 has single 
high beam filament. 4002 has double (high and low beam) 
hlament. 


Special Introductory Package For 4-Headlight 

- f Car Service. Low-cost introductory package contains four 

Standard 7-inch type: each 4001 and 4002 5%-inch Vision-Aid Headlamps. Just 
5040-S (6-volt) and 5400-S (12-volt). what you need to take care of immediate service requirements. 


Special For Your Fleet Accounts 


Ruggedized 5440-S has exclusive design 
features to meet toughest service conditions. 
Ic will get you a lot of fleet business. (Also, 
special miniature types designed for truck 
and bus use.) 











Services 100% of Needs! 


Consists of #10 Tung-Sol Heart Assort- 
ment: 5 flashers on a colorful display 
card. Back-Up Stock Stacker: 5 flashers 
to keep display complete. Service 
Guide: handy direction signal servicing 
instructions plus flasher and lamp re- 
placement chart for a// domestic cars. 
See your Tung-Sol supplier! 








®TUNG-SOL 


VISION-AID HEADLAMPS - MINIATURE LAMPS - SIGNAL FLASHERS 


Sales Offices: Atlanta, Ga.; Columbus, Ohio; Culver City, Calif.; Dallas, Tex.; Denver, Colo.; Detroit, 
Mich.; Irvington, N. J.; Melrose Park, Ill.; Newark, N. J.; Philadelphia, Pa.; Seattle, Wash. Canada: 


Montreal, P. Q. 
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“You really did us a favor when you introduced the 
complete high quality, low-priced battery line. It 
not only broadened our market, but it’s given our 
dealers a price leader with real quality behind it. A 
dealer who has the new line, plus the Auto-Lite 
mid-range batteries, plus the great premium line— 


Sta-ful—has about everything he needs for a really 


profitable battery business.”’ 


Sibiecy peachy 


HENRY DESENBERG, Sales Manager 
BEARD & STONE ELECTRIC Co., INC. 
805 POLK AVE., HOUSTON 2, TEXAS 


AUTO-LITE 


BATTERIES 


“AUTO-LITE ACCEPTANCE IS YOUR PROFIT GUARANTEE” 
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IN-STALL A FILT-O-REG WITH 
Cc 








YOUR TUNE-UP! 


FILT-O-REG makes the motor you 
tune, sing in tune... wherever 
your customers go...in warm 
weather... up steep mountain grades 
or thru stop-and-go traffic. 


FILTOREG 


FUEL PRESSURE REGULATORS 


Prevents 
VAPOR LOCK 
Stops 
STALLING, FLOODING 
Gives 
QUICKER HOT-MOTOR 
RE-STARTS 
Three Pressure Models 


Sw psi vy psi 


Two Styles 


C with filter 
R regulator only 


NO. 2,707,051 
OTHER PATS. PEND, 


FILT-O-REG helps you DO THE JOB... 
saves you wasted service time because it 
controls the over-pressure in the fuel sys- 
tem to a constant, unrestricted even fuel 
pressure on the carburetor under all driv- 
ing conditions. TRY IT...PROVE IT. 

.. J auto, truck, gasoline engine, new or 
used, needs this quality fuel pressure 


regulator. 


Order from your jobber 
WRITE FOR HELPFUL BULLETINS: —<— 
#317 YOUR ANSWER TO 
VAPOR LOCK 


#302 HOW “OVER-PRESSURE” 
CAUSES CARBURETOR 
FLOODING 


MAKES GASOLINE ENGINES RUN BETT 


Alondra Sales, Inc., 959 Crenshaw Bivd., Los Angeles 19 
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Jobber News 
(Continued from page 47) 





Taylor Parts & Suppl 
Opens Florida Branch. 


AYLOR Parts & Supply Co. of 

Andalusia, Ala. held open 
house Sept. 27 and 28 at its new 
branch located at 110 South Florida 
Ave., Fort Walton, Fla., Vice- 
President James M. Taylor II an- 
nounced. 

The 80’ by 80° building houses a 
complete machine shop. Its facili- 
ties also include a customer counter 
70’ long and customer parking 
space for 20 cars. 

Store manager is H. A. Brock, 
a native of Vernon, Fla., who for- 
merly worked at the Panama City 
branch. 

M. D. “Buck” Taylor is presi- 
dent of the company and C. R. 
Straughn is  secretary-treasurer. 
Taylor was president of the South- 
east Automotive Show last year 
and is a past president of the Auto- 
motive Wholesalers Association of 
Alabama. He is now serving and 
has served on wholesale advisory 
councils for a number of parts 
manufacturers. 


AP Names Balough 
To Head Midwest 


PPOINTMENT: of James W. Ba- 

lough as regional manager of 
the midwest division of The AP 
Parts Corp. has been announced by 
H. C. “Skip” Stivers, sales man- 
ager. 

Before joining the company 
early this year as territory manager 
of the Tennessee area, Balough 
was general sales manager of the 
Blue Crown Spark Plug Corp. for 
a number of years. He also has 
been general sales manager of 
Lincoln-Mercury and _  Kaiser- 
Frazer distributorships. His head- 
quarters will be Kansas City. 


Price Battery Selects 
Shelton for Southeast 


H. SHELTON, Jr., has been 

e appointed Southern sales 

representative, with headquarters 

in Atlanta, Ga., for Price Battery 

Corp., with responsibility for sales 

activities in Alabama, Florida, 
Georgia and Mississippi. 

The company has also appointed 
Jay W. Staup sales manager of its 
Monark Battery Division, Wapa- 
koneta, O., his five-state area to 
include Kentucky and Missouri. 


Simultaneous with its announce- 
ment of a newly-elected president, 
Zac G. Drake (above), Rust Master 
Chemical Corp. also announced 
the addition of a new product — 
a gas tank anti-freeze and fuel line 
conditioner. D. Gregory Grogan is 
the new treasurer. Under the new 
management, the company plans 
expansion of all its lines. 


Keenan Opens Branch 
At Donalsonville 


EENAN Auto Parts Co., Albany, 
Ga., has opened its 15th branch 
by buying Faircloth Auto Parts at 
Donalsonville, Ga., and changing 
the name to Keenan Auto Parts Co. 
of Donalsonville, Executive Vice- 
President Howard Hout announced. 
Robert L. Hines, former counter- 
man at the Bainbridge, Ga., store, 
is the manager of the unit, which 
was purchased from Ray Faircloth, 
who is leaving the industry. 


Baumberger of Dallas 
Dies in Arkansas 


Sgn R. Baumberger, 69, partner 
in the J. S. Connell Co. of Dal- 
las, Texas, died last month of a 
coronary occlusion while on a busi- 
ness trip to Little Rock, Ark. 

Widely known in the aftermar- 
ket in the Southwest, Baumberger 
over a period of 35 years had been 
connected with The Electric Auto- 
Lite Co., Herbert Sierk Co., H. M. 
Cree Co. and Tool Parts Ware- 
house, Inc. 


South Carolinian Adds Two 


Wayman Cook, formerly with 
Keenan Auto Parts Co. of Talla- 
hassee, Fla., has been employed as 
outside salesman by Larry Dun- 
ham Co., Greenville, S. C., Presi- 
dent Larry Dunham announced. 
Ernest Jones returned to the com- 
pany’s machine shop after oper- 
ating his own business for two 
years. 
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Harold B. Robinson and a few of De Soto advertisements that have appeared in Philadelphia newspapers 


“The De Soto Firesweep caught on fast in Philadelphia . . . 
and this factory advertising helped to do it” 


—says Harold B. Robinson, President, Harold B. Robinson Auto Sales Co., Inc., Philadelphia, Pa. 










“‘When you have a great product plus a new low price, 
it makes good sense to tell your prospects about it. That’s 
what De Soto did when it brought out the Firesweep— 
with newspaper, radio and TV advertising that really hit 
home that new low price. I can’t speak for the 

country as a whole, but it’s sure paid off for us! 

Our sales are up 25% over last year.” 















’ “On radie here in Philo “On television, Groucho | The most exciting product in the field today ... 


delphia, we're supported by tells viewers in the Philadel- : = 

a consistent spot schedule on phia area about Firesweep backed up by heavy si effective advertising crs 
WFIL, WIP, WCAU and WRCV. via WRCV-TV—one of 164 just two of the many reasons why 

De Soto advertising gives us NBC-TV stations carrying the 

year-round support where it show. Prospects come in and 


ae §— AG, Grouse wont aaiF" it pays to be a DESOTO dealer! 
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CUPS 
STILL THE BEST 
... that’s for sure 


RIBBED CUPS . RIBBED CUPS 
For Chrysler Products and light or most truck installations 
trucks from 1940-56. 


RIBBED Secondary CUPS 

The first improvement on Master Cylin 
ders in 25 years! All EIS Master Cylinders 
are equipped with them. They're also 
furnished in all EIS Master Cylinder Kits 


EIS AUTOMOTIVE CORP. | Middletown, Conn. 
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Series CUPS 

with EXPANDERS 

A “‘must” replacement on all 

cars! Most 1956-57 cars 

come equipped with 
Expanders. 


PLAIN CUPS 
For those who st want 
them, EIS heavy-walied 
wide flare plain cups are 
available 








Modern home of Kimco Auto 
Products in Memphis, Tenn., con- 
tains over 60,000 square feet on 
seven acres of land. The company’s 
first plant was a 6,000-square-foot 
operation which it outgrew three 
years later in 1945 and moved in- 
to a 12,000-square-foot building, to 
which an addition of 15,000 square 
feet was made. Continued growth 
in 1955 again required more space 
and its present facility at 1520 
Texes St. was completed. Kimco 
covers the South and Southeast 
with its own direct salesmen 
headed by Sales Manager Daniel 
Davis. Carl Chafetz is president. 


e 
John Bean Appoints Lewis 


Everett L. Lewis of Kansas City, 
Mo., has been named automotive 
sales representative to cover east- 
ern Kansas and western Missouri 
by John Bean Division, Food Ma- 
chinery and Chemical Corp. Lewis 
has had more than 22 years’ ex- 
perience working with equipment 
jobbers. 


Wesley J. Kiley, formerly market- 
ing manager of Blackhawk Mfg. 
Co., has been named manager of 
the firm’s distributor sales divi- 
sion, succeeding W. V. Dyke. Kiley 
has also been advertising and sales 
promotion manager in the com- 
pany and has played an active 
part in its sales planning and mer- 
chandising programs for a number 
of years. 
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FINANCIAL NOTES— 





Mohawk Rubber Co. 


Sales, Profits Soar 


Firm's Official's Credit Expansion Program for 


Upswing Along With 


Young Management 


By JOHN E. BRYAN 
Financial Editor 
AKRON, Aug. 26—Thanks to the Mo- 


hawk Rubber 


Co.’s expansion program, 


years in its history. 


e &,’ 1957 will be one of the best peacetime 


revealed. 


President Henry M. Faweet| 


said that Mohawk’'s net sales 
rose to $11,413,000 for the 
seven months against $8,741,000 
a year ago and compared to 
$15,126,701 for all of last year. 

Net income for the seven- 
month period climbed to $260,- 
000, equal to about $1.80 a 
common share, against $211,000 
in the year-ago period. Earn- 
ings for all of last year totaled 
$370,525, or $262 a share. 

“The second half of 1957 will 
see the full effect of Mohawk’s 
expansion program,” Fawcett 
and Chairman Ray E. Bloch, 
with the company since its 
founding in 1913, said. 

They added that the substan- 

increase already achieved 
in sales will be maintained and 
“net profit will follow the in- 
crease in sales now that our 
new Arkansas plant is operat- 
ing at an efficient and profit- 
able level.” 
Doubles Capacity 

The rubber executives cited 
this plant, obtained for $1,500,- 
000 and only recently in full 
production, as the principal 
reason for “the excellent re- 
sults we expect this year.” 

The Arkansas plant, with au- 
tomatic equipment in 100,000 
square feet of space on one 
floor, has- doubled Mohawk’'s 
passenger tire capacity and in- 
creased that for truck tires by 

%. 

The enterprising Akron firm 
also has another plant in Lit- 
tleton, Colo., also to serve the 
rapidly expanding Southwest 
and especially 1,400 stores of 
a big customer. 


dove Genlral Sales Mgr Wohawk! Bbuon Ohio today! 











vance rapidly over the next 
two years,” Bloch said. He 
added that the main plant in 
Akron will be benefited by 
completion of the St. Lawrence 
Seaway, both from the stand- 
points of competing in the ex- 
port market and of receiving 
overseas raw materials, such ar 
crude rubber without inlan¢c 
freight charges. 


Young Management 

Bloch, asked about Mohawk's 
long-term outlook said: “One 
of the best contributions I have 
been able to make to the 
company is that it is manned 
by young men. They have what 
it takes.” 

President Fawcett and Wil- 
liam T. Ernst, secretary-treas- 
urer, both are 37 while Sales 
Manager Thomas Johnson is 
only 35, he pointed out. Bloch 
added that the company’s re- 
search and development pro- 


gram has been accelerated con-¢ 


siderably in the last few years 
Common stock of Moha 


SO RS ee, Gee Se 


share was paid in 1956 and this 
rate continues in 1957. 
Domestic volume of sales 
from 1946 through 1954 ranged 
from eight to 12 million dollars 


a year. The company has 141,- 


638 common shares outstanding 
with a book value of $39.21 per 
share at the end of 1956. 
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70% Report Higher Sales for 1957; 
Weather and Price-Cutting Slapped 


press per cent of the reporting 
wholesalers over the South and 
Southwest said last month their 
sales volume for the first eight 
months of this year was above the 
same period of 1956. 

But, farm conditions and un- 
favorable weather got a cussing- 
out from some for the effects they 
had had on some jobbers’ business. 

Twenty-six per cent answering 
a questionnaire mailed to 350 firms 
said their sales were down and 4% 
listed the same volume. 

Said a Mississippi Delta execu- 
tive: 

“We are down 4%. We are in the 
largest cotton-growing territory in 
4he country and our acreage was 
cut at least 25%. Business as a 
whole is off.” 

From the North Carolina Sand- 
hills came this report: 

“We are about 5% behind last 
year. Unseasonable weather has 
greatly affected many businesses 
as well as agriculture, The last four 


A Reader 


months do not look as promising 
as previous years.” 

In contrast, a wholesaler situ- 
ated about a hundred miles from 
this official’s business, also a North 
Carolinian, commented: 

“We’re 16% ahead for the first 
eight months, the reason being 
hard work on equipment sales to 
help offset the slump in parts 
sales.” 

A Texan reported: 

“Sales 12.5% above like eight 
months of ’56. August sales 36% 
above August 1956. September 
sales starting off very slowly. Col- 
lections good. Prospects for last- 
quarter sales not good. Cotton 
crop estimated about 50% of nor- 
mal. 

“Since replacement parts busi- 





ATTENTION .. = . 


pigtRIBUTORS 


ness has shown considerable de- 
cline in the past five years, my son 
and I have purchased a Ford deal- 
ership here. We will continue to 
operate our parts business as is.” 

Florida houses were notably in 
the column with increased volume 
— some as much as 26% higher 
— but a Florida Panhandle jobber 
reported: 

“We're off 542%. We’re plagued 
with increased competition by 
small stores going into every small 
town. They nearly all are cutting 
prices badly.” 

And a well-known executive in 
South Florida said: 

“We’re up 26%. Our problem 
seems to be a matter of financing 
the inflationary growth of increas- 
ing demand and higher prices. 
Profits don’t take care of it.” 

A West Coast Floridian has ex- 
perienced a rise of 17% with 
“business still good.” He added: 

“We are glad to see the trend 
toward increased local warehouses 
materializing, for freight and post- 
al charges were really hurting 
our profit structure.” 

Of the 8% increase listed by a 
New Orleans firm, “a small part 
is due to price increases.” 

Price-cutting came in for its 
usual whacking in the reports. A 
North Carolinian observed: 

“Some jobbers are cutting their 
profits to get volume. We are hold- 
ing to our regular prices.” 

A_ reduction in government pur- 
chases has trimmed his volume 
somewhat. 

“Price-cutting,” said a South 
Carolinian, “is due largely to ap- 
pointment of as many as three dis- 
tributors of a line, such as filters, 


oBBeRs « ° <i Lube" 


UNIVERSAL Lubricating Systems take 


pride in announcing _ 

that the FRANK H. WILLIAMS COMPANY 

has been appointed as our exclusive 
representatives for Florida, Georgia and Alabama. 


plugs, fuel pumps. The distributors 
will sell at close to jobber cost to 
get an order for four or six pieces.” 

His volume was up 6%, while 
gross profit was pegged at 30% 

A Kansan who experienced the 
same volume for the first eight 
months said “the year will be bet- 
ter.” 

A Texan’s sales were up 10% 
but “collections have slowed down 
very perceptibly.” 

The reports were not restricted 
to particular areas but came in 
generally from over the South. 


Blackhawk Appoints MeCreight 


Blackhawk Mfg. Co. of Milwau- 
kee, Wis., has appointed James R. 
McCreight manager of the terri- 
tory which includes Kansas and 
western Missouri. McCreight’s 
home address is 4108 W. 75th St., 
Prairie Village, Kan. 


Our fast moving line of 


lubrication products include . ¢ Grease Guns ® Grease Hoses 


© Grease Fittings © Couplers 
Priced for quick tumover and YOUR profit. 


*Certain desirable sales territories still available in Florida, Georgia and Alabama. 
For complete details write . . . 
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WIREMAKER FOR INDUSTRY 
SINCE 1902 
CHICAGO 
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Presenting the 


SMALLEST 


11%" HIGH 
107%” WIDE 
10%” DEEP 


LIGHTEST 37 LBS. 


‘ 
we . 


EASIEST TO OPERATE 
FULL CAPACITY 





PUSH-BUTTON 
CONTROL 


6V-100 AMPS, 
12V-50 AMPS, 


FAST-CHARGER EVER BUILT 


en eee: 


rail 
~ i 


h-8 


a 


REVOLUTIONARY 
SILICON RECTIFIER 


UNCONDITIONALLY 
GUARANTEED FOR 


5 VEARS 


Dont wat: oe 


ORDER WOW! 


 Sene/ 
$9Q5 


For a limited time 


CHECK THESE 
QUALITY FEATURES 
COMPACT SIZE: 11%” high x 

10%” wide x 10%” deep 

LIGHT WEIGHT: Only 37 pounds 
SILICON RECTIFIER: Uncondi- 
tionally guaranteed for 5 years 
HIGH CAPACITY: 6 volts—100 
amps.; 12 volts—50 amps. 


ACCURATE CONTROLS: Push- 
button selection of low, medium, 
or high charging rate; electric 
timer switch 


CONVENIENT-LENGTH CABLES: 
AC cord—10 ft.; DC leads—6 ft, 
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Frank G. Stewart, 65, chairman of 
the Joint Operating Committee of 
the Automotive Service Industries 
Show during 1954, died last month 
after a heart attack. He had beer 
connected with the automotive af- 
termarket for 50 years and was 
president of Standard Automotive 
Supply Co., Washington, D. C., and 
Stewart Mfg. Co. He had been ac- 
tive for years in the Automotive 
Trades Association in Washington. 
He was a past president of Motor 
and Equipment Wholesalers As- 
sociation. 


o 
Pennsylvania Hires Whitehead 


Jack L. Whitehead of 1283 Rich- 
land Rd., S. W., Atlanta, Ga., has 
joined the sales force of Pennsyl- 
vania Refining Co. Whitehead will 
work with company agents in the 
Carolinas, Georgia and Florida. 


“It took us well into 1957 to do 
this, but we are proud that we have 
collected a $4 account that gave 
us 100% collection for 1956, our 
first full year of operation,” re- 
reported Bob Johnson of Demo- 
polis Auto Parts, Demopolis, Ala. 


R. E. “Pop” Warner has been 
named city sales manager for The 
Motor Mart, Dallas, Texas, Presi- 
dent J. M. Egan announced. Well- 
known in automotive circles, War- 
ner has been active in the parts 
distributing business in the South- 
west for 30 years. 
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Now — the long-awaited FLASHERS . . . engineered by Signal-Stat for EVERY 
TYPE of signalling application. They said it couldn’t be done, but here it is — 
a variable load Flasher for tractor-trailers that provides positive pilot action 
and properly flashes 1, 2, 3 or 4 lamps — and a circuit-breaker Flasher that’s 
not subject to damage due to temporary shorts, for passenger cars and trucks 

.. that means greater signalling safety and far longer service than with 
the ordinary, run-of-the-mill variety! 


Universal 


Dispenser-Display Revolutionary, New 
Mounting Clip 


Carton Signal-Stat Flashers 


is —— 

Tried and proven — it’s no wonder that Signal-Stat Flashers are already 
standard, original equipment on millions of vehicles. There’s a complete, 
compact 6-12 volt line and a special #STS-1 packaged, minimum assortment 
that will take care of 100% of your 6-12 volt installations .2. now available 
to you with no strings attached . . . no tie-in sales. You will find the new 


Signal-Stat Flasher an important item for building good will, satisfied custom- 
ers, and extra profits. See your jobber or write for the new Signal-Stat catalog. 


Signal-Stat 


Always creating — never imitating 
DIRECTIONAL SIGNALS + SWITCHES * FLASHERS 


SIGNAL-STAT CORPORATION, 523-539 Kent Ave., Brooklyn 11, N. Y. 





* Lew priced 

Economy Chest 
* Heavy Super-Duty series 
* New designs 


MODEL 107 
CHEST ONLY 


* 
$25.90 
*slightly higher 
East and far West 
Here are four new time-and-money- 
saving tool chests that will keep your 
valuable tools clean, safe and always 
on hand. They’re designed by Huot, 
the nation’s foremost maker of deluxe 
chests and cabinets. 

These chests can.really take it, too. 
Super-Duty models are made from 18 
gauge and heavier steel! Drawers 
move easily on compound slides and 
Huot’s built-in locking system keeps 
drawers secure. Huot chests and 
cabinets are finished in infra-red 
baked blue-grey enamel. 


NEW HUOT ECONOMY CHEST 


Model 107 retails for $25.90*—lowest 
priced, full size automotive chest on 
the market. All new features. Over-all 
dimensions: 26” x 1244” x 124”. 


SUPER-DUTY 
CHEST 


Shown mounted 
atop a Model 275 
cabinet is the big 
Model 108 chest 
withextra long and 
deep drawers for 
heavy, long tools. 
Over-all: 28” x 15” 
x 21” high. One 5 
inch deep drawer, 
two 3 inches deep 
and three 2 inches deep, wt. 110 lbs. 


Model 109 SUPER-DUTY CHEST 
It has all 
heavy duty 


features of 


Model 108, 
but has four 
drawers, 
one 5 inches 
deep, one 3 
inches deep 
and two drawers 2 inches deep. Over- 
all size: 28” x 15” x 1534", wt. 85 Ibs. 


Model 275 SUPER-DUTY CABINET 
Designed to support Model 108 or 109 
chests, it lets you roll your tools to the 
job. Two big drawers for power tools, 
2314" x 16” x 6” deep, wt. 115 lbs. 
Double drawer supports. Locks com- 
pletely with ey front. Flying 
saucer casters are standard equipment. 


Warehouse Stocks Carried 
in Dallas 


HUOT is pronounced “Hew-ot” 





HUOT MANUFACTURING CO. 
587 N. Wheeler Street © St. Paul 4, Minn. 
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Automotive Parts Rebuilders Association “hard at it” (1. to r.): J. W. 
Harper, immediate past president, Dallas; Charles R. Hicks, treasurer and 
chairman of public relations, Kokomo, Ind.; R. S. Bishop, director and 


president in 1954, Fort Worth, Texas; H. B. 


gs, first vice-president, 


King, N. C.; Robert Courtney, director from Western Canada, Calgary; 
R. R. Neil, Jr., second vice-president, Nashville, Tenn.; J. W. Boulton, Jr., 
third vice-president and chairman of numbers standardization commit- 
tee, Oklahoma City: William G. Weldon, re-elected president, Chicago; 
Nathan M. Roberts, executive secretary, Chicago; Stanley Peterson, 
secretary, Minneapolis; Irving Chafetz, director and chairman of mem- 
bership committee, Memphis, Tenn.; Albert S. Holzwasser, director, 
Boston, Mass.; Kenneth Palmer, director, Milwaukee; Norman A. White. 
director and president in 1949, Minneapolis; Ralph W. Ball, director. 
Detroit; William Adams, director in Eastern Canada, Toronto. Not 
shown are Directors Evan O. Thomas, Pasadena: L. E. Titus, Tacoma, 
Wash.; K. E. Goss, Denver, and Nicholas Cardone, Philadelphia. 


Ex-Labor Organizer Gives Two Tips 
To Rebuilders on Handling Workers 


A FORMER labor organizer 

pulled from his past experi- 
ence last month at Chicago to tell 
some manufacturers what they 
must do about labor relations. 

Walter Buben, plant superin- 
tendent of Saachs & Co., Chicago, 
told the tenth annual convention 
and trade show of the Automotive 
Parts Rebuilders Association: 

1.—Unions are not for the 
laborer any more but only for the 
big professional organizers. 

2.—There is no point in attempt- 
ing to hire a so-called labor rela- 
tions expert to come into your 
plant and straighten everything 
out. Management must learn to 
handle those situations itself. 

His address went over so big 
that he was appointed chairman of 
the APRA’s employer-employe re- 
lations committee. 

Public relations came in for a 
full afternoon’s consideration. The 
association has approved a sizable 
expenditure in this field. 

Clinics highlighted a number of 
phases of the rebuilders’ opera- 
tions. 

Ralph H. James of Tulsa, Okla., 
executive director, told how the 
Independent Garage Owners of 


America was seeking to unify the 
garagemen over the United States 
with a goal of elevating the pub- 
lic’s attitude toward garagemen. 
He explained how the IGOA today 
has units in half the 48 states and 
how the program was being carried 
out to extend its influence into the 
remaining areas. 

Attendance exceeded 700—by 
far the biggest convention in the 
association’s history. 

This was the first meeting to be 
aided by Nathan M. Roberts, the 
former executive secretary of the 
Automotive Wholesalers’ Associa- 
tion of Alabama. 


Braxton Opens Branch 
In Elizabethtown 


RAXTON Auto Parts, Inc., 

Whiteville, N. C., opened its 
third branch in four and a half 
years in Elizabethtown Oct. 2, with 
Larry Strole, main store counter- 
man for the past three years, as 
manager. 

According to Richard Maxwell, 
a company executive, “business is 
very good in the area.” 

Other branches are located in 
Tabor City and Clinton. 
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HERE'S HOW TO REALLY 
CLEAN ENGINES 
..-at a Profit 


t” INSIDE... GUNK® Hydro-Seal is 
an immersion compound that strips hard 
carbon, varnish and gums from cylinder 
heads, carburetors, engine parts safely, 
easily and completely clean right to the 
bare metal. After cold immersion, parts 
can be rinse-cleaned with a water spray. 

its own surface seal, preventing 
evaporation of solvent vapors. Hydro- 
Seal is the fastest-acting and most effi- 
cient self-scouring solvent for all engine 
parts. 


i“ AND OUTSIDE . . .GUNK Super- 
Concentrate is a heavy-duty degreaser 
and emulsifier that can be sprayed, 
brushed or wiped on engines and ma- 
chinery and then hosed off with clear 
water. Result: GUNK'S self-scouring ac- 
tion has produced a factory-new ap- 
pearance. It is one of the most remark- 
able and successful emulsifying degreas- 
ing solvents on the market. No toxic 
vapors, non-caustic, safe to skin. 


“CURRAN T= 


SM Ny Me 


duncued, wassacnvattt Co 
LAWRENCE, “Gunnge 39 berreed 


MASSACHESETTS 


iz wh. sont sere a 


hits” See: +t 














BLITZ 
BATTERY CHARGERS 


Are Meney Makers For Any Shep 
because they are priced right and 
fully guarenteed. 

Ac line of chargers. 
6 & 12 Volts. Fast & Slow 

Trictle Chargers 


BLITZ ELECTRIC CO.., Iac. 


712 Ave., 
5712 V sfrn ee we 











HOTEL FORT WAYNE 


Temple & Cass Avenues 


Adjoining the largest Masonic Temple 


in the world 


@ 300 delightful rooms with tub 


and shower. 

@ Radio, Television, Air- 
Conditioning, Parking. 

@ Home of Detroit's most 
attractive and renowned Cock- 
tail Bar— 

CAFE BURGUNDY 

@ Coffee Shop, Dining Rooms 

@ Ballroom, igar Store 

@ Barber Shop, Beauty Shop 

 @ Bowling Alleys 


Tel. Pr me 1-8600 


ffiliated with 
Hotel METROPOLE Cincinnati, 


DETROIT 
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Warm up cold motors FAST! 


New Super-Hot 


SUREFIR 


MOTOR 
STARTING FLUID 


Starts Any Gas or Diesel 
Engine, with TLC* 


*Tender Loving Care 
Economical Pint Can 


That's right! The new, patented, low-ether formula 
SUREFIRE is safe... protects your engine against 
expensive upper cylinder damage and reduces 
engine wear by eliminating slow, hard starts all year 
‘round. The cheapest engine starting insurance you 
can buy. Tested and approved by major oil com- 
panies. Approved by NYC Fire Dept. Meets all ICC 
requirements. SureFire Starter Sprayer is available 
for easy application of bulk fluid. 


 Prolongs battery and starter life 
» Prevents crank case oil dilution 
Eliminates expensive standby time 
Reduces maintenance cost 
Operates to 65° below zero 
Double-your-money-back guar- 
antee. Sold at all leading auto- 
motive construction equipment 


and mill supply dealers. Try it 
today. 


SureFire also comes 
in Handy 11-oz. 
Pushbutton Can 


WILCO COMPANY 
INDUSTRIAL & COMMERCIAL DIVISION 
4425 Bandini Bivd., Los Angeles 23, California 


surefire is especially effective for starting 
2-cycle engines 
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TOPS IN QUALITY PERFORMANCE 

The finest of material and workmanship 
blended with rigid inspection controls. 
TOPS IN SALES PERFORMANCE 
Dynamic merchandising program, trained 
field assistance and the best in warehous- 
ing facilities. 

TOPS IN PROFIT PERFORMANCE 

King size margins combined with king size 
turnover produces king size profits. 


Consult your Sorensen jobber or write us 
for complete catalog and prices. 
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P. Sorensen Manufacturing Co., Inc. 
Woodside, N. Y. 


IGNITION, CABLE & WIRE 





Two trailers, totaling 250,000 bear- 
ings, arrived recently at National 
Parts Warehouse, Atlanta, from 
Detroit Aluminum & Brass Corp. 
Eighty outlets will be served in 
the Southeast. The two factory of- 
ficials in photo at left, with coats 
on, are (l. to r.) “Bud” Kolbert, 
vice-president and sales manager 
for replacement, and W. E. O’Reil- 
ly, vice-president in charge of 
sales. In photo at right are (l. to 
r.): Ray Odum of NPW, Philip L. 
Sommerlad, director of marketing 
for the factory (and a well-known 
Daytona Beach, Fla., wholesaler in 
his own right); Fred Ault of Kings- 
port, Tenn., chairman of the board 
of advisors to General Manager 
B. M. Smith of NPW: “Speedy” 
Massengale, assistant NPW ware- 
house manager; General Manager 
Smith, and Glen Burtz, in charge 
of receiving and shipping at NPW. 


Savannah, Ga., Company 
Opens Branch Store 


HE Frank Corp., Savannah, Ga., 

has opened a branch store, The 
Frank Corp. of Statesboro, at 42 
East Main St., Statesboro, with H. 
O. Hendrix as manager. 

Said Robert F. Coleman, general 
manager, “We opened a store in 
January of this year in Beaufort, 
S. C., which has done very well 
and we hope we can do equally 
well in Statesboro.” 


Mohawk Hires Hogue for Sales 


J. B. Hogue has been appointed 
sales representative for Mohawk 
Rubber Co. in Texas and Qkla- 
homa. Before joining Mohawk, 
Hogue owned a parts and supply 
company for a number of years, 
and more recently worked as ter- 
ritorial manager for a tire dealer 
and manufacturer. 


“We have added Bob Lyle to 
our shop force,” announced F. L. 
Barmann of Barmann Auto Sup- 
ply Co., Maryville, Mo. 
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5 seconds. 
and another 
perfect 
regrind job 
with Thor’s 
valve seat 
grinder 


Hones whey 


e Cushioned contact 


-loaded wheel holder 
heel onto the work at 
. lifts it instantly to 


g the surface when 
e. It's automatic— ‘ 
You can’t overload a Thor 


seus re AE he no more 
A“ wh ih id aon Sees drivers, 
= Anew’ wheel holder) ut delivers more power 
. . ’ an you can ever use on 
in 5 minutes ° automotive valve seat 
grinding. Weighs onl 
exclusive Thor design per- five pounds. Th y 
mits low cost on-the-job replace- in daily “ee C ousands 
ment of pilot sleeve (or hex driv- equipment f . omple te 
ing socket when required). Gives pilots i ast service on 
you a new wheel-holder for on wheel a eel holders, 
investment of five minutes and o See ver Tha and kits 
few dollars. r or jobb - L S 
Ball thrust bearing and large Thor Power Tool : 
pany, Prudential Plaza 


roller bearing give endless serv- } 
ice, never need repia Chicago, 1, Illinois 


eases the W 
full speed - - 
prevent marrin 
the work is don 
it's exclusive wit 


Yes..-- 


cement. 


THOR PO 
WER TOOL COMPANY ® CHIC 
Branches in all principal cities gat 
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Automotive NEWS BRIEFS 


(Continued from page 15) 





consultant, Cleveland, Ohio, and 
Earl Tucker, newspaper publisher 
of Thomasville, Ala. 

Frank R. Broadway is the vet- 
eran executive vice-president of 
the association. 

For the scores of ladies present, 
a detailed program for them was 
also carried out. 





IT TAKES A VERY 
SMALL INVENTORY 
TO MAKE EXTRA PROFITS— 
WITH 


gia 
BOOTS and 


RELINERS 


for TRUCKS, TRACTORS 
PASSENGER CARS 


A Complete Line— 
In wanted sizes 
Beautifully Packed— 
Painted and Cemented 
Cellophane Wrapped 





BACKED BY 15 YEARS 
of KNOW-HOW 











Write for Samples and Price List 


Pe Vrvanta 
B dire 


[lart 


P. O. Box 8144 
Station F ¢ Atlanta, Georgia 
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New officers of the Automotive Trade Association of Virginia are (I. 

to r.): Joe L. Hill, Valley Cadillac-Oldsmobile, Inc., Roanoke, secretary- 

treasurer; J. R. Chapman, Jones Motor Car Co., Richmond, president; 

Irving B. Kline, Kline Chevrolet Sales Corp., Norfolk, first vice-presi- 

dent; Harold E. Erwin, Erwin Ford Co., Fairfax, second vice-president, 

and H. Carter Myers, Jr., Petersburq Motor Co., Inc., Petersburg, elected 
third vice-president of the group. 


Virginians’ Convention 
Draws Big Attendance 


NE of its largest conventions in 

the past five years, and that 
despite unsettled economic condi- 
tions, the beginning of school and 
unfavorable weather, was enjoyed 
by the Automotive Trade Associa- 
tion of Virginia in Roanoke last 
month. 

Only one speaker failed to ap- 
pear because of the bad flying 
weather. He was ably replaced by 
“Pinch-Hitter” Walter A. Deal of 
Asheville, N. C., president of the 
North Carolina Automobile Deal- 
ers Association. 

Speakers were reported to have 
been excellent and a dealer forum 
produced some interesting ques- 
tions and answers, according to 
Executive Vice-President Charles 
B. McFee, Jr. 

In the opinion of the staff the 
affair was much more of a “social” 
one than those previously held. 
Attendance at the Monday night 
banquet numbered 503, with 400 
still on hand at midnight and 386 
midnight breakfasts being served 
at 1 a.m. 

The evening’s entertainment was 
furnished by Universal Under- 
writers. 

Composing the board of direc- 
tors are C. K. Hutchens, Jr., P. 
Warren Spratley, C. B. Gifford, C. 


B. Mason, Glenn C. Knox, J. R. 
Chapman, Everett E. Cook, H. C. 
Myers, Jr., J. E. Richardson, Hu- 
bert S. White, A. P. Bohannan, Jr., 
Joe L. Hill, Welty H. Hensley, R. E. 
Smith, Charles H. Beck, D. D. Mac- 
Gregor, W. H. Witt, Sr., J. F. Kill- 
inger, Burton Kephart and Harold 
E. Erwin. 

Directors at-large are Irving B. 
Kline of Norfolk, W. T. Robey, Jr., 
of Buena Vista, A. H. Shackelford 
of Roanoke, John C. Swanson of 
Danville (the retiring president) 
and Paul R. Lauritzen of Rich- 
mond. 


Fruehauf Trailer Plans 
Alabama Plant 


$3 MILLION aluminum ex- 

trusion plant, to be operated 
by the Fruehauf Trailer Co., will 
be built on a 44%%-acre site in 
Decatur, Ala. 

The one-story, 95,000-square- 
foot operation, to be built with 
money obtained by sale of revenue 
bonds by the city of Decatur and 
leased to Fruehauf, will be located 
on Highway 20, west of the city. 
Construction will begin within the 
next two months. 

Manufacture of aluminum prod- 
ucts for use in construction of 
Fruehauf trailers is scheduled for 
July of next year, according to of- 
ficials late last month. 
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VELLUMOI 


& 
VELLUMOID 
for Vital 
Sealing Jobs 
c) 


Because of Vellumoid's long ex- 
perience in manufacturing the 
exact gasket for so many various 
jobs, design engineers specify Vel- 
lumoid Materials to be sure. The 
Vellumoid sales engineer in your 
territory will gladly work with 
your design group to be sure you 
get the correct gasket every time. 


Specify Vellumoid Materials for 
a perfect seal! 





DOES ALL THE JOB 
SCUFFING all over—Perfect for 


lacquer or enamel work. 


BLOCK-SANDING surfacer, plas- 
tic, putty, solder. WET or dry. 


FEATHER-EDGING—NO SWIRLS 
WHY SETTLE FOR LESS 


DUAL- ACTION OR STRAIGHT LINE, 
AN &eay FOR EVERY JOB. 
o 


re OS. 

Model _ DF 

JR Air. Electric. 

DETROIT SURFACING MACHINE CO. 


1245 E 8 Mile Rd. © Detroit 20, Mich. 
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THE cy SEASONS 


are 4 good reasons 


for using WARCO 4 


Whatever the climate, whatever the 
terrain, it's WAROO for year-round 
extra profits and year-round extra 
safety. Laboratory engineering and 
Quality control yuaranee at the 
Warco line of automotive chemicals 
wilt stand up to all highway condi- 
tions, under all extremes of weather. 
No crystallizing, no gumming, no cor- 
rosion of metal or eroding of rubber 
when you use WAROO. 





WARCO S.A.E.70R1 HEAVY DUTY 
HYDRAULIC BRAKE FLUID 


Approved by States 
with Brake Fiuid Ordinances 


S.A.E.70R! is for use in trucks, tractors, 
buses, and for passenger cars when 
recommended by manufacturer. 
WARCO S.A.E.70R2 
MODERATE DUTY 
HYDRAULIC BRAKE 
FLUID 
For passenger cars and light 
trucks. 
e 
WARCO 
. “GRADE A" 
HYDRAULIC BRAKE FLUIDS 
nationally accepted by leading jobbers over 
the past 20 years. 
WARCO S.A.E.70R1 and S$.A.E.70R2 
brake fluids meet or surpass every 
S.A.E. specification. 


Available in: 12 o2., Pint, Quart, Gallon, 
5 Galion and 54 Galion Drums. 


WARCO 
AUTOMATIC TRANSMISSION 
FLUID-TYPE A 
A laboratory tested product that 
mixes perfectly with original equip- 
ment type A fluids. 
Available in: Quart, Galion, 
5 Galion and 54 Galion Drums. 


Write for our catalog now! 


WARWICK LABORATORIES COMPANY 
334-42 Cleveland Street, Brooklyn 8, N. Y. 





Revised Career Program 
Ready for GM Dealers 


| rege career program materi- 
als for use by its 18,000 deal- 
ers at high school career day pro- 
grams to recruit young people for 
jobs in mechanics and sales have 
been made available by General 
Motors. 

The program contains a full- 
color poster headlined “Have You 
Looked Here for a Good Job?” fer 
display on bulletin boards and 
guidance counselors’ offices. The 


illustration shows a cutaway deal- 
ership building and headlights the 
departments where job opportun- 
ities exist. 

A 16mm. sound color motion pic- 
ture, “Go Places in the Retail Au- 
tomotive Business,” plus a 36-page 
student handout booklet — ‘“Ca- 
reer Opportunities in the Retail 
Automotive Business’ — and a 
counselor’s guide, “The Retail Au- 
tomobile Business,” are also in- 
cluded in the program. 

Vice-President William F. Huf- 
stader said, “Since this program’s 
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inception in 1954, over 750,000 
booklets and folders have been 
distributed through our dealers and 
the schools to encourage young 
men and women to investigate ca- 
reer opportunities in retail auto- 
motive dealerships. I’m glad to say 
that many of our dealers report 
success in finding the people they 
wanted.” 


GM Uses Atomic Energy 
In Battery Building 


TOMIC energy in the form of 
beta rays from a radioisotope 
gauge is being used by the Delco- 
Remy Division of General Motors 
in manufacturing storage batteries. 
The device uses nuclear radia- 
tion to detect and record thickness 
variations in a rapidly moving 
sheet of soft rubber as it flows from 
a calender roll. In a later opera- 
tion the rubber is cut into proper 
sizes for battery separators. 

The gauge, which records thick- 
ness to 1/10,000th of an inch with 
an error of less than 1%, resembles 
an elongated “C’”’ clamp. A radio- 
active source emitting a constant 
stream of beta rays is mounted 
in the bottom jaw of the clamp 
with a detector unit directly op- 
posite on the upper jaw. The fresh- 
ly rolled rubber sheeting passes be- 
tween the source and the detector, 
with the detector counting the 
number of rays penetrating the 
rubber and translating this infor- 
mation into thickness measure- 
ments which are recorded on a 
chart. 


Automotive Field to Get 
More Air Conditioning 


HE automotive field will prob- 
ably see a greater increase in 
the use of air-conditioning equip- 
ment than any other industry in 
the next two or three years, ac- 
cording to George E. Mills, man- 
aging director of the Air Condi- 
tioning & Refrigeration Exposition. 
The show, to be held at the In- 
ternational Amphitheater Nov, 18- 
21 in Chicago for the first time in 
six years, will have the largest dis- 
play ever assembled for automotive 
needs, Mills said. Over 250 exhib- 
itors will display 7,500 pieces of 
equipment and components, the 
total value of which is estimated 
at more than $5 million, he said. 
“Although air conditioning for 
passenger cars appears as the most 
promising new development,” 
Mills said, “truck refrigeration and 
insulation should not be over- 
looked.” 
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Economy Car Planned by Studebaker 
As President Cites Bigger Profits 


N ECONOMY family car is soon 

to be introduced by Stude- 
baker-Packard Corp., after the 
success experienced with the econ- 
omy Scotsman models introduced 
earlier this year. 

That unexpected announcement 
came last month from S-P’s Pres- 
ident Harold E. Churchill at the 
annual press conference at South 
Bend, Ind. 

Details, including the introduc- 
tion date and prices, will have to 
come later, he said. 

The executive told SOUTHERN 
AUTOMOTIVE JOURNAL he had no 
idea how many cars would be sold 
by the industry next year or when 
the first 10,000,000-car-sales year 
would be achieved. 

The important thing, the former 
S-P chief engineer asserted, is for 
his company to be flexible enough 
to produce the number of cars 
which his dealers could sell prof- 
itably, rather than to be set on a 
specific sales goal. 

“As the dealers go, so go the 
company,’ he emphasized. 

About 60% of the Scotsman 
deals have involved trade-ins of 
competitive makes, “so we are 
moving in on that field,” he said. 

During the second quarter of this 
year the S-P dealers’ profits ran 
66% above the national dealer av- 
erage, while in the first quarter 
the group averaged that for the 
average dealership, Churchill re- 
ported. In the second quarter the 
S-P dealers’ working capital was 
greatly strengthened, along with 
the increased business resulting 
from the introduction of the Scots- 
man models, he said. 

Of S-P’s undisclosed total deal- 


President Churchill 


erships, 244 have been franchised 
to handle the broad Mercedes- 
Benz line, Churchill reported. 

The executive told the 1956 press 
conference 13 months ago that his 
company was shooting for operat- 
ing in the black by the end of 
1957 and he reported that objec- 
tive should be realized on schedule. 

“Last year,” he said, “I described 
this as a ‘lean and hard operating 
program’, and I am glad to report 
today that it has been put into ef- 
fect. 

“We are geared for and will pur- 
sue hard, aggressive action in 
1958,” said Churchill. 

“The sincere conviction of our 
dealers that Studebaker-Packard 
would continue major progress in 
1958 is demonstrated by their deal- 
er advertising associations which 
continue to increase their own as- 
sessments for investment in local 
Studebaker-Packard advertising,” 
he told the newsmen. 

Touching upon the Mercedes- 


Benz program, Churchill said it 
would “go ahead at full speed in 
1958.” He said the sales and serv- 
icing of the German-made ve- 
hicles “mean new profit opportuni- 
ties to Studebaker-Packard deal- 
ers as well as to Studebaker-Pack- 
ard.” 


Kentuckians Endorse 
NADA Efforts 


RESOLUTION endorsing the Na- 

tional Automobile Dealers 
Association in its endeavor to im- 
prove inequities reportedly existing 
with regard to dealer-manufactur- 
er relationships was adopted by 
the Kentucky Automobile Dealers 
Association at its annual meeting 
in Louisville last month, 

Acclaimed highly successful 
businesswise and socially, the two- 
day affair established an attend- 
ance record, with more tzan 200 
men and women registered at the 
Sheraton-Seelbach Hotel. 

The all-day business session was 
devoted entirely to a “working 
conference,” directed by members 
of NADA’s Washington staff. Four 
of the five speakers were new-car 
dealers. The other was Dr. J. Don- 
ald Phillips, president of Hillsdale 
College, Hillsdale, Mich. 

Dealer speakers were William 
M. McCune, Kuttanning, Pa; 
Charles R. Cronin, Mt. Healthy, O.; 
Frank Lane, Washington, D. C., 
and John E. Cronin, Cincinnati. 
John E. Binns of NADA’s manage- 
ment services department directed 
the conference. KADA President C. 
E. “Bud” Brents, Lebanon, presid- 
ed at the morning session, while 
Orville R. Harrod, Frankfort, state 
NADA director, was in charge of 
the afternoon session. 

NADA President Frederick M. 
Sutter addressed the gathering fol- 
lowing the annual banquet. 
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Dodge dealers in Detroit recently for the monthly business and finan- 
cial management conferences at the Chrysler Training Center were (I. 
to r.): R. M. Cornick, Holston Motor Co., Marion, Va.; R. A. Parrish, 
The Parrish Motor Co, Great Bend, Kan.; W. J. Lowe, Jarman Motors, 
Baltimore, Md.; Oliver D. Joseph, Oliver C. Joseph, Inc., Belleville, IL; 
W. 8. Mumpower, Kelly Motor Co.. Big Stone Gap, Va., and Leonard 
Jackson, Jackson Motors, Lowell, Mich. Joseph was chosen dealer of 
the month for the conference. 


Body Group to Hear 
Senator Talmadge 


| Banas States Senator Herman 
E. Talmadge (D-Ga.) will tell 
why in his opinion there is “Need 
for Wider Citizen Participation in 
Governmental Affairs” at the 
opening luncheon of the tenth an- 
nual convention and exhibit of 
the Truck Body and Equipment 
Association to be held Oct. 14-16 
at the Biltmore Hotel in Atlanta, 
Ga. 

Other speakers will be John B. 
Naughton, general sales manager, 
Dodge Truck Division, Chrysler 
Corp., and Mrs. Bernice Brown Mc- 


Cullar, director of the Office of In- 
formation, State Department of 
Education. 

Exhibits to be held in three areas 
will include displays of the latest 
and best in parcel delivery bodies, 
van bodies, dump bodies, etc., hy- 
draulic hoists, lift gates and many 
other features, including truck 
lighting and safety equipment of a 
wide variety. 

The visitors are expected to come 
from all sections of the country 
for this first meeting to be held in 
Atlanta. 

A number of discussions of cur- 
rent problems are scheduled to be 
aired before the delegates. 


“I asked her if she wanted to be lined up ... and zowie!” 
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Texas Garagemen Go All-Out 
To Combat Mechanic Shortage 


eo honorary member- 
ship on all full-time automo- 
tive trade instructors in the state 
is one of the first steps adopted 
by the Independent Garagemen’s 
Association of Texas to combat the 
growing shortage of mechanics. 
The association at its Galveston 
meeting last month also voted to 


send a committee of garage owners 
to contact the state commissioner 
of education to seek more and bet- 
ter mechanics’ training programs 
in the state’s high schools. 

Other means to be used in the 
association’s all-out endeavor will 
be to encourage more local chapters 
to initiate and support apprentice- 
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ship training and to enlist the aid 
and encouragement of wholesalers 
throughout the state in a combined 
effort to get more qualified young 
men to enter the automotive repair 
trade. 

The action on mechanics’ train- 
ing climaxed what was said to be 
one of the most successful conven- 
tions the association has held. 

Speakers Noble Hale and George 
Leutwiler of McQuay-Norris Mfg. 
Co. shared speaking honors during 
the three-day meeting, held at the 
Buccaneer Hotel. 

Hale, who is sales promotion and 
advertising manager for his com- 
pany, outlined the procedure by 
which small businessmen in Michi- 
gan recently secured passage of a 
law defining wholesale purchasing 
in that state. The Michigan statute, 
first passed in 1941 and amended in 
1948 and 1956, was designed to 
eliminate the abuses of wholesaling 
brought about by extensive em- 
ploye buying groups, Hale said, 
adding that “the practice of ‘get- 
ting it for you wholesale’ has been 
curtailed, if not completely stop- 
ped, in Michigan.” 

Leutwiler, chief service engineer 
for McQuay-Norris, told the group 
that despite the future possibility 
of turbine engines, superchargers 
and liquid pressure gas engines in 
the automotive field, “you will 
be working on the conventional 
combustion-type engines for a 
number of years.” 

Although no vote was taken by 
the group to affiliate with the In- 
dependent Garage Owners of A- 
merica, President B. L. McLendon 
was instructed to appoint a com- 
mittee to study the possibility and 
report at the next convention, to 
be held next April in Waco. 


Dealers of Arkansas 
Elect Carl Welch 


Rae Arkansas Automobile Deal- 
ers Association elected Carl 
Welch of Pine Bluff president at 
its 23rd annual convention, held 
last month in Little Rock. 

George Benjamin of Little Rock 
was reelected executive vice-pres- 
ident, while Clyde Randall of Fort 
Smith was named first vice-presi- 
dent and John M. Critz, North Lit- 
tle Rock, treasurer. 

Regional vice-presidents named 
were Verl Hudspeth, Harrison, 
northwest district; Hendrix Lack- 
ey, Mountain Home, northeast dis- 
trict; H. E. Parker, Magnolia, 
southwest district, and Walter Jen- 
nings, Little Rock, southeast dis- 
trict. 
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“Economic expansion” in the South 
and a heavier sales drive should 
account for a decided rise in 
Chrysler Division sales in the 
South and Southwest with the 1958 
models, Clare E. Briggs (above), 
vice-president in charge of the di- 
vision’s sales, told SAJ editors 
Oct. 1 in Atlante. “It is astounding 
the progress being made in some of 
the states in the South,” the for- 
mer Packard sales manager said. 
His division is expecting to ac- 
count for 2.5% of the ‘57 market 
and is shooting for abeut 10% more 
—2.7%—for ‘58, he said. This lat- 
ter percentage would amount to 
167,000 Chryslers and Imperials if 
the 6,200,000 car sales predicted 
for the industry next year by 
Chrysler President L. L. Colbert 
should be realized. 


Decline in Dealerships 
Cited in Kansas 


DECREASE of about 250 mem- 

ber dealers out of business 

and not succeeded by another deal- 

er in the past five years was re- 

ported Sept. 24 by Manager Ros- 

coe Hambric to the Kansas Motor 
Car Dealers Association. 

The association — one of the 

biggest in the South or Southwest 


Marcus A. “Mark” Fuller, formerly 
with Lawrence M. Hirsig & Co., 
manufacturers’ representatives, 
Jacksonville, Fla., has been ap- 
pointed advertising and sales pro- 
motion manager of Fram Corp., 
Providence, R. I. 
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— has a true potential of 800 deal- 
ers, with 85% being members, the 
veteran association executive said. 

In his bulletin he asked: 

“Why did about 250 member 
dealers go out of business and not 
be succeeded by another dealer in 
the past five years?” 

His answer: 

“Too much bootlegging and 
cross-selling.” 

A joint convention of Kansas 
and Missouri dealers next May in 
Kansas City, Mo., is being proposed 
by the Kansas association. 


New Continental Offers 
375hp Powerplant 


A NEW V-8 engine with a horse- 
power rating of 375 at 4,800- 
rpm and a compression ratio of 
10.5 to 1 is offered by the new 
Continental, known as the Conti- 
nental Mark III. 

Two all-new four-door sedans 
and a retractable-top convertible 
will be added to the previous two- 
door hardtop to give the line a 
choice of four body styles in this 
luxury-car class. 
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Davison Co., Geo. H. — 
Alondra Sales, Inc 


Marietta 


Lewis, G. E. — Marietta 
Grote Mfg. Co. 


Swaim, T. H Marietta 


Bell Oo 


KANSAS 


Russell, H. E. — Iola 
Wittek Mfg. Co. ‘ 
Yankee Metal Prod. 


Cullins, Robert — Overland Park 
Curran Corp. 
Detroit Surfacing Mach. 


Leahy, E. T. — Prairie Village 
Storm-Vulcan, Inc. 

Garberson, D. D. — Wichita 
K. O. Lee Co. . 2° 
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KENTUCKY 


Saunders, J. Paul — Bowling Green 


Grote Mfg. Co. 


LOUISIANA 


Fortier, L. J - New Orleans 
Western Tool & Stamping Co 


MARYLAND 


Retzker, M. — Baltimore 
Western Tool & Stamping Co 


MISSISSIPPI 


Parker, Guy N Jackson 


K. oO. Lee Co. 


Southern Sales Co. — Jackson 
Grote Mfg. Co 
Huot Mfg. Co 


MISSOURI 


srookmoor Co 
Signal-Stat Corp 

Black R. 8. — Kansas City 
Doan Mfg. Co. 

Buettner, C. M Kansas City 
Acme Air Appliance Corp 
Monkey Grip Sales Co 


Independence 


Dennis Co - Kansas City 
Rust Master Chem. Corp 
Doring & Eyer — Kansas City 
Triple-A Specialty Co 
Eaton, Burt — Kansas City 
Western Tool & Stamping Co 
Heath, G. 1D. — Kansas City 
Grote Mfg. Co . . 
Koslewsky, C. H. — Kansas City 
Warwick Labs., Inc - 
Tapp Cog J. F. — Kansas City 
Portat Electric Tool Co 
Wileox Co., Paul K 


Kansas City 
Alondra Sales, Inc cee ° 


Link & Chambers Sales Co. — St. Louis 
Sere .137 


Ken Tool Mfg. Co. 


Nixon Russ — St. Louis 
Detroit Surfacing Machine Co 


NORTH CAROLINA 


Stroud & Walden — Charlotte 
Alondra Sales, Inc. er 


Wimberly, P. L. — Durham 
Yankee Metal Prod. Co 

Gordon, W. 8. — Greensboro 
Signal-Stat Corp 


Longdon, J. S Greensboro 
Grote Mfg. Co 
Huot Mfg. Co 


K-D Mfg. Co 


Ruark Sales Agency, J. B 
Curran Corp 
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TENNESSEE 


Major Co., 
Bell Co. 

Miller, Clyde — Memphis 
May Bros. Mfg. Co., Inc. 


Jan — Memphis 


Sullivan, J. R. — Memphis 
Signal-Stat Corp 


Cherry Co., J. McEwen, 
Dole Valve Co. 


TEXAS 


Bowles, Stanley D. — Dallas 
Huot Mfg. Co 


Brogan, F. J. — Dallas 
Monkey Grip Sales Co 


Burk, B. B. — Dallas 
Monroe Auto Eqyip. Co. 
Signal-Stat Cor 


Connell Co., J. 8. — Dallas 
Basic Sleeve Assoc , 
Bingham-Herbrand Corp 
Triple-A Specialty Co 

Cree, H. M. — Dallas 


Breeze Corp 
Grote Mfg. Co 


Ebeling, P. H. — Dallas 
Vellumoid Co 


Hart & Foster — Dallas 
Warwick Labs., Inc 


Harvey-Merrithew Dallas 
Western Tool & Stamping Co 


Hirsig-Frazier Co Dallas 


Curran Corp 


Jayne, Albert — Dallas 
Ken Tool Mfg. Co 


Johnson Co., Dean — Dallas 
Alondra Sales, Inc 


Lynn & Hemphill — Dallas 
Jaycee Chemical Co. . 


Martin, W. D Dallas 
Detroit Surfacing Mach. Co 


McClintock Sales Corp. — Dallas 
Acme Air Appliance 
National Electronics Mfg. Co 
Wittek Mfg. Co. 


Russell, Ralph — Dallas 
Portable Electric Tools, Inc 


133 Schneider, Al — Dallas 
May Bros. Mfg. Co., Inc 
os Shipp & Payne — Dallas 
Doan Mfg. Co. . : 
120 Rust Master Chem. Corp 
Yankee Metal Prod , 
Whelan Co., H. H. — Dallas 
Gabriel Co. ° 
White, Dick — Dallas 
Detroit Surfacing Machine Co 
Greenfield, Neal — Ft. Worth 
Bell Co. books 
Keller, F. J - Ft. Worth 
Lincoln Eng. Co : 
Lovelady, J. W. — Ft. Worth 
K-D Mfe. GO. cece 


Fowler, Neal V. — Houston 
K. O. Lee Co. . 


VIRGINIA 


oo 


7: 
2 Holeomb, Dave — Richmond 
1: National Electronics Mfg 


Karl — Richmond 


Co 


Lambert, - 
Detroit Surfacing Mach 





omething Cw 


in the 


The HIRSIG organization has always featured personal service. In 


keeping with this policy we have changed our name to better identify 


the men responsible for this personal service. 


The HIRSIG-BRANTLEY organization renders a complete personal 
sales service in the South, for both Manufaqurers and Jobbers. HIRSIG- 
BRANTLEY district managers are headquartered in major southern cities. 
They have small territories to cover so they can better serve our customers. 


Want more facts? Use Reader Service Card Page 98 SOUTHERN AUTOMOTIVE JOURNAL for October 1957 
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Why settle for part-time protection? 


Hastings Oil Filter Cartridges keep oil 
clean all the time—from filter change to 
filter change.* The reason is Densite. 


Densite—an amazing new type of filtering material—is made 
of millions of selected cotton fibres, pressure packed so oil 
must flow through countless tiny openings, pass ma..y surfaces 
of fibres. The most microscopic abrasives cling to these fibres 
—and stay there! Recommend Hastings Filter hstridges .».and 
add a host of satisfied customers who will have clean oil all 
the time. 


*When replaced as normally recommended. This fact proved by tests con- 
ducted in accordance with U. S. Bureau of Standards procedure. 


EW. No. 115 FORD THROW-AWAY 
NM WITH DENSITE 


For 1957 Ford, Mercury and Lincoln overhead valve 6 and 8 
cyl. engines. Also available with adapter (Hastings 116) for 
converting earlier engines with overhead valves to use the 
new throw-away cartridge. 

Heavy gauge case. Hex nut for easy removal. Built-in by-pass 
valve. Check valve retains oil on removal of cartridge. 


KEEPS OIL CLEAN 


FROM FiLTER ¢ 
When ve TO FILTER CHANGE 


NO. 101 


ENG. 
INEERED FoR REPLACEMENT SERVICE 


HASTINGS MANUFACTURING COMPANY 
HASTINGS, MICHIGAN 


Oil Filters, Piston Rings, 
Casite, Wear Reducer, Spark Plugs 





has BOTH Spiro-Seal and C-9 
Chrome Oil Rings — both with years-ahead Side Sealing Action 
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the chrome Spiro-Segment 4 Oa , the C-9 Duomatic Expander 
dishes under contraction to provide Ae exerts a special dishing action 
a gentle sealing action against oil escape es, , on the chrome plated rails which seal 
at both top and bottom of the ring groove ; the top and bottom of the groove to 
as shown in diagram. prevent oil escape due to high vacuum. 
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Whatever is FINEST for the Engine yow get in Ramco 10-Up Sets! 


‘. You can depend on Ramco engineered 10-Up sets of engines through exclusive Spiro-Seal Oil Rings. 
for the finest answer to any re-ring problem. For most of today’s re-ring jobs, this ring with its 

| fake the new family of engines. Here, top and chrome plated Spiro-Segment and exclusive Dou- 
« bottem sealing of the oil groove is important due ble-Life Principle provides the right combination 
to high vacuum conditions. In 10-Up sets for such of chrome and full fledged cast-iron oil ring con- 
‘engines, vou get C-9 Chrome Oil Rings. tacts for finest results in quick seating and long life. 


However, for over 18 years, Ramco engineering has See your Ramco Jobber for all the facts or write 
provided advanced side sealing action for all types Ramsey Corporation, St. Louis 8, Missouri. 


RAMCO £2 piston ring sets 
Fue bot Pn GOL 


Left to Right + + * Tapered Face Compression 
Top Chrome Compression @ Chrome Rail Compression 
Chrome“ipiro-Sea! Oil @ Chrome C-9 Oil 


Copyright 1957, Ramsey Corporation R-1546 





